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Famous Prague | Mutual Benefit 
Insurance Man Is ? Life Has Its First 
Impressed By U. S. A PHOENIX National Convention 

Dr. Peca, President Of Czecho- ssurance Company, Ltd. 


- ri Scenes of Enthusiasm at New Home 
Slovakian Insurance Association, of London Office Building of Company 
A Visitor <n Sena 




















150 William Street, New York — 
GETS BUILDING TIPS HERE P a J. R. HARDIN OPENS MEETING 
Will Use National Board Structure A corporation which has stood the test Sessions on Friday Morning at 
Ideas In His Company’s of time! 146 years of successful business Dozen Points; Discuss 
New Home Office 





operation. World-wide interests. Abso- Salesmanship 
Dr. Vaclav Peca, president of the as- lute security. The Mutual Benefit is eighty-three 
sociation of Czecho-Slovakian insurance Bisesitent Seveies end Pactities years old and neter held a convention 
P companies, and also general manager of 


of nation-wide production representa- 
tives until last week. Five hundred rep- 
resentatives of the company from all 
parts of the country gathered and the 
success of the convention was over- 
whelming. Friday morning was devoted 
to sales meetings and it seemed that 
there was a meeting of some sort or 
other in almost every nook and corner 
of the building—one even being held on 
es, tlic staircase. About fifteen of these 
sales meetings were held. The Mutual 
Benefit not only had enough talent to 
provide a chairman for each and a good 
one, but a vice-chairman and a secre- 


tary. There are few companies if any 
in the United States who have a strong- 
er lot of agents of the educational type, 
that is, the agent who can impart what 
hé”knows to others. Such men as Clay 

amlin and General Agent Monser of 
visit will be an annual affair. uffalo; William H. Beers and Charles 
Finds Ideas Here Which Can Be Incor- 


e ane ~ : he Long of New York, and General 
porated in New Head Office Who 1s the “WHITE FIREMAN”? Agent Drewry and Agent Samuel W. 


the largest Czecho-Slovakian insurance 


company, the Slavia Mutual Insurance 

Bank of Prague, is in New York City ‘ 

on a visit to the United States. While - 

here he will go to Chicago, Hartford and | d ty Cc p y 
iat naemni ompan 


The Slavia Mutual Insurance Bank of ° 
Prague was established in 1869 and ; 150 William Street, New York 
transacts all classes of insurance. Its 
assets exceed $12,000,000 and the com- 
pany is represented in London by Ster- 
t ling Offices, Ltd., whose American inter- 
ests are in the hands of H. Marshall 
Robertson, vice-president of Sterling 
ame Offices, Ltd., New York. 

Dr. Peca is well-known throughout the 
continent of Europe; is a Doctor of 
Law, and he is a graduate of the Uni- 

ee versity of Prague. This is his first trip 
to America and he told The Eastern Un- 
derwriter that he had been so much im- 
pressed by it and was so courteously re- 
ceived everywhere that he feels that his 
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The Slavia has purchased a palace in Everyone associated witr an insurance company who is working, in one way or Sturm of Cincinnati, had no prey at 
Prague which is more th four hundred another, to reduce fire-hazurds and prevent fire-waste, is a White Fireman. all in obtaining the interests of t eir au- 
y eri ld ‘: °97 a ee Loss-prevention service rendered by insurance companies is secured by property- diences for a couple of hours at a time. 
years old and it will be replaced by a holders either from or through their insurance agent. The convention was in the commodious 
new home office building which will em- Therefore, the White Fireman advertising of this company adds to the~prestige, the h fice build; 5 vies etna 
body the latest principles of modern Am- influence and the business opportunities of the North America Agent. nN pon Sa peters oe po ey pa Hed 
crican construction. For this reason. he INSURANCE COMPANY OF NORTH AMERICA ‘es Acaiitia cone: 1k eae ta ted ae 
was tremendously interested in the build- PHILADELPHIA portunity that many of the representa- 
mg of the National Board of Fire Un- end the tives had to inspect the new building 
derwriters on John street, New York INDEMNITY INS. CO. OF NORTH AMERICA ach th d a alee “an 
City, which he inspected. Its fire pro- write practically every form of insurance except life which they endorse 1 y ¢ d 
tection and other features impressed him enthusiastically. The convention opene 
very much. The building in ‘nee will Thursday morning in the auditorium of 
contain not only the principal features woe the company. John R. Hardin, presi- 
of ventilation, light aus ate ee’ tn dent, delivered the address of welcome. 
such buildings as that of the National e_2 M P Two Leaders 
Board of Fire Underwriters, but he noted Organizing an-rf ower Mr. Hardin briefly reviewed the work 
much to hold his attention in the ~ : ; of the agents and praised them for their 

fe‘! organization and conduct of the .u- The Penn Mutual is actively engaged in a campaign to organize the efforts in the stride of building up a vol- 
surance business here as well as labor man-power of its Field force through carefully selected additions and ume of business. He announced that the 
saviris devices employed in this country through education and cooperative supervision. two leaders of the company’s agency 
i the statistical divisions, some _ of ; , force for 1927 were Hamilton Kerr, Day- 
wh’ h will be incorporated in the Slavia’s Important General Agency appointments are being made, and a ton, Ohio, and Albert Steler of De- 
New structure in Prague. comprehensive plan of teamwork between Agency department and Field troit. Mr. Kerr was the leader in amount 
_,| lurther discussing his visit here Dr. is being put into operation. of insurance sold, the total being og 
said that i i Pa “1: 1 : 50, while Mr. Steler was the leader in 
acquaint Pesca get Fg a Sheng hla : If you have baie sera. ability, ~ sales ability, or the desire to be a pe og saiilen ‘baci made 236 in- 

s and : : : life underwriter, plus ambition and industry, we can supply successful mera a hich 
ind practices here, one of his first muethede for puttien th fitably at k. Add dividual sales during the year, which was 
cts In coming to the United States ae ee ee — almost 100 more than was made by any 

‘> to see something of the country HUGH D. HART, Vice-President cther agent of the company. 

‘ich has done so much to assist in the 


“It is interesting to note,” said Mr. 
Hardin, “that the two winners had to 
contend with what are generally con- 


‘ablishment of the independent Repub- 


= a} Czechoslovakia under the leader- The Penn Mutual Life Insurance Company 
)) of the world-renowned 


President 














ceived to be handicaps. Mr. Kerr is a 

asaryk, There are more than 14,000,- Independence Square septuagenarian, and _Mr. Steler being 

nth oF ee ee mie than - Philadelphia, Pa. lame has to walle with = crutch. The 

iro yy UMS r is hiving in the achie : a : 

ited States, The government of | Founded 1847 realized that the company has a sales 
(Continued on page 36) — 





(Continued on page 10) 
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LONGER, HI(GHER, sroaner, 


BIGGER 


| Better 


HERE WE ARE!—nobly settled 
in a new home—the third new set of 
offices in our 214 years of service. & 
These quarters are arranged to house 
our Expansion for several years, but 
one can never tell what one’s limit is 


with 





—Organized Service— 


THE KEANE-PATTERSON AGENCY 


MASSACHUSETTS -MUTUAL LIFE INSURANCE CoO. 


225 WEST THIRTY-FOURTH STREET, NEW YORK CITY Telephone Chickering 2384 


PENNSYLVANIA BUILDING 
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— 
Farmers & Traders Has 

Housewarming Here 
BEAUTIFUL GRAYBAR OFFICE 
Geners! Agent John A. Campbell Has 


200 Guests; Officers of Company 
Come Down From Syracuse 








The Western Union Life has been oc- 
cupyinz a beautiful suite of offices in 
the » w Graybar Building, Lexington 
qvent’ at Forty-Second street, New 
York, but following the merger of the 
n Union with the Sun Life, which 
does not do business in New York state, 
the ofices were rented to the Farmers 
& Traders Life of Syracuse. At_ the 
same time it was announced that John 
A. Campbell, who had been general 
agent of the Western Union, and was 
going at the rate of $7,500,000 a year 
production, for that company, has been 
appointed general agent of the Farmers 
So the Western Union’s 
New York organization moved out of 
the offices and the Farmers & Traders 
moved in. ' 

The new general agent. Mr. Campbell, 
signalized the event on Thursday of last 
week by giving a house warming and 


) buffet lunch which was attended by a 


couple of hundred people, including half 
a dozen agents of other companies. A 
number of home office representatives 


© from Syracuse, including President T. O. 


’ New York, Ohio, 


nh oe 


Young, came down to help Mr. Campbell 
welcome the visitors. 


Entered in Six States 


The Farmers & Traders is entered in 
Pennsvlivania, New 
Tersey, West Virginia and Maine. It has 
built up a good following in the rural 
districts and has recentlv started to 
branch out in the cities. The company 
has about $26,000,000 of insurance in 
force, issues non-participating policies 
exclusively, writes some non-medical. 
The mortality rate has been favorable, 
expenses of management moderate, its 


investments of desirable quality. 


Mr. Young has been in life insurance 
for three decades. His early career was 
as a school teacher selling insurance on 
the side. He was also superintendent 
of schools of Oswego County, New York. 
E. W. Henne, secretary and actuary, was 


§ formerly with the Iowa Insurance De- 


partment and before that had been ac- 
tuary of one of the Towa stock comna- 
mes. Charles H. Skiff, treasurer, has 
had considerable banking experience in 
Syracuse. Edward A. O’Malley, head of 
the accounting department of the com- 
pany, was public accountant and _ effi- 
ciency manager of the company in New 
York City for some years. 

General Agent Campbell has been a life 


® Nstrance man in New York City for a 
| number of years, knows the fraternity, 


and was for some time a million dollar 
produ r with the New York Life. He 
has also written for the Fidelity Mutual, 
The Travelers and other companies. His 
territory for the Farmers & Traders in- 
clude: ireater New York and West- 
B chester County. Among Mr. Campbell’s 


associates is S. M. Cloud. 


An 1g those attending the luncheon 
: Vin esident Lawrence M. Cathles and 
ICe¢ 


sal vesident Arthur Coburn of the 
ah \merican Reassurance and Henry 
‘oir, oresident of the U. S. Life. 


20TH YEAR THE BEST 





g Th. wentieth year of the Puritan Life 
Big ode Island was its best year. In 
_. ‘1€ company wrote the largest 
a of new insurance that it has 
eg many one year, The net gain 
mI ‘ance in force exceeds that of any 
Ai a first. The mortality ex- 
af 0 the company was favorable. 
i cS were also made in assets, re- 
4 ind surplus. 
3 anuary, 1927, the company set its 
ee insurance in force at 
a 10s , the year. This goal was 
A% - on December 31, 1927, insur- 


orce totaled $8,201,344. 
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RIEHLE 
REALITIES 


Read! 


No. 1—Equitable Home Office 
School. Nineteen 24 hour 
sessions of life insurance 
instruction. 


No. 2—Equitable Correspon- 


dence Course. 


No. 3—Desk space — telephone 


service — office help. 


4—$700,000 on 
(age 25—50) 


5—$191,000 Term on one life 
—(age 25—50) 


No. one life— 


No. 


No. 6—$100,000 on one examina- 


tion. 





7—Agency ClubConventions. 


8—Very convenient mid- 
town office for insurance 
men. 


RIEHLE AGENCY 
EQUITABLE LIFE 


225 West 34th Street - 
Telephone ° 4 ‘ 


New York City 
Lackawanna 7150 








A live, successful, friendly agency— 
THE RIEHLE AGENCY 

















Northwestern Mutual 
Rules On Flying Risks 


POLICY HAS BEEN LIBERALIZED 





Company Will Consider Persons Who 
Make Occasional Flights as Passen- 
gers For Busihess or Pleasure 





The Northwestern Mutual Life has re- 
cently mailed “Circular to Agents No. 
159,” which mentions certain changes to 
be made in policies in paragraphs deal- 
ing with aviation risks. 

By action of the company the words 
“either in consequence of engaging in an 
aerial flight or,” appearing in line 10 on 
the third page of the policy and effective 
during the first policy year, will be elim- 
inated from policies hereafter issued. 
These words in policies heretofore issued 
will be regarded as void. Therefore, all 
policies are free from restriction as to 
aviation. 

The following rule regarding the ac- 
ceptance of applicants in the future has 
been adopted: 

“The company will consider applications from 
persons who make occasional aerial flights as 
passengers for business or pleasure, with the 
understanding that the plane patronized is mod- 
ern, of standard construction and operated by 
a licensed pilot. It will not consider applicants 
who are or who contemplate becoming in any 
way engaged in the operation of an airplane. 
It will not consider persons who fly regularly 
as passengers.” 

As a result of this action, Northwest- 
ern policies are entirely free from re- 
striction as far as occupation is con- 
cerned. Under the rule above quoted, the 
basis of acceptance of risks so far as the 
aviation hazard is concerned is as liberal, 
if not more liberal, than that of any 
other company. Requests for an excep- 
tion to this rule will not be considered. 

The home office hopes for your full 
co-operation in applying this rule. You 
should obtain full and correct informa- 
tion regarding each applicant where the 
question of aviation is involved, furnish- 
ing this information to the home office. 
By so doing you will greatly aid in the 
prompt and equitable disposition of these 
cases. 

The company will not accept pilots, 
mechanicians, ground service men or 
others connected in any way with the 
operation of a plane, It will not accept 
persons who indulge in stunt flying, or 
persons who ride in motion picture or 
commercial advertising planes. To sub- 
mit applications of persons in these 
classes will be a waste of time, and the 
medical fee will be charged back. 


ABSTAINERS LOSING GROUND 





Although They Still Have Better Expec- 
tation Than Drinkers in Britain Lat- 
ter Class Shows More Improvement 
The Scottish Temperance & General 

Assurance Co. of Great Britain has just 

issued its report for 1927, from which 

much of interest is gleaned. 

The advantage given to total abstainers 
holding whole-life policies under which 
premiums are payable for the full dura- 
tion of life is, in many cases, very 
marked indeed, for they are allowed a 
reduction of 10% of their premiums. 

Some interesting particulars are ‘given 
comparing the mortality experience of 
the company in its temperance and gen- 
eral sections. During the forty-five years 
of its existence the mortality experience 
in the temperance section has averaged 
only 54% of the amount expected, ac- 
cording to the mortality tables employed, 
whereas in the general section it has 
worked out at 67%. During the past five 
years, however, the “temperance” mortal- 
ity was 53% and the “general” 60% of 
the amount expected; so it would appear 
that non-abstainers are nowadays gain- 
ing in longevity rather more rapidly than 
total abstainers, though the latter class 
still holds an advantage, The company 


transacted over £1,300,000 of new busi- 
It is a mutual company. 


ness last year. 
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GET THE NATIONAL HABIT! 


We don't mean— 











Chewing gum 

Going to the Movies 
Throwing the Bull—or 
Cussing the 18th Amendment. 


We mean— 


“GET THE NATIONAL HABIT— 
| CALL CORTLANDT 7980.” 





It will summon prompt and intelligent service! 

It will introduce you to the Fourth Option! 

It will show you something new in Annuities! 

It will bring you the advice and assistance of our Field Managers! 


It will offer you waiver of premium, dissability—and accidental 
death benefits! 


It will show you low net cost! 
It is a profitable habit! 





Field Managers 
Abner E. Brown Harry J. Huntington, Jr. J. F. McGrath F. O. Janke 





- WELLS, MEISSEL & PEYSER, Inc. 


General Agent 
117 Liberty Street Telephones - Cortland 7980-4 
New York, N. Y. 
National Life Insurance Co. 
Montpelier, Vermont 
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Clay Hamlin’s Midnight Meetings 





Mutual Benefit Men Go To Improvised School of 
Buffalo Agent When Most People Are In Bed 


By a Reporter 


For some years I have been reading 
about Clay Hamlin, the wizard agent otf 
Butialo, who after failing twice as an 
insurance agent finally triumphed to the 
tune of millions of production a year. 
| had read also how he gave credit to 
his wife for spurring him on to success. 

At the Mutual Benefit’s convention 
last week at the home office in Newark 
| met Mr. Hamlin for the first time. If 
there ever was a prophet who has honor 
mn his own country it is this Buffalo 
agent. He is regarded by Mutual Bene- 
fit producers and managers in about the 
same light as Bobbie Jones, the golfer, 
From the mo- 


fit until he left he didn’t have a minute 
to himself. Both Mutual Benefit general 
avents and agents seemed hypnotized by 
this sales genius. Always he was being 
button-holed and asked his opinion about 
something; generally he was surrounded 
by a crowd. The climax came one night 
; went into the agency head- 
quarters of the company at midnight and 
sat down in a chair, possibly to be alone 
with his thoughts. He was not success- 
ful. Soon he was joined by a couple of 
agents; then by more, and finally a full- 
fledged sales meeting was in progress 
with Mr. Hamlin giving all that he had 
in answer to questions. 
Henry Watterson Was the Same 
Kind of Magnet 


The scene reminded me of an incident 


‘in the Capital City Club of Atlanta when 
} the 


late Henry Watterson, editor of 
the Louisville “Courier-Journal,” great 
man of the world and raconteur, sat in 
a small room to swap reminiscences with 
a couple of friends. Soon the room filled 
up and people were standing on tip toes 
at the door to catch the words as they 
fell from his lips. 

So great was the success of the Hamlin 
midnight meeting on the night of the 


i dance that there was another meeting 
) arranged on the succeeding night, fol- 


lowing the banquet. Again Hamlin was 
in the chair; again he was the oracle. 

My first meeting with Hamlin was in 
the board of directors’ room of the Mu- 
tual Benefit where he was presiding at a 


_ group discussion of estates insurance. It 


was only one of a dozen or so meet- 
ings being simultaneously held in the 
building, but it drew the largest atten- 
dance and his audience consisted of the 
older, more substantial agents who are 
large writers of business insurance. One 


glance was all that was necessary to 


note that the crowd was under the magic 

spell of the chairman. 

Guides Meeting as Expertly as he 
Does a Sale 


You could see instantly how he held 
that crowd in the palm of his hand. 
When he spoke there was a tense si- 
lence. When he tried to get others to 
speak they would arise and say almost 
sheepishly, “I came here to learn.” They 
Were disciples of the master and didn’t 
care who knew it. Then Mr. Hamlin 
would say: “Possibly Mr. Blank of Cin- 
“nat: would like to ask a question.” 


€ qucstion was asked. Hamlin would 
wait lor someone to answer it, but al- 
Ways I! was seen that they wanted Ham- 
lin to ; wer and he did. There was no 
— in his responses. It was all 
|CONE i conversational tone, very mod- 
estly, cul when the point or nub of the 
08 Was reached, it was always seen 
ol had hit the nail on the head. 
lin i oserver it was clear that Ham- 
the - Ss clients exactly as he handled 
i i s at the meeting—always draw- 
lies cm out, pretending that their view- 
aike ‘ correct, but offering, almost 


ally, the hope that he would 


be permitted to make a suggestion. His 
suggestion always won out. It made 
me wonder if those who fall under the 
lure of his spell and are sold a policy 
do not sometimes resent the fact when 
his personality passes out of the picture 
and they see how they have committed 
themselves. Nearly everyone has been 
hypnotized into action only to regret 
it when the hypnotist leaves the scene. 


2 





CLAY HAMLIN 


Sut that is not true with Hamlin. He 
never sells anyone without himself rais- 
ing the objection which would be in the 
other man’s mind and then answering it 
successfully; never sells anyone who has 
no insurance needs. 


His Personality 


Otherwise, he could not keep writing 
all those millions. Just how many mil- 
lions he puts on the book is not known 
because he has decided in the future not 
to tell his production as he is afraid that 
some critics might designate him a high 
pressure artist, which he is not. While 
he will not tell what he paid for in 
1927, the gossip in Buffalo is that 
$10,000,000 is not an exaggeration. 

What kind of a man is he personally ? 
He is not tall nor is he short. His hair 
coloring is sandy. He dresses plainly 


EK. E. Rhodes Tells How 
Co. Has Progressed 


REMINISCENT TALK IS GIVEN 





Mutual Benefit’s First Rental Was $25 
Per Month; History of Buildings 
and Realty Purchases 





E. E. Rhodes, vice-president of the 
Mutual Benefit, made a reminiscent talk 
at the convention of the company in 
Newark on Thursday of last week, his 
topic being “The Company’s Old and 
New Home Offices.” He said in part: 

“When the company was organized in 
1845 it rented office space on Broad 
street, not far from the site on the same 
street which it later bought and occu- 
pied. The rental for this space was $25 
per month. 

“In 1847, after it had acquired assets 
of $198,000, it bought a lot on Market 
street, Newark, west of Broad street, on 
which it proceeded to erect a home office 
building. This building was occupied in 
1848. On January 1, 1849, the property 
was carried on the company’s books at 
$16,968.11, which was 2.52% of its total 
assets at that time. At that time the 
company held assets of $673,302.90 and 
had insurance in force amounting to 
$14,774,000. This building was demolished 
a great many years ago, and so far as 
I know, no picture of it is extant, nor is 
there anything in the company’s records 
which shows the character of the build- 
ing. 

The Building at Broad and Clinton 

“In 1858 the company bought a lot on 
the corner of Broad and Clinton streets, 
and proceeded to erect a building which 
was completed in 1862. On January 1, 
1863, this new home office property was 
valued on the company’s books at $80,- 
088.69, which was 1.80% of the company’s 








but very well. He looks as substantial 
as a man of rather slight figure can 
lock. In fact you rather glance at his 
buttonhole to see if a ribbon is there to 
signify the decoration of a Government. 
There is something about him which so 
impresses a person on first interview that 
if you were en-route to Brooklyn from 
the Bronx and didn’t know your way 
and had only a nickel in the world you 
would hand it to Hamlin with the re- 
quest: “Please buy me a ticket on the 
right subway.” Or, if you were a manu- 
facturer earning $30,000 a year and you 
thought your business might go to pot if 
you died because you did not have too 
much confidence in your partner, you 
would say to him the first time you met 
him: “Mr. Hamlin. Here are all the 
inside facts about my _ establishment. 
Please give me the kind of insurance you 
think would keep my business going if 
I died.” 

1 didn’t go to Clay Hamlin’s midnight 
meetings, but if | were a life insurance 
agent and had the opportunity [| would 
have done so. 








cf Iowa. 





reputation a distinct advantage. 








AN ENVIABLE REPUTATION 


for giving the best in life insurance service has been 
established by the Equitable Life Insurance Company 


The American public has placed its stamp of ap- 
provai on this company. 
ready to testify to the efficient service rendered by 
agents who are given unusual Home Office assistance. , 
years the Equitable Life of lowa has been building this enviable reputation 
for service to policyholders and field representatives. 

Those representing the Equitable Life of Iowa in the field find its good 


EQUITABLE LIFE INSURANCE COMPANY OF IOWA 


Home Office: Des Moines 


FOUNDED 1867 








Its policyholders are ever 


For over sixty 














total assets at that time. At that time 
the company held assets of $4,556,965.51 
and had insurance in force amounting to 
$26,140,051. This building was an impos- 
ing brownstone structure, differing in its 
style of architecture from any other 
building in Newark. The furniture for 
it was made by a local firm of cabinet 
makers, and some of this furniture is 
in use in the present building. 

“From time to time the company 
bought additional land and enlarged the 
building until in 1904, after an occupancy 
of forty-two years, it was determined 
that the company’s needs were such that 
it would be advantageous to demolish the 
original building and erect a new build- 
ing on the same site. The new building 
was completed in 1908. At the end of 
that year the home office property was 
valued on the company’s books at $2,- 
568,597, which was 2.13% of its total as- 
sets at that time. At that time the com- 
pany held assets of $120,376,062.09 and 
had insurance in amounting to 
$469,247,427. 


Company Outgrows Broad St. Building 

“The new building, like its predecessor, 
was outstanding. It created much favor- 
able comment. Contemporaneously with 
its completion the company entered into 
a period of unprecedented growth, and 
it was discovered that those who had 
planned it had underestimated its suffi- 
ciency for the company’s needs. The 
situation became so acute that in Feb- 
ruary, 1922, the directors appointed a 
committee to’ consider the company’s 
needs, 

“On April 16th, 1924, the board ap- 
proved the purchase of the site on which 
the present building is located. The con- 
siderations which governed this decision 
were as follows: It was deemed desir- 
able to have a tract of land sufficiently 
large to enable the company to enlarge 
its building as occasion arose without 
making it necessary to have an undue 
number of stories. If the company had 
remained on the old site it would have 
been necessary to plan for a_ building 
several stories high. 

“A year and a half was spent in de- 
veloping the plans for the new building. 
The chief concerns were to have an 
abundance of light and air, to arrange 
the working space to the best possible 
advantage, and to minimize as far as pos- 
sible what might be deemed waste space. 
It was determined that no expense 
should be spared in using the best of 
materials throughout in order that the 
cost of maintenance should be reduced 
to the lowest possible point. 


force 


Book Value New Building Over $5,000,000 

“On January Ist, 1928, the book value 
of the new property was $5,110,516, or 
106% of the total assets at that time. 
This book value will be further reduced 
by the profit to be realized from the sale 
of the remaining piece of the old home 
office property, and by such yearly de- 
preciation charge as may be determined 
upon, As of January Ist, 1928, the com- 
pany holds assets of $482,180,628.90 and 
has insurance in force amounting to $2,- 
208.320,123. 

“It is worthy of note that the present 
home office property represents a small- 
er percentage of the current assets than 
was the case with any one of the three 
other new home office buildings. It may 
be noted also that in proportion to its 
size the present building cost very much 
less than the building completed in 1908, 
notwithstanding the fact that the pres- 
ent costs of labor and material are very 
much higher than they were twenty 
years ago.” 

Dr. Ward’s Talk 


Additional historical background of the 
company was-then told by Dr. William 
kt. Ward, medical director of the com- 
pany, who revealed the fact that at the 
time the company was incorporated, in 
1845, Newark was a city of only 20,000 
inhabitants, with 3,800 dwellings, and had 
about 150 shops and factories. Today 
the city has a population of over 466,000 
and has about 275 different industries. 
Among other things he said: 

“On January 28th, 1845, the legislation 
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of New Jersey granted a charter to the 
Mutual Benefit Life and on March 6th 
of that year a small group of men, seven 
in number, met in the law office of Lewis 
C. Grover and there they held the first 
directors’ meeting. Eight days later the 
board again convened, this time at Stew- 
art’s Hotel. At that meeting an organ- 
ization was effected, Robert L. Patter- 
son was elected president and Benjamin 
C. Miller, secretary. 
Robert Livingston Patterson 


“Of the seven men who assembled at 
that first directors’ meeting, Robert L. 
Patterson seems to have been the lead- 
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ing spirit. Mr. Patterson was for many 
vears a successful merchant in New York 
City, but in 1842 he met financial re- 
verses. Undismayed by failure, he turned 
his attention to insurance and because 
of the paucity of material in this coun- 
try he went to England to obtain first 
hand information. In England he pro- 
cured forms, prospectuses and other data 
bearing upon life insurance. Returning 
to America he utilized this material in 
the organization of our company. From 
these facts we can readily perceive sev- 
eral of the traits of character of our 
first president. He was not dismayed by 
defeat, for, although he was _ sixty-six 
years of age at the time of his failure, 
he began life anew and accomplished far 
more for the world than he would have 
accomplished if he had continued to be a 
successful merchant, 


First Policy Never Paid For 


“The first policy that was issued was 
never paid for and consequently was 
never in force, but the second policy was 
upon the life of the secretary of the 
company, Benjamin C. Miller. It was 
an ordinary life policy for $1,500. The 
annual premium was $51. The receipt of 
this premium is the first item in the 
company’s cash book. Mr. Miller, the 
holder of this policy, lived to be ninety- 
eight years of age, but mathematically 
Mr. Miller ceased to exist at age ninety- 
six, at which time the claim was paid.” 

Dr. Ward then gave a brief history of 
several of the men who were associated 
with the company in its early days, in- 
cluding Amzi Dodd, who entered the em- 
ploy of the company in 1863 as a mathe- 
matician and eventually became presi- 
dent, and Frederick Frelinghuysen, who 
served the company for twenty years as 
its president. In concluding his address 
Dr, Ward said: ; 

“The world is ever changing and with 
the changing world new needs arise, but 
principles are as eternal as the hills. As 
we pursue our work, let us ever realize 
that underneath the outward form, there 
must always be the eternal principles up- 
on which our company was established— 
the principles of security, of justice, of 
mutuality and of service. Without these, 


we cannot permanently endure. The his- 
tory of the Mutual Benefit has been a 
history of progress. The policies that 
are written today contain privileges and 
benefits that were not even imagined 
fifty years ago, but with our progress 
there has ever been an adherence to 
those principles. The record of the fu- 
ture must also be a record of progress, 
but if we are to fulfill our destiny, that 
progress must also be guided and con- 
trolled by these same principles. With 
this thought in mind, let us not hesitate 
to face the future. Fully conscious of 
our strength and of the beneficent work 
in which we are engaged, let us carry 
on with an eye ever open to the needs 
of those whom we serve.” 


NEW INSURANCE PAPER 





“The Insurance Record” Being Published 
in Lincoln, Neb.; Is a Monthly; 
Z. P. Haning Managing Editor 
“The Record” is the name 
of a new monthly paper which is pub- 
lished in Lincoln, Neb. The managing 
editor is Zerne P. Haning. The contents 
are divided between the various divisions 
of insurance, with Frank T. B. Martin, 
new president of the Insurance Federa- 

tion of America, featured. 


Insurance 





TALKS TO HIGH SCHOOL 


F. A. G. Merrill, general agent of the 
State Mutual Life at Buffalo, spoke re- 
cently before the entire student body of 
Technical High School in that city on 
“Thrift.” He advised the students to 
begin saving early in life, and to be ad- 
equately protected by insurance, to the 
extent of their ability. To possess ade- 
quate insurance, a growing savings ac- 
count, good securities and a home is to 
take the sure road to success, Mr. Mer- 
rill said. 


Mutual Benefit Men 
Hear Kerr’s Letters 


THEY FIT MOST EVERY OCCASION 





Ohio Man Says Care Should Be Taken 
To Avoid Stereotyped Phrasing; 
Each Should Fit Case 





Hamilton Kerr of Ohio is one of the 
most effective letter writers in the Mu- 
tual Benefit organization and at one of 
the group meetings of the Mutual Bene- 
fit last week he read some types of let- 
ters he uses. He gives some thought to 
each as no one knows better than an 
insurance man how silly it would be to 
pen anything looking like a form letter 
and which would put letter writing in 
disrepute if shown by the recipient and 
it were learned that others got letters 
with practically the same wording. He 
said that an agent should not write at 
all if he did not put some individuality 
in the letter, and as the agent is in such 
close relationship with the man or wom- 
an getting the letter no one knows bet- 
ter how to make it exactly fit the case. 
Some of the letters he read follow: 

Birthday Greetings 

My Dear Mr. Blank: May we con- 
gratulate you upon having reached in 
safety another Milestone on Life’s High- 
way, and hope that your heart, like good 
wine, may grow brighter and mellower 
as it grows older? 

If at any time, as you are traveling 
along the Road of Life, we can serve 
you in any way, please do not hesitate 
to command us—it will be a pleasure to 
obey. ' 

With all good wishes, we beg to re- 
main, : 





Change of Age 


My Dear Sir: According to our rec- 
ords your age will change on the 26th 











Today’s Conception 


The main function of life 


insurance, as now understood, 
is to replace lost earning power. Connecticut 
General disability and retirement plans, and 
the trust settlements the Connecticut law per- 
mits for the better protection of beneficiaries, 
all help Connecticut General agents make life 
insurance more effective, more completely a 
substitute for lost earning power. 


Are you equipped for today’s needs? 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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Letter About Promotion 

My Dear Mr. Doe: It is with real 
pleasure that I learn of your advance. 
ment in your chosen life work, and | 
predict that this will be follow. d by jur. 
ther advancements from time to time 
which will mean, eventually, your p-0- 
motion to the highest position within 
the gift of your organization. The con. 
structive thought and the close attention 
to detail for which you are so well known 
must necessarily make themsclyes fel 
in a successful business, and it can be 
but a question of time until they will 
carry you to the very top. . 

Both you and your company have my 
very hearty congratulations upon their 
discernment and their wisdom in so sig- 
nally recognizing your proved ability. 





Son Graduates With Honor 

My Dear Mr. Doe: I have read with 
much pleasure that your son Charles has 
been graduated from his High School 
class with high honors and that he con- 
templates entering one of our foremost 
universities this fall. While his present 
attainment must be the source of much 
real satisfaction to you and Mrs. Doe, 
it cannot come as a surprise as Charles 
has inherited from a successful father 
those attributes of marked ability and 
the inclination to studiously apply him- 
self which are bound to spell success. 

Please accept my heartiest congratu- 
lations upon having reared a son who 
is accomplishing that of which we all 
know he is so capable. The future of 
the city is secure when in it live young 
men who have the promise of such young 
men as your son is proving to be. 

My Dear Mr. Roe: I have been in- 
formed that you have purchased the site 
of the Blank Building with the intention 
of demolishing the structure and erecting 
a thoroughly modern ten or twelve story 
office building. 

The trend of retail business in our city 
undoubtedly is in this direction and | 
predict that the erection of such a splen- 
did structure as I know you contemplate 
will give this trend an impetus which 
will, within a very few years, mark this 
particular corner as the very heart ot 
the retail district. It is foresight such 
as yours, backed up by decisive action, 
which assures our city that same meas- 
ure of progressiveness which has charac- 
terized it in the past, and I do most 
heartily congratulate both you and the 
city upon your decision. 





To a Widow 

Dear Mrs. Doe: It is with the, deep- 
est of regret that we are handing to 
you, in person, our company’s check for 
$10,912.20 account of Mr. Doe’s Mutual 
Benefit policy number 2,000,000, and in 
accordance with the accounting at 
tached hereto. 

Our hope had been that it would be 
many, many years before sctilement © 
this policy would become necessary, but 
the span of human life is something be- 


yond the control of any of us and we 
can but accept the inevitable as it 8 
meted out to us. While we are most 
regretful that your husban‘ was cut 
down in the very prime of ‘11s life, we 
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Clever Phrase Starts 
$750,000 of Writings 


RESULT OF A SMALL TOWN VISIT 


Wallace H. King’s “I’ll Be Glad to Co- 
Ordinate Your Insurance Property” 
Sells An Entire Family 


Wallace H. King of Lima, Ohio, who 
wrote nearly 150 applications last year 
jor ihe Mutual Benefit, told a group 
mecting of agents last week at the home 
office convention that for several years 


he had driven by a hamlet near Lima 
which would not even have been in ex- 
istence if there had not been a factory 
there. The thought that this would be 
a good place to write a lot of insurance 


never dawned upon him until one day he 
met the president of the town’s plant on 
the volf course. They belonged to the 
same golf club but he had had only a 
bowing acquaintance. After several 
meetings on the links the manufacturer 
asked King what business he followed. 
Kine told him he was an insurance agent 
and was met with this observation: 

“I carry such and such an amount of 
insurance. If you are ever in our little 
town drop in.” 

King did so; was asked if he would 
look at the policies and see if they met 
the insurance needs. The insurance was 
not for the amount that it should be 
and King said: 

“If you will permit me I'll be glad to 
co-ordinate your insurance property.” 

The manufacturer liked the expression 
about co-ordination and the visit not only 
resulted in the sale of $200,000 insurance 
on his life, but the following other lines: 

Two brothers of the manufacturer, 
$200,000 each. His son, $50,000; daugh- 
ter, $50,400; brother-in-law, $25,000. _ 

In all $725,000 was written, all growing 
out of one visit to the little town. _ It 
took two years in all to place this $725,- 
000 insurance. 





CELEBRATE 80TH ANNIVERSARY 





Morton and Morton Agency of Connec- 
ticut Mutual Has President J. L. 
Loomis as Guest 


The cightieth anniversary of the open- 
ing of a St. Louis office of the Connec- 
ticut Mutual Life was celebrated Febru- 
ary 25 by the Morton and Morton 
Agency with a program of speakers dur- 
ing the day at the company’s offices in 
the Security National Bank Building and 
. — in the evening at the Chase 
‘Lotel. 

_James Lee Loomis, president of the 
Connecticut Mutual Life, and Mrs. 
Loomis were the guests of honor at the 
banquet. Addresses were made by Pres- 
ident Loomis; William F. Gepkart, vice- 
president of the First National Bank in 
St. Louis; H, M. Holderness, superin- 
tendent of agencies for the company, and 
Mrs. Elizabeth R. Lambert of St. Louis. 
Stratiord Lee Morton, general agent in 
St. Louis for the company, presided at 
the banquet. All of the members of the 
St. Louis agency organization and their 
lamilics attended. As a_ surprise to 

resilent Loomis, a special contest was 
conducted in his honor ,and at the ban- 
(uet applications for $1,200,000 of insur- 
ance were presented. This represented 


° t six weeks of underwriting for 





OPEN CHICAGO OFFICE 


Har y C. Austin, vice-president and 
treasurer of the Bankers National Life, 
and ‘\iliam McCallum, agency super- 
agg ‘ave just completed the opening of 
Baill ‘sion office in the West Monroe 
will es Chicago. The Chicago division 
il have direct supervision over Indiana, 
mg _ Ohio, Wisconsin, Michigan and 
ome. xy. All agents, supervisors and 
a connected with agency work in 
'ese six states will work out in this 
New division office. 


Financial Strength 
Of Mutual Benefit 


REVIEWED BY MATHEMATICIAN 
John S. Thompson Discusses Dividends, 
Interest, Contingency Reserves and 
Other Topics in Convention Talk 





The financial strength of the Mutual 
Benefit in the past and at the present 
time was reviewed at the Mutual Benefit 
convention last week by John S. Thomp- 
son, vice-president and mathematician. 
He said in part: 

“The most conclusive way of studying 
the operation of a life company is to 
study its history with regard to dividends 
or its earning power. A company will 
be judged largely by the results which it 
achieves in this direction. In fact, qual- 
ity must precede size. This does not 
mean that all policy contracts are of 
equal merit. In the matter of policy 
provisions, many companies are ap- 
proaching more nearly the high stand- 
ards set by the Mutual Benefit for many 
years—Cash Values at the end of the 
first year, Full Reserve or its equivalent 
at the end of the third year, a dividend 
for every premium paid, participating 
contracts issued under  non-forfeiture 
provisions and so on. But at the present 
time when competitive conditions arise 
‘net cost’ is likely to be the determining 
influence whether the insured contem- 
plates applying the dividends to the pre- 
miums each year or not. 

“The amount set aside at December 
31, 1927, for annual dividends in 1928 
was a little over $21,000,000, which was 
made up of an interest factor of about 
$8,000,000, a mortality factor of about 
$7,400,000, and a loading-saving of about 
$5,700,000. 

Interest 

“The rate of interest earned by the 
Mutual Benefit during the five years 1907 
to 1911 was practically the same as the 





‘JOHN HANCOCK SERIES 


average rate of all companies. In the 
years 1912 to 1926 the rate earned was 
slightly below the general average. It 
may be noted, however, that the invest- 
ment experience of the company over 
the five year period just ending has been 
rather more favorable than that of many 
other companies so far as foreclosures 
of real estate and bonds in default are 
concerned. It has been possible to study 
the experience of a few companies in 
detail and it has been found that the 
foreclosed mortgages of the company 
amount to 0.16% of the total mortgage 
investment as compared with 0.23% to 
2.64% in some other companies and that 
bonds in default have amounted to only 
0.2% of the average bond holdings as 
compared wiht 0.68% to 2.73% of the 
average bond investments of some other 
companies. 

“Mortality :—The mortality experience 
of the Mutual Benefit has been quite 
consistently about 96 or 97% of the gen- 
eral average. During its entire history 
it has confined itself to risks acceptable 
at standard rates of premium. 

“The expense ratio, insurance ex- 
penses to premium income, of the com- 
pany in the five years 1907 to 1911, was 
17.42%, practically the same as the aver- 
age. In the five year period just ended 
the expense ratio has been 16.40%, or 
84% otf the general average of 19.52%. 
If it be thought that this lower expense 
rate is due to a reduced volume of new 
business, it may be pointed out that in 
the five year period, 1917-21, when this 
company was, in common with other 
companies, writing at one of the highest 
rates in its history its expense rate was 
16.85% which was only 81% of the av- 
erage. 


Contingency Reserve 

“Looking at the contingency reserve 
itself and considering what it is intend- 
ed to accomplish, the suspended mortal- 
ity fund of nearly $10,000,000, it is be- 
lieved, is more than sufficient to take 
care of any mortality fluctuations which 
may reasonably be expected. In the 





Life Insurance Trusts 


Is it a good thing for the proceeds of Life 
Insurance Policies to be handled In Trust? 


yours to take this route? 


bank trust department. 


insuring over 4,000,000 lives. 





Life insurance companies and their agents are inter- 
ested in the welfare of the Beneficiary, as well as the 
Insured during his life. Where arrangements have 
been made for the insurance to be paid in a lump 
sum, it is manifestly a good thing for the Beneficiary 
to have the money cared for In Trust. 

Almost every lawyer, banker and business man 
knows of cases where insurance money left for wife 
and children has been dissipated. Do you want 


One method is to have payments made by Annuities 
or Monthly Installments. 
arrangement is to have the money go into Trust, 
administered through a reliable trust company or 


Another _ satisfactory 


This subject is fully treated in the John Hancock 
book, entitled ‘‘Estate Conservation and Life Insur- 
ance Trusts,” which will be sent on request. 
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Lire INSURANCE COMPANY 
cr BOSTON. MASSACHUSETTS 
Insurance in force $2,750,000,000 on over 6,000,000 policies, 


If your policy bears the name 
John Hancock it is safe and secure in every way. 


SIXTY-FIVE YEARS IN BUSINESS 
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year 1918 the ratio of actual to expected 
mortality was 87.67%. That unusual 
mortality, about 30 points above the av- 
erage of the preceding three years, re- 
duced the suspended mortality fund from 
$6,600,000 as of December 31, 1917, to 
about $4,800,000. It proved to be possi- 
ble to go through the epidemic and the 
war without any‘change whatever in the 
dividend scale. 

“The security fluctuation and real es- 
tate depreciation fund amounting at De- 
cember 31 last to $8,900,000, includes a 
bond fund of about $6,000,000 which is 
sufficient to permit the values of the 
bonds to decline to a point at which the 
yield would be about 51%4%. This estab- 
lishes very substantial margins, particu- 
larly since, in the opinion of the most 
competent observers, rates are tending 
to still lower levels.” 





JOINS GUARDIAN LIFE 





J. C. Barnsley, New Assistant Actuary, 
Has Had Experience With Cana- 
dian and American Companies 
The Guardian Life of America has just 
announced the appointment. of Joseph C. 
Barnsley as assistant actuary. Mr. 
Barnsley has a long record of actuarial 
experience with both Canadian and Am- 
erican companies, extending over almost 

a score of years. 

Born in England, Mr. Barnsley is a 
graduate of Oxford University, a Fellow 
of the Actuarial Society of America and 
an Associate of the British Institute. 
He came to Canada in 1909 and shortly 
thereafter engaged in actuarial work with 
one of the Canadian life companies. In 
1914, when the war broke out, he went 
overseas with the Canadian forces and 
saw service until 1918. He then resumed 
his actuarial duties, and in 1923 came to 
the United States to become associated 
with one of the American life compa- 
nies. 

Valentine Howell, whose resignXtion as 
associate actuarv of The Guardian went 
into effect March 7, leaves that company 
after an association of eight years. His 
ability and fine personal attributes won 
him a place high in the esteem and af- 
fection of his associates and in leaving 
to join the staff of The Prudential, he 
takes with him the best wishes of The 
Guardian’s officers and of his former as- 
sociates for his future success. The du- 
ties relinquished by Mr. Howell will be 
taken over by W. M. Morris, who has 
been assistant actuary of The Guardian 
since 1926, and Mr. Barnsley. 





Organize a National League to Recover 
Status They Held as Policyholders of 
American Companies Before War 
An Associated Press dispatch from 
Berlin says that German holders of poli- 
cies in American companies “which were 
vitiated” by the entry of the United 
States into the World War have organ- 
ized a national league for the purpose 
of taking joint action against the com- 
panies to recover the status formerly held 

under those policies. 


EUBANK’S BALTIMORE TALK 

Gerald A. Eubank of Johnson & Hig- 
gins talked before the Baltimore Asso- 
ciation of Life Underwriters yesterday. 
He paid a tribute to the sales and edu- 
cational ability of Franklin G. Allen, gen- 
eral agent of the Connecticut Mutual in 
3aHimore. He then discussed practical 
methods of prospecting for business in- 
surance, giving definite examples of 
sales. 


COMPILE N. Y. INSURANCE LAW 

The New York insurance code and 
miscellaneous laws relating to insurance 
with all amendments to Tanuarv, 1928. 
have been compiled by William Edward 
Baldwin and Miriam Keeler. The com- 
pilation is contained in six volumes is- 
sued by the New York Banks Law Pub- 
lishing Company. 
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It pays 
to be an 
Atna-tzer ! 





This advertisement in the 
Saturday Evening Post of 
March 10, 1928, features 


ZEtna claim service. 


It is one of a series designed 
to carry still further the 
prestige of the Atna Life 
Insurance Company and 
affiliated companies. 
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Brooklyn National’s 
Salary Deposit Plan 


M. RODNEY BURR DIRECTING IT 





Home Title Insurance Co. and Midwood 
Trust Co. First to Buy Cashier’s 
Vouchers Used 





\f. Rodney Burr, who has been ap- 
pointed a general agent of the Brooklyn 
National Life, will also direct the salary 
deposit. insurance. of the company. He 
has a wide acquaintance in Brooklyn, as 
he is a graduate of the Erasmus Hall 
High School, where he played baseball 





M. RODNEY BURR 


and football. From there he went to 
Amherst College. He is a personal friend 
of Bruce Barton and a number of other 
distinguished Amherst graduates. 

Mr. Burr was with another company 
for nine years, where he specialized in 
group insurance and in salary allotment. 
He thinks that the best salesmen of sal- 
ary savings or allotment is the man who 
was trained in group. Personally, he 
sold this coverage on about 5,000 lives in 
a three years’ period, Among the cases 
where he was active were Brooklyn- 
Manhattan Transit Corporation, the 
Sperry Gyroscope Co., Kings County 
Lighting Co. Vanderbilt Hotel, Proctor 
Cheatres, Manager Hotels, Knott Hotels 
and Standard Bleachery. 

In speaking of those who have had 
group training and then made good with 
salary allotment, he mentioned John 
Creedon, Pittsburgh, who sold the West- 
inghouse companies; Joseph V. Reilly, 


. who sp< cializes on railroad employes, and 
© Alan M. Miller, who placed more than 


$1,500,000 on employes of the New York 
Edison, Consolidated Gas and Associated 
Sonics. The two latter live in New 

or 


The Brooklyn National’s Plan 


The brooklyn National designates this 
type insurance as “Salary Deposit 
Plan Owning Life Insurance.” 
ee * the plan executives and em- 


| will be permitted to apply for 
trom *1,000 to $4,000 of life insurance 


COL. BUTTON REAPPOINTED 





Popular Head of Virginia Department 
Now in Charge of Insurance and 
Banking Combined 

Insurance Commissioner Joseph Button 
of Virginia, that distinguished Southern 
gentleman who has so well acted as the 
head of his state’s insurance department 
for many years, will continue to func- 
tion in the same position under the new 
Virginia state reorganization measure. 
Col. Button was last Friday appointed 
commissioner of insurance and banking 
by the State Corporation Commission. 
There had been some talk of securing a 
new department head, the charge being 
made that Commissioner Button was too 
friendly with insurance interests, but the 
Colonel, who has been through many 
battles, again comes out on top smiling. 
He is known and popular. the whole 
country over, and is one of the most 
picturesque figures in insurance circles. 

Myron E. Bristow, chief state bank 
examiner since 1923, has become deputy 
commissioner of insurance and banking, 
with supervision over banks. C. 
Coulbourn, former deputy under Com- 
missioner Button, becomes insurance ac- 
tuary. There will be no changes in the 
personnel of the department it is said. 





forms are particularly suitable to the 
young married men or those with de- 
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Pittsfield, Massachusetts 


THE BERKSHIRE LIFE INSURANCE COMPANY 


Writes all forms of standard participating contracts. 
Our SERVICE to POLICYHOLDERS and our splendid spirit of 
co-operation between HOME OFFICE and FIELD FORCE are responsi- 


Territory open for connection with this fine old Massachusetts Com- 


BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


1928 


FRED. H. RHODES, President 














TRAVELERS DINNER 





A Number of Officers and Department 
Heads Come Down From Hartford 
For Affair at the Roosevelt 
A dinner to general agents. of the 
Travelers in Greater New York was held 
at the Roosevelt one night last week. 
Manager Hoover of the life division was 
toastmaster. From Hartford came H. 
H. Armstrong, B. A. Paige, John E. 
Ahearn, John Malone and others, while 
John McGinely, casualty manager in 
Greater New York, and Fred W. Kent- 
ner of the Travelers Fire were also some 
who attended, John L. Way, for so 
many years vice-president of the Trav- 

elers, was a guest. 





HOOVER CLUB TRUSTEES 





President Duffield of Prudential; F. W. 
Fort of Eagle Fire, and Mrs. W. 
Reginald Baker Elected 
The Hoover Clubs of New Jersey have 
been incorporated and they are pledged 
to do what they can to further the can- 
didacy of Herbert Hoover for President. 
Franklin W. Fort, Congressman, and 
secretary of the Eagle Fire of Newark, 
is president. Edward D. Duffield, presi- 
dent of The Prudential, is a_ trustee. 
Mrs. W. Reginald Baker, wife of one of 
the leading agents of the Mutual Life, is 


a vice-chairman. Mr. Fort and Mrs. 


Baker are also trustees. 








pendents. 


Progressive 
Company 


Missouri State Life by its consistent growth and 
high service ideals wins distinctive title 


N twelve years from a hundred 
million to three quarters of a 
billion of insurance in force! And 
despite its outstanding record of 
gains for 1927 . . its record year 


.the Missouri State Life has closed _ 


the first two months of 1928 with 
an increase in its written business 
of 12.7% over the first two months 
of last year. 


The Com pany’ s remarkable 
growth and vitality is the result of 
its high conception of service, its 
sound financing program and its 
complete multiple line of insurance. 


Aggressive life insurance men 
like Missouri State Life under- 
writing methods. Prompt, efficient 
handling characterizes every detail 
of the Company’s dealings with its 
representatives and its policyhold- 
ers. It offers progressive service 

. new policies, new sales ideas, 
new selling helps. 

Exceptional opportunities 
are open to good men in any of 
the forty states where the Conm- 
pany operates. Write for Agency 
proposal. 
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Mutual Benefit Convention 


(Continued from page 1) 


force of almost 4,000 men, and that many 
of the agents of the country are rated 
as ‘crack salesmen.” 

In continuing his remarks Mr. Hardin 
said: “In 1927 the company had four- 
teen representatives who each sold more 
than a million dollars of life insurance 
(exclusive of group and term insurance) 
in the company. The number of life in- 
surance companies who can show as 
many as fourteen million dollar produc- 
ers can be counted on the fingers of one 
hand. 

“As a token of appreciation on the part 
of the company Messrs. Kerr and Steler 
were presented with pigskin traveling 
cases containing useful articles. 

Mr. Hardin was followed by Vice- 
President E. E. Rhodes who address is 
reproduced elsewhere. 

Five-Minute Talks 

The balance of the morning session 
was spent in five-minute talks which 
were given by Warren Toner of New- 
ark, who spoke upon a “Day’s Work, 
Not a Day’s Time.” He told his listen- 
ers that the most important factor in 
the life insurance business was to master 
one’s self which meant in one word, 
“work.” He cited Henry Ford and 
Thomas A. Edison as men who were 
masters of themselves. He said that 
nearly every minute of their time is 
spent in studying and planning out new 
schemes and new ways and devices of 
becoming masters-of their own products. 

Mr. Toner was followed by A. C. 
Hersch of Philadelphia, who briefly out- 
lined the “Present Day Advantages in 
Light of Long Experience.” His brief 
remarks were addressed to the young 
man who was just starting in the life 
insurance business. He said that to make 
a success in the business one must make 
an early start in the day’s work, be tact- 
ful, cultivate acquaintances, never dis- 
cuss any other company and never write 
a policy for anyone for more than they 
can pay for. 

W. J. Perry, Raleigh, N. C., spoke on 
“Keeping Out of a Rut.” He said that 
the only way any life insurance agent 
can accomplish this must be to be in- 
terested in one’s work. “Never lose sight 
of the fact that you are doing a wonder- 
ful work in your community and work 
with the feeling that you are helping 
every man, woman and child to live on,” 
he said. 

L. A. Cerf, Jr., Talks 

He was followed by L. A. Cerf, Jr., 
of New York City, who gave a brief out- 
line on the “Approach to the City Busi- 
ness Man.” He told his audience that 
he spent about one hour in the office in 
the morning using the telephone and 
making appointments and about the same 
time in the afternoon. He warned the 
beginner not to attempt to sell life in- 
surance over the telephone as it was one 
of the surest ways of losing prospects. 

The morning session was brought to a 


close with a talk on “Changes in Life 
Insurance,” by C. C. Otto, general agent 
at St. Louis. He said the incomes of 
twenty years ago were quite different 
than those of today. Thrift, he said, 
had grown to such an extent that pros- 
pects were far different today than of 
old and many policyholders have in- 
creased their insurance. 

The entire delegation then adjourned 
to the front of the building where they 
had their picture taken. Luncheon was 
then served in the dining room of the 
company’s building. 

John S. Thompson’s Address 


The afternoon session opened with the 
singing of popular songs. This was fol- 
lowed by an address by John S, Thomp- 
son, vice-president and mathematician of 
the company, who spoke on the “Finan- 
cial Strength of the Company, Past and 
Present.” 

Other Speakers 

Mr. Thompson’s talk was followed by 
five-minute talks by S. J. Freiberg of 
Cincinnati, who spoke on “The Ideas I 
Use in Selling.’ He said that the fol- 
low-up system and card system was one 
of the best methods used in obtaining 
prospects. In using this method, he said, 
“you are in constant touch with your 
prospects, and while they may not ma- 
terialize immediately, there was always 
a bright chance.” R. C. Wilson of De- 
troit then told “How to Get the Most 
Out of a Day.” Getting out early, hav- 
ing plans laid out the day before, keep- 
ing within a certain territory and know- 
ing your prospects’s weak points were 
some of the methods he suggested. 

“Writing Life Insurance Outside of the 
Large Cities” was discussed briefly by 
W. H. Dunlap, of Greenfield, Ohio, who 
said that the methods employed in sell- 
ing was a little harder in the smaller 
towns than in large cities for the reason 
that incomes were not so large, the wife 
is always the deciding factor and that 
there is the question as to whether the 
policy can be paid for when it is due. 

The afternoon session was brought to 
a close with a few brief remarks which 
were made by J. A. Pino of Lansing, 
Mich., who spoke on “What the Com- 
pany Means to the Agent in Selling Life 
Insurance.” ; ; 

In the evening the delegation and their 
wives enjoyed a concert which was given 
by the home office staff in the auditor- 
ium of the company’s building. A dance 
followed. ; 

Pierre West of Detroit presided at the 
morning session, and William H. Wright 
of Toledo, Ohio, at the afternoon ses- 
sion. 

An eight-page convention number was 
presented to each agent at the luncheon 
on Thursday. It contained a number of 
caricatures of the home office staff. 

Methods of stimulating life insurance 
sales and an exchange of ideas were the 
chief topics of the second day’s program 


of the convention. The morning session 
was given over to group discussions di- 
vided into twenty sessions. Topics that 
were discussed including approach, life 
value, property, country selling, program, 
closing, policyholders, trust companies, 
estate taxes, financial organization, in- 
come insurance, city selling, organiza- 
tion and prospecting. 
Insurance as Property 

Max Hemmendinger, Newark agent, 
was chairman of the afternoon session, 
when Clay H. Hamlin of Buffalo gave 
an address on “My Working Methods.” 
Mr. Hamlin said that there were four 
reasons for a man carrying life insur- 
ance: first, replacing earning power; 
second, as a property; third, property 
and its ease of transfer, and fourth, trus- 
teeship and management of property. He 
further said that one of his methods in 
obtaining business was to first ascertain 
a man’s plan in life, what percentage of 
his total income would continue after his 
death and what percentage of his income 
he thought would really be permanent. 
After he has ascertained these facts he 
has a clear understanding of the man’s 
future plans, he said, and then he sug- 
gests that the only way to make sure 
that his family will not be stinted in 
their ways and modes of living after 
death is life insurance. Never ask per- 
sonal questions and do not quote the 
Yull premium of any policy, as it often 
kills the sale, he said. 

A good policy to follow is to let your 
prospect do all the talking and the un- 
derwriter do the planning, he said, and 
even if the prospect does not see it your 
way it at least gives you an opening for 
a future prospect. Mr. Hamlin was 
asked a number of questions after his 
short talk by the delegates present and 
also later in the afternoon. 


S. W. Sturm Speaks 


Samuel W. Sturm of Cincinnati also 
gave a talk on “How It Is Possible to 
Sell Large Amounts of Life Insurance 
Year After Year.” He said one way 
to accomplish this was to cultivate 
friends, do all you can for them, gain 
their confidence and the selling of life 
insurance will be an easy task. The one 
problem that confronts insurance under- 
writers is that they must know more 
about their business than the average 
business man, to make a success. Advis- 
ing people was another method of mak- 
ing a success of the life insurance busi- 
ness, but, he said, be sure that it is the 
right advice. 

By this method you place yourself in 
the same sphere as that of a lawyer and 
at the same time you create a confidence 
that is as solid as a stone wall. Doing 
this sort of thing year after year you 
build and create a business that is based 
on confidence. 

Five Minute Talks 

In a series of five-minute speeches J. 
W. Brown of Louisville spoke on “One 
Cannot Succeed Alone.” He said that 52% 
of his -business was traced through 
friends. He made a habit of making 
friends, keeping them and at times made 


= 
it his business to advise them in matters 
that seemed to be important to them, If 
any one has the idea that an insurance 
agents can succeed without the help of 
any particular individual, he said, he is 
greatly mistaken. In concluding his re. 
marks he said, mingle in with e\ rybody 
regardless of what they may be worth 
financially. Do not get the idea ‘hat the 
fairly well-to-do and the wealthy are the 
only ones that want life coverave. 
“Developing the Thought of Ambition 
Imagination and Desire” was th: subject 
of Louis C. Roth of Asheville, \. C. He 
said that there are times when we haye 
plenty of ambition but no desire, byt 
when we can cultivate both at the same 
time it always spells success for the life 


underwriter. In addition to ambition and 


desire, he said, we must draw upon opr 
imagination and paint a picture to the 
prospect that is not alone a picture of 
art to the prospect but impress it sq 
firmly upon his mind that he will sce 
to it that there are pictures of the same 
character hung in the homes of many of 
his friends. Putting imagination into 
your work will not ‘alone add to your 
success as a life underwriter, but place 
you paramount in your community as an 
adviser in all life insurance questions, 

Wallace King of Lima, Ohio, in dis. 
cussing “Forming the Habit of Weekly 
Production,” said that it was nothing 
wonderful to accomplish. Most any man 
can do it if he makes up his mind to 
it. It is one of the easiest forming hab- 
its that he knew of, he said, and he could 
not give any formula to accomplish the 
habit other than to keep going around 
among his friends, talking life insurance, 
its advantages and what it does for the 
widow and children. If you do that, he 
said, you will keep out of a rut, make 
your business interesting and become an 
advisor in your community. 

W. M. Booker of Toledo, Ohio, in his 
talk on “What Sells Life Insurance,” said 
making a man see what life insurance 
will do for him and his family was one 
good way of selling life insurance to the 
people in the underwriter’s community. 
Play the game squarely, make friends, 
keep them, study their needs, find out 
their plan in life and you will be among 
the leaders in production of the com- 
pany you represent. 

With a few remarks made by Oliver 
Thurman, vice-president and superin- 
tendent of agencies of the company, on 
the excellent manner in which the agents 
had conducted the proceedings of the 
afternoon, the session was brought to a 
close. 

650 Attend Banquet 

A banquet in the dining room of the 
company’s building brought the conven- 
tion to a close. Hamilton Kerr of Day- 
ton, Ohio, who, though over seventy 
years of age, was rewarded at the open- 
ing session of the convention by Presi- 
dent John R. Hardin as the leader of 
the selling force in 1927, acted as toast- 
master. 

Mr. Kerr said that the convention had 
given him more ideas and_ inspiration 
than any other meeting he had attended. 








Massachusetts Mutual 


THE VERDICT 


Your success as an underwriter depends upon the verdict brought in 
by the greatest jury in the world—the American public. For seventy-six 
years the Massachusetts Mutual has been building up a nation-wide 
reputation. Its friends are everywhere and are ever ready to testify to 
the efficient service that it always renders. 
to buy from and none better to represent in the Field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Life Insurance Company 
Springfield, Massachusetts 


More than a Billion and a Half of insurance in force 





There is no better company 














Pennsylvania 











Provident Mutual 


Life Insurance Company of Philadelphia 





Since premiums were much reduced January 1, 
1927, the average premium per policy has been 
increased owing to a larger average policy. 


The new dividend scale, in effect January 1, 1928, 
shows on the average a greatly reduced cost to the 
policyholder, which should enable the Provident 
agent still further to increase his production and 
the size of the policy sold. 
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He also praised the company for the 
manner in which it treated its fieldmen 
and suggested three cheers for the com- 
pany by those present, which was given 
with a vim. 

The first speaker on the program was 
A. 'H. Kollenberg of Grand Rapids, who 
spoke in length on “The Opportunity for 
Personal Development in Life Insurance 
Work.” He said in part that “the op- 
portunity for development in the life in- 
surance business depended entirely upon 
the individual. In combining work with 
pleasure was one method of developing 
opportunity. Associating with all classes 
of people was a development that was 
second to none and one that is valauble 
to every life underwriter. 

“It gives him the opportunity to study 
human needs, one of the greatest assets 
of a life underwriter. Life insurance was 
organized for one purpose—to serve hu- 
man needs—and as far as I know it has 
been doing that very thing for years and 
years. The life underwriter of today 
must make his prospect see the under- 
writer’s viewpoint. When this has been 
accomplished it is an easy matter to get 
them to sign on the dotted line. 

“Life insurance companies have prac- 
tically built this country and also have 
helped some foreign countries on their 
way to progress. It has helped to finance 
the various governments of the states in 
this country, built railroads, public build- 
ings, bridges and countless numbers of 
other things too numerous to mention. 
The life insurance companies will con- 
tinue to help build up the nation and 
make it better and safer each year.” 


eel Potter, Former Insurance Co., 
Talks 


Fred H. Potter, of Springfield, Ill., who 
followed Mr. Kollenberg, gave a short 
review of the insurance business from 
the time he started thirty years ago up 
to the present moment. Mr. Potter, who 
was insurance commissioner of Illinois 
for eleven years, said that when he first 
entered the business the only equipment 


he had was arate book, application 
blanks and a pencil. With this equip- 
ment, he said, agénts were expected to 


fo out and get business. It was obtained 
but it was hard work. There were no 
educational classes in those days. The 
companies did not believe in spending 
any more money than they had to for 
their agents. 

He also referred to the year 1907 when 
the country was in a financial panic dur- 
ing the presidency of Roosevelt. He said 
during that year life insurance was prac- 
tically at a standstill and a life agent 
was lucky if he obtained one application 
in a month. Another thing that hurt 
the business for a time was the Arm- 
strong Investigation, he said. 

He told of three men who had been 
rejected by the company when he first 
started in the business were still living 
and apparently in the best of health, and 
he said that they have acted at times 
for some of his clients who have passed 
away, as pallbearers. He said he never 
could understand why these three men, 
who live in Springfield, were rejected, 
and he made up his mind that he would 
prove to the company that they had 
made one mistake at least and he thougRt 
the best way he could make use of these 
three friends was to appoint them as 
pallbearers of some of his policyholders 
to their last resting place. 


E. E. Rhodes Receives Watch 
When W. M. Booker of Toledo, Ohio, 


asked permission of toastmaster Kerr to 
say a few words, no one in the dining 
room had any conception of what was 
going to happen. He made a few re- 
marks regarding the work of the com- 
pany, the agents, and the smoothness 
with which the convention moved. Turn- 
ing to the construction of the present 
building, he said that there was only one 
man in the company who had much of 
the responsibility for such a_ colossal 
structure and that man not alone saw to 
it that the company would have a build- 
ing they would be proud of but stand 
as a monument to the accomplishments 
of the company. He went, further, Mr. 
Booker said, and saw to it that the 


agents of the company, of which there 


were nearly 4,000, would be proud of be- 
ing associated with a company of that 
calibre. His work for the agents were 
appreciated and in recognition of their 
appreciation for what he has done for 
them he felt that a token should be 
given to him, and turning to E. E. 
Rhodes, vice- -president of the company, 
hadded to him a beautiful gold watch 
and chain with the following inscription: 
“Our Appreciation to Edward Everitt 
Rhodes from the Mutual Benefit 
Agents.” Mr. Rhodes was deeply moved 
at the presentation and after collecting 
himseli said: “I thank you one and all 
from the bottom of my heart.” 

J. Franklin Ream of Cleveland then 
gave a short resume of the company 
since its inception and the progress the 
company has made in its eighty-three 
years of existence. 


In a few well chosen words of regrets 
that the convention was brought to a 
close President Hardin told the assem- 
blage that no one could feel more sorry 
than he to see his agents leave. He 
told the agents that he was more than 
delighted with the manner in which they 
had conducted their own convention and 
congratulated them upon the work they 
had done during the year just closed. 

The banquet was attended by 650 
guests, including many of the wives of 
the agents and the officials of the com- 
pany. Two long tables were set aside 
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for the ladies, each of whom were pre- 
sented with a rose. It was stated that 
it was the largest gathering that had 
ever been served at one time in the 
company’s dining room since the incep- 
tion of the company. 





M. ROE BACK AT WORK 


Martin Roe, assistant secretary of the 
Bankers Life, has returned to his work 
in the company’s home office after an 
enforced absence of six weeks. The last 
month and a half brought Mr. Roe lots 
of hard luck. He was first troubled with 
an infection in his hand, and that was 
followed by attacks of both mumps and 
influenza. 





J. R. McALLISTER DIES 


J. Rutherford McAllister, trustee of the 
Penn Mutual, and one of Philadelphia’s 
prominent bankers, died on February 24 
at the age of 65. He was president of 
the Franklin National Bank from 1904 
to 1926, and after its merger with the 
Fourth Street National Bank he was 
elected chairman of the board of direc- 
tors of the new institution. Mr. Mc- 
Allister was elected a Penn Mutual trus- 
tee in 1922, and was immediately assigned 
to the finance committee, his member- 
ship continuing until his death. In 1927 
he was appointed a member of the com- 
mittee on nominations. 











Net Costs 
Dollars and Cents 





For Example 
Ordinary Life 


Premium Rate - $19.77 
Net Ist Year - $15.67 


Wells & Connell 


General Agents 
Provident Mutual Life 


33 Liberty St., - New York 
Phone: John 3771 


Age 30 











million dollar agency? 
million dollar agency? 
million dollar agency? 


again? 


driving at? 
tory references? 


making inquiry? 


commission, or salary. 


in the following territory: 








Have you ever organized and developed a three 
Have you ever organized and developed a two 
Have you ever organized and developed a one 
Have you the inclination and ambition to do it 


Did you ever make $25,000 in one year? 


Did you ever make more than $25,000 in one year? 


Will you be able to furnish a bond and satisfac- 
Will you give a clear insurance record when 


Never mind just at this time whether the propo- 
sition involves a straight commission, 


We will make five special appointments this year 


HAVE YOU— 
DID YOU— 


WILL YOU— 


Iowa or South Dakota, 
Moines or Sioux City, to cover both states. 


Pennsylvania with headquarters at Philadelphia. 


Ohio with headquarters at Cleveland or some 
other city to be determined upon later. 


Minnesota with headquarters at Minneapolis. 


Illinois with headquarters at Chicago. 


headquarters at Des 


These five appointments will be closed with those 


who have performed along the lines of this inquiry. 


Will you investigate and ascertain what we are 
Our plans are made. 


Send with your inquiry 


your insurance history and age, if you are in a posi- 


in some other. 


salary and 


tion to produce not later than April first. 


There are many good young men who at one time 
were a success in this business and left it to engage 
Now they wish to return and many 
will do so during 1928. 


Our gain represents 50% of the volume paid for 
during 1927, which volume was substantial. 
new business paid for in 1927 showed an increase 


Our 


of 10% over the new business of the previous year. 


Address Box No. 1077 


The Eastern Underwriter 
110 Fulton St., New York 
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Kansas City, Mo., Agents 
Hear Law and Hart 


ASSOCIATION’S LARGEST CROWD 





Insurance Has Most Interesting Con- 
tacts, Says Penn Mutual Head; Hart 
on Larger Policies and Premiums 





The largest meeting of the Life Under- 
writers Association of Kansas City ever 
held was the affair of March 2 addressed 
by William A. Law, president, and Hugh 
)). Hart, vice-president of the Penn 
Mutual. 

Mr. Law spoke very briefly about his 
great interest in the present-day atti- 
tude of life insurance men towards each 
other and the manner in which they are 
now working together on a better com- 
mon understanding which, of course, 
helps to avoid friction and many of the 
unpleasantnesses that have characterized 
the life insurance field work in the past. 

He also spoke of his feeling that the 
life insurance business, as well as being 
the most useful, is also the most inter- 
esting business because it brings us into 
close contact with human beings and has 
to do with people rather than inanimate 
things. He referred to the better con- 
ception of the value of life which is 
taught through life insurance and to the 
fact also that life insurance men have 
shown that broader conception to muni- 
cipal, state and federal governments. 

He pointed out how the investigations, 
conclusions and various activities of life 
insurance men and companies have 
aided in the improvement of medical or 
sanitary conditions in the United States. 
He emphasized the fact that the eco- 
nomic value of a child’s life is recog- 
nized more fully today than ever before 
and particularly in this country. 


The True Measure of Man’s Financial 
Worth 


He emphasized also the trend of mod- 
ern times to look upon income rather 
than principal as the true measure of a 
man’s financial worth and as the true 
guide for his life insurance requirements. 

Mr. Law spoke also of life insurance 
in its contact with the philosophy of 
life. He emphasized the difference be- 
tween success and progress by pointing 
out that we do not know whether or not 
a man is successful until his life has 
ended because the structure which he 
has built may collapse in the last few 
years of his life and thereby nullify all 
that is commonly regarded as success, 
whereas the progress a man makes is 
the best description of his life and that 
in the philosophy of life the relation of 
man to man—whether we have been 
helpful or selfish, working for ourselves 
alone or for others, is a real measure. 
He pointed out that if we do work for 
others and not alone for selfish ends, 
we will finally discover that we have 
actually done something for ourselves. 
Mr, Law referred to the mystery of 
life, its uncertainty and the many things 
which are incomprehensible to mankind. 
He made detailed reference to Lord 
Dunsaney’s book, “The Spirit of Laugh- 
ter” as carrying the moral that many 
of our schemes to take advantage of 
things for our own individual benefit are 
brought to nothing by the uncertainty 
and mystery of life. 

Mr. Hart’s Topic 


Mr. Hart’s general topic was “Mod- 
ern Tendencies in Life Underwriting.” 
He referred first to the growing inclina- 
tion on the part of life insurance men 
generally to adopt a name different from 
that of the old stand-by of agent and 
to use such titles as “Estate Engineers” 
etc. Mr. Hart said: 

“it has always seemed to me that the 
word agent is an honorable appellation 
an’ I have always somehow resented 
the implication that there is something 
dishonorable in being known as a life 
Insurance agent.” 

He eulogized the accomplishments of 
ife insurance agents of the past and 
Prcsent who have built up life insurance 


estates to the enormous total of ap- 
proximately 87 billion dollars and con- 
trasted these accomplishments with the 
efforts of the military group which in 
1914 sought to add to the wealth of their 
nation through the power of arms and 
destruction an amount about 17 billion 
dollars less than the total of those ef- 
forts created by the “despised” life in- 
surance agents. 

He emphasized that an army of ap- 
proximately 200,000 agents and_ their 
predecessors, armed with rate books, 
power of persuasion and enlisted in a 
holy cause, have added a great amount 
of estates payable in cash to our Ameri- 
can wealth than the combined material 
wealth of Belgium and France which in 
1914 was sought to be added by force 
to the wealth of another country and 
that he did not think that any agent 
who has had a part in that contribution 
to our American economic stability has 
any need to be ashamed of the appella- 
tion which he has carried throughout his 
labor in this great work. 

Mr. Hart expressed the feeling that too 
many men engaged in the life insurance 
business have looked immediately at the 
transactions they had at hand and did 
not study sufficiently the broad tenden- 
cies that are rushing in this great vo- 
cation and that there is a very definite, 
practical value in pausing at times, to 
make a chart of some of the great move- 
ments that are sweeping forward in the 
development of the life insurance busi- 
ness. He emphasized that a man can 
stand alone in the midst of these mighty 
movements and that if he did not march 
forward he must be swept forward. 


Prosperity Analyzed 


He referred to a bulletin issued re- 
cently by the National City Bank which 
contained the statement that the pros- 
perity that has come to the American 
people in the last ten years is a pros- 
perity induced by the play of certain 
economic forces which are_described as 
the efficientizing of production mainly 
referring to manufacture. In this report 
a statement was made of much signifi- 
cance to the life insurance man which 
was a prediction that the prosperity of 
the next ten years would come about as 
the resultant of the efficientizing of the 
process of distribution along lines par- 
allel with the efficientizing of the forces 
of production—and that the efficientizing 
of distribution is nothing more or less 
than the efficientizing of salesmanship. 

Mr. Hart indicated that this would be 
brought about through the elimination of 
waste, both in the mechanical processes 
and in the human processes. He pointed 
out that out of approximately 200,000 
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life insurance agents in the country, 67,- 
000: drop out of the business every year, 
representing men who have been poorly 
selected, inadequately trained and im- 
properly supervised and that this is one 
of the greatest forces of economic waste 
in the business of the distribution of 
life insurance. 


He emphasized his belief that the time 
is coming when a great deal more at- 
tention will be paid by the companies 
to the two items of increasing the aver- 
age size of policies and increasing the 
size of average premiums. Through the 
first can be effected a very material re- 
duction in the mechanical cost of opera- 
tion and furthermore, the increasing of 
the average size of the policies of the 
average agent intensifies the possibili- 
ties of cultivation and organization of 
the territory in which the agent is 
working. 

He expressed the thought that you can 
get exactly twice as many good men at 
work distributing life insurance profit- 
ably in a territory where all the men 
produce an average policy of say $10,000, 
as you can where you have men who 
produce policies from $2,000 to $5,000 and 
that in speaking of the intensity of or- 
ganization that is going to take place 
in the distribution process, we have in 
mind the fact that we have a great 
uninsured nation that has hardly been 
scratched. 

He quoted Dr. Huebner with respect 
to the life values of the American peo- 
ple which are six to eight times on a 
capitalization basis as the entire prop- 
erty value of the United States which, 
according to Babson, are 350 billion dol- 
lars, producing a potential insurable 
value or life value of $2,100,000,000,000 
against which we have insurance in force 
approximating 87 billions. 

Mr. Hart emphasized that the inten- 
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STN, 
sity of organization, which is the trend 
of present and future constitutes one of 
the most challenging opportunities and 
irresistible forces in the distribution of 
life insurance. 


Sound Economics 


He spoke also of a tendency to change 
the methods of selling so as to recon- 
struct the whole theory of life insur- 
ance selling in order that it may com- 
port with the general trend of modern 
times. He referred to the 
many years ago of convincing a pros- 
pect that life insurance was a sound 
economic undertaking and to many of 
re my ye which existed in the earlier 
days in torm of religious prejudice, lack 
of confidence in the saanaeaae om 
These pertinent to those 
days but those methods are now archaic. 
This applies likewise to the practice of 
companies in the years past to have the 
actuaries devise some new form of pol- 
icy which was specialized and as to 
which the agents were infused with the 
highest degree of enthusiasm without 
particular regard to the fitness of that 
form. The hodge-podge system of sell- 
ing without relationship to needs con- 
stituted the basic theory upon which 
most of the life insurance in force in 
the United States today was sold. 

He emphasized the fact that in con- 
trast to this, a modern life insurance 
man must be something of a diagnosti- 
cian who can fit policies to needs and 
that today we are going through a period 
of transition from the old method into 
the newer and more complete method. 
He emphasized the fact that this period 
will be marked by future students of 
the business as one of the most impor- 
tant periods of change in the whole the- 
ory and plan and method of the dis- 
tribution of life insurance by the in- 
dividual salesman. , 

_The old method has not yet been en- 
tirely abandoned nor would it be wise 
entirely to abandon it immediately but 
there is a gradual and growing change 
from the one method to the other. 

He expressed the thought that the next 
great development will be a still greater 
transition and carry us beyond the diag- 
nosing of needs and the prescription for 
them to the point of serving through life 
Insurance a man’s life ambitions and this 
means a change in the basic appeal. The 
attitude of pessimism and gloom which 
characterized the selling of life insur- 
ance under the old system, the fear of 
death, etc., will give place to an attitude 
of optimism and to cheerful acceptance 
of the life insurance service because of 
the genuine thrill it will bring in the 
realization of the use it can be put to 
as an aid and ally to the attainment of 
life’s ambitions. 

Mr. Hart’s closing thought was based 
upon the fact that the mind of the pres- 
ent-day insurance agent is running and 
must run more and more to the things 
that come after the selling of the policy 
than to the mere selling, itself. He em- 


necessity 


things were 


phasized the fact that the life insurance 
man of today and tomorrow will make 
his sale and remember that the respon- 
sibility for the scientific distribution of 
the proceeds is a burden that is laid upon 
his conscience. 
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Readicat Sate stions to Helpthe Man With the Rate 
Book Increase His Income and Generai Efficiency 





The half page ad 
of the National Shaw- 
mut Bank of Boston, 
entitled “The Man 
Whose _ Service to 
You Endures After Your Death,” was 
published in Boston papers of February 
13th and has attracted wide attention. 
It reads as follows: 

“He is the Life Insurance Man. He 
has come to be a vital part of modern 
business. 

“More than any other man, perhaps, 
he unites the money side of life with 
that other side where the heart is. He 
causes us to take thought in a practical 
way for those we love. 

“Do you find it hard to save money? 
The Insurance Man has a plan that will 
make it easier. 

“Are you hoping to build a home some 
day? Many an owner of a beautiful 
home has the Insurance Man to thank. 

“Do you desire eventually to have a 
business of your own? The Insurance 
Man will help you achieve your ambi- 
tion, 

“Do you wish to send your son to col- 
lege? The Insurance Man will show you 
how you can have the money ready. 

“Do you sometimes grow anxious about 
your old age? The Insurance Man will 
assist you to provide a permanent in- 
come. 

“Do you wonder what would happen 
to your wife and children if you should 
suddenly die? Here, in the greatest 
need of all, the Insurance Man will safe- 
guard your loved ones. 

“The Shawmut Bank co-operates with 
both the Insurance Man and you. It 
helps you to build for the future by 
means of a Shawmut Insurance Trust.” 


The Ad Of 
The National 
Shawmut Bank 


Insurance is really 


Dramatizing a drama with every 
Insurance act throbbing with 
To Public vitality and human 

interest, Therefore, 


the most successful agents know how to 
dramatize it. 

Such is the opinion of the Travelers 
as expressed in a current issue of “Pro- 
tection.” It says: 

“You want insurance protection to be 


as widespread as possible and to be 
known in its proper light. Therefore, 
dramatize it; give it color; inject the 


personality. 

“All you need do is express your en- 
thusiasm for it in terms which your 
prospect or policyholder will understand. 
Remember, the public doesn’t see life 
insurance in the same light as you. Why 
should they? They haven’t as much op- 
portunity to see its results, Don’t take 
it for granted that they know enough 
about what it will do, because the public 
is grossly uninformed on the subject. 


They are more apt to know it from the 
standpoint of premium payments than 
from its great work as a public bene- 
factor. 

“You have seen families which have 
received the benefit of life insurance 
when they would otherwise have found 
it almost impossible to carry on. You 
have witnessed the expressions of satis- 
faction which follow the signing of an 
application which affords protection to a 
man’s family, Paint these incidents in 
word pictures to your prospects. Give 
them a chance to realize what it will do 
for their family some day. Let them 
see that the benefits are real. Drama- 
tize it as a person who steps in at a 
crucial moment to assume control of the 
destiny of a family which needs support 
more than at any other time in life. If 
you know of local cases which may also 
be known to your prospect, remind him 
of the circumstances, and explain how 
life insurance worked in that case. Tell 
him of the gratitude of the family for 
the financial aid which came to their 
rescue. You don’t need to remind him 
that a similar incident may come to his 
family some day; he will draw his own 
conclusions if your picture is vivid 
enough,” 


i 

In a talk before 
A Young the Life Underwrit- 
Man’s ers Association of 
Mistake Toronto, James Elton 


Bragg, Union Cen- 
tral, Philadelphia, and secretary of the 
National Association of Life Underwrit- 
ers, told of a progressive young man, 
earning about $3,000 a year, who said 
he could invest his money more profit- 
ably than in life insurance. Dying sud- 
denly he left his widow and two chil- 
dren a total net estate of $2,400, a sum 
which if wisely invested would bring in 
$2.50 a week. 

Among other things he had purchased 
a car for $1,225. Three years later the 
widow sold it for $250, a loss of nearly 
$1,000. In three years this car, with the 
maintenance and operation, had involved 
a total outlay of $1,835.91, or $51 a 
month. Invested in an average premium 
Ordinary Life participating policy this 
expenditure on the basis of an annual 
net premium outlay of $611.97 would have 
secured life insurance protection of $31,- 
297. Continuing, Mr. Bragg said: 

“If this young man had invested $50 
a month for three years in a non-par- 
ticipating Ordinary Life policy, this at 
age 33 would have purchased $31,189 
protection at an annual premium of 
$584.17. Had he died after paying two 
premiums the net return would be 583% 
compound interest; after three premi- 
ums, 238%; after four, 138%; after five, 
93%; after ten, 29%; after fifteen, 15%; 


after twenty, 9%; 


: or had he died after 
paying twenty-five premiums the net re- 
turn would be still 5.4% compound in- 
terest. 


“A man at age 33 buying a life in- 
surance policy requiring this premium 
rate can create a larger estate for his 
family than he could accumulate at 6% 
net compound interest, without suffering 
a single loss, in twenty-four years,’ 
pointed out Mr, Bragg, continuing, “A 
family man who puts his money into in- 
vestments of any type to the exclusion 
of life insurance is gambling with his 
family’s welfare and happiness for 
around twenty-five years in order to get 
a_ better rate of interest for himself. 
The price of that rate of interest for 
himself is the jeopardy of his wife and 
family for twenty-five years because he 
could not obtain a higher rate and there- 
by shorten the period, in any form of in- 
vestment. True, if he lived and contin- 
ued to save, and never lost a dollar, he 
would have more at the end of twenty- 
five years, but the tragic part is we do 
not know’ the day on which we are to 
die. If we did we would buy term in- 
surance to cover us until the day after.” 

Making another comparison, Mr. Bragg 
proceeded to contrast the $8 monthly 
paid for garage rent with the amount 
set aside by this young man for the 
protection of his family. “Eight dollars 
a month, ninety-six dollars a year, or 
an annual premium of 9.6% on the book 
value of the property to protect the car 
from damage by rain, while carrying a 
$3,000 Twenty Payment Life policy with 
an annual premium of $71.37 to protect 
his earning power which at the time 
of purchasing the car was $3,000 a year.” 

Based on using one-third of his in- 
come himself and a life expectancy of 
37 years, the remaining $2,000 per year 
at 6% compound discount is $31,242, so 
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that while paying 9.6% of the book value 
of the car to insure it against damage 
by rain this young man was paying 
227% per year to indemnify his wife 
and children against the absolute loss 
of his earning power and the human 
values tied up in it. “Can we call this 
rational?” asked Mr. Bragg. 
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Years of Life Insur- 
ance Ideals and Service e 


N IDEAL became a reality when, on February 1st, 1843, 
A “The Mutual Life of New York” issued its first policy. 
The business of life insurance on the mutual plan started 


Priority in its field is not the Company’s claim to greatness 
—age in itself is no great distinction: The Mutual Life began 
with high ideals of business conduct, which still prevail. It aims 
at quality and to be highly honorable in all its dealings. 


In its relations with policyholders and their representatives 
The Mutual Life has an outstanding record. 
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Sees New Approach 
For Insurance Agent 


TRUST COMPANY ANGLE GIVEN 





W. Tresckow of Union Central Trust 
Addresses Sales Congress of Local 
Life Underwriters 





\W. Tresckow, who is one of the pio- 
neers in the insurance trust field and 
is now in charge of the development of 
that work for the Union Central Trust 
of New York, gave an interesting and 
informative talk at the Sales Congress 
of the Life Underwriters’ Association of 
New York at the Hotel Astor yesterday 
on the relation of the life underwriter 
to the trust company and banking peo- 
ple in so far as the creation of an in- 
surance estate is concerned. Mr. Tresc- 
kow was formerly at the head of the 
insurance trust division of the Detroit 
Trust Co. where he made a splendid 
record. 

He expressed the opinion that the ap- 
proach of the life underwriter of the 
future will be a trust approach rather 
than the one which he characterized as 
“the sentimental approach.” He also 
enumerated some interesting cases which 
have come within his purview. He spoke 
in part as follows: » 

“A great many questions pertaining to 
trust company co-operation remain to be 
answered. Why should life underwrit- 
ers co-operate with trust companies? 
What is the proper basis for this co- 
operation? What can a life underwriter 
expect from trust companies and the trust 
approach ? , 

“We have had two main approaches 
in the life insurance field, one the sen- 
timental approach, the other the pro- 
gram approach. The one is passe and 
the other is rapidly wearing out as a 
means of getting more than ordinary 
business. I believe the trust approach 
will be the next great insurance approach 
and that a substantial percentage of the 
business sold—will be sold on that basis.” 


The Well-Posted Agent Will Prevail 


Mr. Tresckow contrasted the under- 
writer of twenty years ago with the 
skilled expert of the present day. He 
continued: “Looking back into the life 
underwriting profession twenty years 
ago, what do we see? We see a man 
that does not know half as much as 
you do about selling—we see a man that 
does not know half as much as you 
do about insurance in general—we see 
a man with general qualifications that 
does not rank with you today. The pro- 
fession has advanced tremendously—tke 
advance has been that better men, who 
know more, are in the business. 

“Tomorrow the life underwriter will 
not only talk insurance, but he will be 
mindful of all the other problems con- 
nected with all of a man’s property and 
what he is to do with it at death. 

“Now to the insurance trust itself, the 
first step in the program of progress out- 
lined: What is it? To me, strictly as 
an outsider looking in, it is the grand- 
est settlement option or clause ever of- 
fered on any insurance policy. And 
why ?” The speaker then gave these rea- 
SONS: 

1. Because it offers local service to 
the beneficiaries as long as they live— 
they can go with all their problems of 
keeping and spending every business day 
of the year to an organization that does 
nothing but that. 

2. Because the insurance trust makes 
possible the replacement of the greatest 
loss on the death of the father of a fam- 
ily—spending judgment. Some man who 
is a father and has children and is 
trained in their problems can replace 
that spending judgment. It includes all 
the variations from the inflexible “No” 
—of not one penny for investment pur- 
poses to the spending of the last cent 


of capital to keep a spark of life in a 
body racked and tortured by the ills that 
we are heir to. 

3. The insurance money can be made 
to conserve the other property of a man 
as well as his heirs—it can perform a 
double function. Wastage due to forced 
liquidations at the wrong time can be 
prevented. 

4. And last, but not least—all this ex- 
tra service—is obtained at no extra cost 
to the client. 





The Man From the Trust Company 


Mr. Tresckow at this point showed 
how a client acts to secure an insurance 
trust in co-operation with the trust com- 
pany and how the agent can learn about 
this important function. He also point- 
ed out some of the dangers and disad- 
vantages of certain methods that are 
used to get a man to make an insurance 
trust. He continued: 

“In the first place the man sent out 
by the trust company may not be of a 
caliber that knows how and can do busi- 
ness with your man, and you may just as 
well have no one go out at all; mere 
good intentions that a man ought to 
trustee his insurance on part of the trust 
man is not sufficient to get results, and 
it 1s my experience that you can well 
afford to pick a real man to go to your 


client because the amount to which you 
will profit will depend on the size of the 
Inan sent out. 

“Furthermore, be sure that the officer 
sent out by the trust company is a man 
who understands sufficient about life in- 
surance so as to be able to intelligently 
discuss his life insurance problems, in a 
general way-—and also knows enough not 
to trespass on the field that is distinctly 
yours.” : 





S. N. MILLER OREGON AGENT 
S. N. Miller has been appointed gen- 


eral agent for the Northwestern Na- 
tional Life in northern Oregon. Mr. 


Miller first became connected with the 
company eighteen years ago when he 
was vice-president of the First State 
Bank of Benedict, N. D. He has been 
in part time life insurance work since 
then, but will now devote more of his 
time to that work. 





F. K. HOUSTON PROMOTED 

F. K. Houston has been made Ordi- 
nary life instructor for the Colonial Life, 
according to an announcement made this 
week by the company. Mr. Houston has 
been connected with the company for a 
number of years and has held various 
positions, 


BANKERS RESERVE PROGRESS 


Its Statement Shows Steady Growth; 
Company Now Has $118,000,000 In- 
surance in Force 
The annual statement of the Bankers 
Reserve Life recently made known, 
President Robert L, Robison shows that 
company to be in a healthy condition, 
and points to a continual growth and 
expansion. The insurance in force now 
totals $118,000,000 and the new business 
issued in 1927 amounted to $28,250,000, 
with increased assets of $1,078,584. 
$2,104,479 was paid out to policyholders 

and beneficiaries last year. 
The total resources of the 

amount to $18,917,370. Loans to policy- 

holders amounted to $3,703,034 and first 


company 


mortgages on real estate totaled $1,- 
567,928. The capital paid up stock is 
$100,000, 


During 1927 the company has extend- 
ed its agency operations and is now 
making managerial appointments in 
Maine, Delaware, Vermont, Connecticut, 
and Massachusetts. Indications are that 
1928 will be the biggest year in its his- 
tory. 
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A TOWER OF STRENGTH 





Total Income 


INSURANCE IN FORCE (net) 
An Increase of $231,500,000 

New Insurance Paid For 
An Increase of $62,518,000 


Assets at December 31, 1927 
An Increase of $56,054,000 
Total Liabilities 

(including Paid-up Capital) 
Surplus and Contingency Funds 
An Increase of $12,769,000 
Rate of Interest Earned on mean invested assets (net) 


1927 


oi eosncroagl OE NOC CRM aaa 
Payments to Policyholders and Beneficiaries 
Total Payments Since Organization 


TREEPERSROCE BE GHEE SHE EEE OH OAH CO O'S 


To secure the absolute protection of its policyholders in the United States the 
company actually maintains on deposit with United States Trustees approved se- 


curities in excess of its net liability to American policyholders. 





Policies written and payable in United States currency. 
Dividends to Policyholders increased for eighth successive year 


Total Investments in United States Securities Exceed 
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$1,487,990,000 
328,408,000 
102,774,000 


42,224,000 
300,040,000 


401,305,000 
343,525,000 
57,780,000 
6.47% 








$168,000,000 











SUN LIFE ASSURANCE 
COMPANY OF CANADA 


32 Branch Offices in 23 States 
HEAD OFFICE - MONTREAL 
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Try and See 10 Persons 
Daily Says Blackwell 


TALKS TO N. Y. SALES CONGRESS 





Penn Mutual Life Agent Gives His 
Impressions of What the Word 
“Work” Means 
Willis J. Blackwell, out- 
standing producer in the McWilliam & 
Hyde Penn Mutual Life, ad- 
dressed the Sales Congress in New York 
City vesterday on the subject of “Work.” 
Mr. Blackwell wrote $400,000 of business 
on 41 lives the first year he was in the 
insurance business, half that amount 
having been written on strangers on cold 
canvass. He has been a steady, success- 

ful underwriter ever since. 

“What is work, anyway?” he asked. 
The dictionary says that work is ‘effort 
directed to an end.’ ‘The results of any 
efforts... What do we think of work? 
The usual conception of it is drudgery, 
labor, toil. 

“What is pleasure? The dictionary 
says it is ‘agreeable emotion,’ ‘Gratifica- 
tion,’ ‘To gratify means to gladden, to 
satisfy.’ 

“To satisfy means to supply fully, to 
please fully. Work is like tomorrow, in 
the sense that tomorrow never comes. 
Work also does not exist, because it is 
really something else. Work just isn’t. 
It is either pleasure or drudgery. If you 
love it, it is pleasure; if you detest it, 
it is drudgery. If you don’t love what 
you are doing, get out of it, and get 
into something that you love to do.” 

Mr. Blackwell said the reason he went 
into the life insurance business was be- 
cause he had risen to a point as an ex- 
ecutive with a tobacco concern where he 
felt there was little chance for further 
promotion. 

Speaking of his experience in the 
auditing, statistical and advertising de- 
partments of this concern and the use he 
was able to make of it in the insurance 
business, Mr. Blackwell remarked: 

“My experience showed the necessity 
of keeping personal records, and it was 
necessary to work, to have something to 
record. When I started in the life in- 
surance business no one suggested that 
I make a certain number of calls a day, 
or to see so many people. But most im- 
portant of all, no one suggested that I 
keep any record of what I was doing. 
This was absolutely foreign to my na- 
ture, and J, therefore, devised an ama- 
teur record system until such time dur- 
ing the year when I discovered through 
the reading of magaziries that others 
considered it important to keep some 
record of a man’s work. 


who is an 


Agency, 


Keeps Records 
“If you are planning a day’s work, a 
formula to see ten people a day is a 
good one. It does not mean to make ten 


calls, but it means to see ten people 
daily. From these ten people, you should 
obtain three real, intensive interviews 
and from every three real, intensive in- 
terviews, you should obtain one applica- 
tion. I keep a complete record of every- 
thing that I do. For instance, this card 
is my prospect card. When I return 
home at night, part of my night’s work 
consists in listing these cards and show- 
ing the results of that day’s work. 

“By my system of keeping records, I 
was able to analyze this situation and 
find the trouble and it was this. I had 
been studying life insurance so intensive- 
ly that I had become more of an actu- 
ary than a salesman; I bored people with 
cash values, interest earnings, reserves, 
mortality funds, etc., instead of appealing 
to their emotions and showing them 
what life insurance would do for them. 
This was corrected as shown by the re- 
sults in 1922. Last year my records 
showed that I received $7.91 every time 
I turned a door knob, whether the man 
was in or not, and I received $20.02 for 
every tentative interview that I had. 
This is the reason I keep a record of 
tentative interviews instead of real in- 
terviews. 

“T consider it just as necessary for a 
life insurance man to spend eight hours’ 
full time work every day, as for a man 
to do so working for a corporation, in 
any other line of business. That eight 
hours should be divided, six hours in the 
field, one hour for office work, and one 
hour for study. As a matter of fact, I 
supplement my eight hours of day work 
with about two hours of night work.” 





BANKERS LIFE REPORT 





Iowa Company Now Has Over One 
Hundred Million Dollars in 
Assets 


With assets of more than one hun- 
dred million dollars, the Bankers Life 
of Iowa holds a commanding position 
in that respect in the entire middle west. 
Total life insurance in force of over 
$841,000,000 at the close of 1927, means 
further that the Bankers Life continues 
to rank as the largest life insurance com- 
pany west of the Mississippi river and 
well up on the entire list of American 
companies. 

The company’s agents last year paid 
for $167,375,218, an increase over 1926 of 
about ten million dollars. The present 
total admitted assets are $103,615,053, a 
gain of twelve million dollars over the 
previous report. Insurance in force is 
now $841,964,002. 





RE-ELECT OFFICIALS 


The Great Republic Life, at the an- 
nual meeting of its stockholders on Feb- 
ruary 14, re-elected all the directors and 
officers with the exception of George 
H. Woodruff, third vice-president and 
member of the board who resigned and 
was succeeded by Clyde C. Shoemaker, 
general counsel of the company. 
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A SIGN OF PROGRESS 


Total insurance in force during 1927 was 
increased over 10%—the result of a strong 


sales organization serving a strong company. 


THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 
Hartford 


Over 81 years in Business 


1928 


























GROUP FOR HOSPITAL 

It was learned last week that a group 
insurance plan covering the permanent 
staff of the Methodist Episcopal Hospi- 
tal of Brooklyn has been written on a 
co-operative basis by the Metropolitan 
Life, the hospital paying part of the cost. 
The staff members are participating in 
$175,000 of life insurance with total and 
permanent disability benefits which be- 
came effective on February 15. 





LETTERMAN IN HOSPITAL 


Elmer Leterman of Leterman & Gates 


New York, is in the Manhattan Eye & 


Ear Hospital suffering from mastoid, 





NEW BUFFALO MANAGER 


Elmer Baase has been made manager 


of the Fidelity Mutual Life in Buffalo. 














1927 
NOTABLE GAIN IN ASSETS 


The Bankers Life Company increased its Total Ad- 
mitted Assets to more than $100,000,000 in 1927. 


The Company’s exact total of Admitted Assets on De- 
cember 31, 1927, was $103,615,053.81, which was a 
gain of $12,901,440.60 as compared to the total of 
Admitted Assets on December 31, 1926. 
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BANKERS LIFE COMPANY 


THE ONWARD MARCH COMPANY 


Gerard S. Nollen, President 











DES MOINES, IOWA 

















AMERICAN 
CENTRAL 
IFE 


INSURANCE COMPANY 
INDIANAPOLIS 
Old Line Legal Reserve 
Established 1899 
HERBERT M. WOOLLEN, President 
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E of The Lincoln National Life 


like to tell about our company— 

young, strong, friendly, aggressive, 
progressive, and full of a Lincoln spirit of 
public service. We take our work seriously. 
We believe, tremendously, in the blessing 
insurance brings and the miracles it works. 
Listen to the words of our president: 


“There are children who must work and 
carn rather than play and learn. . . there are 
mothers who scrub in darkened hallways to 
carn a scant portion of bread ... there are 
tattered old men and dependent old ladies who 
once received good wages ... and all this is 
probably because the ministry of insurance was 


not brought to them.” 
—Arthur F, Hall, 
President, The Lincoln National Life 
Insurance Co. 








] 


THE LINCOLN NATIONAL LIFE INSURANCE CO. Fort Wayne, Ind. 


E are proud of the field men o/ 

Lincoln Life, those stalwart mis 

sionaries of protection, who are thé 
voice and living representatives of Lincoln i 
the people. 

Particularly do we point with pride to th 
Minute Men of this field force—agents who 
have earned their title by a super-human effor' 
—who have done a big year’s work in four 
short months—at the eleventh hour call ot 
their leaders. This year nearly fifty agent 
won that great honor, more than in any yea’ 
before. LNL men take great pride in earning 
the right to be members of the various Lincol: 
Honor Clubs—the Emancipators, the Circuit 
Riders, the Railsplitters, to name a few. They 
watch each other’s records, and take satis 


- : 1 | 
factions in each other’s rewards, honors anc | 
is alive in | 


distinctions. The Lincoln spirit 
them. 

A few facts: More than 
insurance in force.... “Its 
its character.” 


515 millions of 
name indicates 
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J. & H. Information and 
Service Bureau Opens 


H. G. HENDERSON PUT IN CHARGE 





Will Be Used by Independent Brokers 
and Surplus Line Writers of 
This City 





Johnson & Higgins this week an- 

uunced the establishment of an infor- 
ition and service bureau for use by in- 
‘pendent brokers and surplus writers of 
‘e insurance. The bureau will be under 
the direct supervision of H. G, Hender- 
yn who has a large acquaintance with 
okers and agents in the Metropolitan 
area. 

The function of this newly created in- 
formation and service bureau will include 





Copyrighted by Underwood & Underwood 
H. G. HENDERSON 


the furnishing of information in connec- 
tion with rates, policy plans, dividends, 
application forms, etc., for all life com- 
panies licensed to do business in New 
York State. 

In addition to furnishing information, 
the facilities of the bureau can be utilized 
by brokers for the handling of details 
in connection with the placing of busi- 
ness in all life companies operating in 
this state. This includes furnishing ap- 
plication blanks, arranging for examina- 
tions, and, in fact, acting as the repre- 
sentative of the broker in his dealings 
with the general agent of the particular 
company with which he chooses to place 
business. 

Johnson & Higgins are offering the 
facilities of their new information and 
service bureau free of charge and believe 
it will create good will among the pro- 
duction forces of the city having surplus 
life business to place. 

There are quite a number of brokers 
in New York who have not a regular 
tie-up with any large insurance office. 
The fraternity will watch the outcome 
with considerable interest. 





SAM M. PARKER DIES 

A tribute was paid to the memory of 
Major Sam M. Parker by the Utah As- 
sociation of Life Underwriters recently 
at its regular February monthly meeting 
at Salt Lake City. Major Parker was a 
former president of the association. A 
resolution was also adopted at the same 
meeting upon the death of Mrs. W. A. 
Carter, wife of the manager of the Penn 
Mutual and a former president of the 
association. 





Opening of the L. H. Davis Insurance 
Service, at 740 McKinley Parkway, Buf- 
ialo, is announced by the owner, Lewis 
Hf. Davis, of that address. The agency 
will deal in all forms of insurance. 


James L. Bergstresser, 
Former Editor, Is Dead 


WITH BANKERS NATIONAL LIFE 





Once Publisher of “Insurance World” of 
Pittsburgh; Was Well-Known 
in Newspaper Circles 








James L. Bergstresser, publicity direc- 
tor and manager of the sales promotion 
department of the Bankers National Life 
of Jersey City, and vice-president of the 
United States Review Publishing Co., 
died after a short illness at the home 
of his father, John W. Bergstresser, at 


Mt. Carmel, Pa., on Saturday, Febru- 
ary 25. 


Mr. Bergstresser was born at Mt. 
Carmel, Pa., on November 30, 1881. 
After his graduation from high school 
he attended the Phillips Academy at 
Exeter, N. H., from which he was grad- 
uated and then entered Harvard College. 

He entered the field of insurance jour- 
nalism as an associate of his uncle, the 
late J. C. Bergstresser, who founded the 
“Insurance World” of Pittsburgh in 
1874. After his uncle’s death Mr. Berg- 
stresser assumed ownership and editorial 
management of the publication until 
1924 when it was merged with the 
“United States Review.” ‘ 

Made Publicity Head a Month Ago 

For several years Mr. Bergstresser 
lived in New York City and was asso- 
ciated with the John Price Jones Cor- 
poration, direct mail organization, as 
general publicity manager. About a 
month ago he was appointed publicity 
manager of the B: ankers National Life 
of Jersey City. 

He was a member of a number of in- 
surance organizations, including the II- 
linois Pond of the Blue Goose; the In- 
surance Federation of Pennsylvania, and 
the Pittsburgh Association of Life Un- 
derwriters. He was also a member of 
the Harvard Club of New York City, 
Harvard Club of Connecticut, Harvard 
Club of Western Pennsylvania, the Uni- 
versity Club of Pittsburgh and the Sons 
of the American Revolution. 





MADE GENERAL MANAGER 

W. F. Grantges, first vice-president 
and general manager of agents of the 
International Life, has been made gen- 
eral manager of the company. Most of 
his business life has been in the service 
of the International and he has filled 
almost every position of importance ex- 
cept the presidency. 





OPENS NEW BROOKLYN OFFICE 

It has been announced by the Colonial 
Life, that it has opened a new Brooklyn 
office. It is located at No. 788 Nostrand 
Avenue, and will be known as the Bed- 
ford district office. Emanuel Viscus has 
been promoted to manager and placed 
in charge of the new district. 





W. W. AYRE APPOINTMENT 
William W. Ayre has been appointed 
promotion manager and publicity mana- 
ger of the Bankers National Life, suc- 
ceeding the late James L. Bergstresser. 


Edmund Strudwick Of 
Richmond Is Dead 


WAS CHAIRMAN ATLANTIC LIFE 





Was President For Some Years; Promi- 
nent In Business When He 
Joined Company In 1900 





Edmund Strudwick, who recently re- 
tired as president of the Atlantic Life 
to become chairman of the board, died 
in Richmond this week. 

Born on April 17, 1854, Mr, Strudwick 
was educated in private schools in North 
Carolina, and as a young man engaged 
in several business ventures. At the age 
of twenty-eight, he moved to Norfolk, 
Va., and entered the cotton commission 
business. Later he organized and be- 
came president of the Old Dominion 
Guano Co. Upon its merger into the 
Virginia-Carolina Chemical Co., in 1895, 
he was made treasurer of that company. 
After 1895 he made his home in Rich- 
mond. 

In 1900 the South Atlantic Life, now 
the Atlantic Life, was organized and Mr. 
Strudwick inve sted money in it. He was 
elected first vice-president in 1901 and 
president in 1905, serving in that capacity 
until March 16, 1927, when he retired 
and was elected chairman of the board. 
He resigned from that office February 


9, 1928, 





F. R. HUNTINGTON DEAD 
Treasurer of Midland Mutual And One 
Of Its Founders; Man Of 

Many Talents 

Francis Ropes Huntington, 
of the Midland Mutual Life, 
week. Mr. Huntington had been ill for 
two years. He was one of the founders 
of the company and since its organiza- 
tion served as its treasurer, as a director 
and as a member of the executive board. 
His father was president of a bank in 
Huntington, Ind., and he began working 
in his father’s bank as a messenger and 
rose to be its president. 

Mr. Huntington had fine artistic talent 
and was an oil painter of national repu- 
tation. He was one of the chief con- 
tributors to the Columbus Gallery of 
Fine Arts. 


treasurer 
died this 





WITHE TALKS IN ALBANY 
Insurance was described as the last 
ereat business to emerge from the 
“cracker barrel” stage of development, 
in an address by Stanley F, Withe, as- 
sistant publicity director of the Aetna 
Life and Affiliated Cos., at a meeting 
of the Albany branch office. The Albany 
meeting is one of a series which will 
be held in fifteen cities during March. 
More than 2,000 representatives of the 
Aetna are scheduled to attend the con- 
ferences. 


SIGNS NEW LEASE 


The International of St. Louis signed 
a new five-year lease on its present quar- 
ters in the International Building in St. 
Louis. 





William J. Graham, second vice-presi- 
dent of the Equitable Life Society in 
charge of group insurance, is on the 
Coast. 








111 N. Broad Street. 








ANOTHER FORWARD STEP 


COMPLETELY REVISED POLICY FORMS 

NEW OWNERSHIP, BENEFICIARY and ASSIGNMENT PROVISIONS 
leave no doubt of the rights of the various parties who may have an 

interest in the policy. 

A PLAIN ENGLISH POLICY 
that will particularly appeal to the conscientious life underwriter. 

Also a new LOW COST PREFERRED RISK POLICY 

Write for Information 


Philadelphia Life Insurance Company 


Philadelphia, Pa. 








A NEW POLICY 


ENTHUSIASTIC RECEP- 
TION ACCORDED NEW 
“GRADUATED PREMIUM” 
PLAN 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mgr. 
110 William Street 
New York City 


Beekman 5058—6691 
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J. Elliott Hall Has a 
Novel Birthday Party 


HE WAS BORN ON FEBRUARY 29 





Penn Mutual Agency Presents Him 
With 483 Applications for Total of 
$3,667,205; Has Had Few Birthdays 





By some unexplained cosmic process, 
the star which was in the ascendant at 
the birth of a brilliant insurance man 
allowed him a birthday but once every 
four years; so that J. Elliott Hall, man- 
ager of the largest agency of the Penn 
Mutual in New York, has had but ten 
birthdays thus far during his relatively 
short span of years on this planet. Mr. 
Hall was born on the twenty-ninth day 
of February. 

Without letting their chief “in on it,” 
his business associates had set aside the 
month of February as “Elliott Hall 
Month” and exerted themselves to such 
an extent that the final result showed 
483 lives had been written for a total of 
$3,667,205, the largest amount of business 
in the agency’s history for a month. 

Under the pretense of meeting an im- 
portant client Mr. Hall was induced to 
return to his office at 3 o’clock in the 
afternoon of February 29 where he was 
greeted by the full agent staff, with Al. 
Hopkins as the master of ceremonies. 
Mr. Hopkins made a graceful little 
speech and then presented Mr. Elliott 
with a birthday cake with a “kangarowl” 
embellishment and ten candles, forty- 
four American beauty roses and a hand- 
somely engraved resolution. The resolu- 
tion was signed by every member of the 
production force and was accompanied 
by seventy-six applications, totaling 
$400,000 of insurance. The office force 
also presented him with a bath robe, 
which he donned while making his re- 
sponses. 





NO WALL STREET CONTROL 





President Macaulay of Sun Life Seeks 
Legislation to Protect Canadian 
Stockholding of Company 
President Macaulay of the Sun Life 
in his annual report to shareholders and 

policyholders said in part: 

“There is but one cloud on our hori- 
zon. Our very prosperity has created a 
remarkable demand for our capital stock. 
We desire to ensure that this great com- 
pany shall always remain strictly Cana- 
dian in its control and in particular that 
its investments shall never come under 
Wall Street domination. A bill which 
we have introduced into Parliament will 
be submitted for your approval. If it be 
passed, it will give us the protection we 
so much need, and I know we can rely 
on the whole-hearted sympathy and 
support, not only of our stockholders 


and policyholders here present, but of 
our army of policyholders throughout 
the country.” 
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Trust Officers to 
Attend Tri-State Meet 


TO HOLD MUTUALITY EXHIBIT 








To Visualize Friendly Spirit Existing 
Between Trust and Insurance Com- 
panies; Some Prominent Speakers 





thousand life under- 
bankers and trust officers from 
Pennsylvania, New Jersey and 
Delaware will attend the Eighth Annual 
Tri-State Life Insurance Congress on 
March 15 and 16 at the Bellevue-Strat- 
ford Hotel in Philadelphia. 

The congress will be featured by the 
presence for the first time of bankers 
and trust officers who will gather with 
the life men on Thursday, the first day 
of the conference, to witness the First 
American Mutuality Exhibit which will 
be held under the joint auspices of the 
banks and life insurance companies. This 
exhibition, the first of its kind ever held 
in America, gives the life insurance com- 
panies an opportunity to show hundreds 
of bankers from the three states just 
what life companies are doing to con- 
serve policy proceeds, partnerships, cor- 
porations and one-man businesses. 

It also affords trust companies and 
banks an opportunity of displaying their 
literature and setting forth their activi- 
ties in connection with estate conserva- 
tion through life insurance trusts. E. J. 

serlet of the Guardian Life at Philadel- 
phia will be in charge and, in addition to 
being assisted by members of the Poor 
Richard Club, will have associated with 
him well known representatives of life 
companies and trust companies. 

The Prize Awards 


Three cups are to be awarded for the 
best displays as follows: For the best 
exhibit by a bank or trust company; for 
the best exhibit by a life insurance com- 
pany, life agency or independent life of- 
fice; for the best exhibit by a financial 
or insurance publication, publishing 
house or advertising agency. The jury 
of awards consists of: James Elverson, 
i fee president of the Phil adelphia “In- 
quirer - John C. Martin, vice-president 
and general manager of the Curtis-Mar- 
tin newspapers; Robert McLean, vice- 
president of the “Evening Bulletin” 
Charles Paist, president of the Poor 
Richard Club; Rowe Stewart, president 
of the Philz udelphia ‘ ‘Record” and former 
president of the Associated Advertising 
Clubs of the World. 

Thurs sday night’s joint mecting of the 
two great institutions of finance, bank- 
ing heat life insurance will open with a 
reception from seven to eight p. m. 
Thomas M. Scott is chairman of the 
committee on reception. A. Rushton Al- 
len, chairman of the program committee, 
will introduce Frank G. Sayre, vice- 
vice-president of the Pennsylvania Com- 
pany for Insurance on Lives and Grant- 
ing Annuities, who will preside. Speak- 
ers at this session are E. J. Berlet, di- 
rector of activities of the Philadelphia 
Life Trust Round Table; Robert Dech- 
ert, vice-president and counsel of the 
Penn Mutual Life, and W. Herick Brown 
of Boston, Mass., vice-president of the 
Old Colony Trust Company. The 
Thursday evening session will close with 
a cinema presented through the cour- 
tesy of the Phoenix Mutual Life. 

An Innovation 

Friday’s sessions will have fieldmen as 
presiding officers which is somewhat of 
an innovation, as presiding officers at all 
life insurance congresses held hereto- 
fore have been selected from the ranks 
of company managers, agency officers or 
underwriter association heads. At this 
congress Joseph Reese and Walter Craig, 
outstanding life insurance salesman, will 
preside respectively at the morning and 
afternoon sessions. 

Harry J. Miller, second vice-president 
of the Metropolitan Life, heads the gal- 
axy of nationally known speakers who 
will take part in Friday’s sessions. Vice 
President Miller will make the first for- 
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eastern 











What’s Ahead ? 


states. 





If the answer does not satisfy, learn the advantages of a 
contract with Fidelity. More than 36,000 direct leads a 
year from Head Office lead service. 

Fidelity is a low net-cost Company, operating in forty 
Full level net premium reserve basis. 
$366,000,000 insurance in force—growing rapidly. 


Write for our booklet, “What's ahead?” 


Over 





The Fidelity Mutual Life Insurance Company 
WALTER LeMAR TALBOT, President 


PHILADELPHIA 
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PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 


PERMANENT, 
| Care of The Eastern Underwriter, 110 Fulton Street, New York City 
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mal address of the morning session and 
will immediately follow the Rev. Floyd 
Tomkins, S.T.D., rector of Holy Trinity 
Episcopal Church in Philadelphia. He 
will speak on the “Humanitarianism of 
Life Insurance.” Ernest W. Owen of 
Detroit, division manager for the Sun 
Life Assurance Co. of Canada, will then 
develop a topic on “The Value to the 
Man in His Actual Canvass Work.” Miss 
Sara L. Miller, president of the Atlantic 
City Life Underwriter’s Association, will 
speak on “Women in Life Insurance.” 
Alfred G. Bordon of New York, of the 
educational department of the Equitable 
Life Assurance Society of New York, 
will speak on “Business Insurance.” Paul 
M. Ray of Chattanooga, Tenn., vice- 
president of the Provident Life and Ac- 
cident Company, will close the morning 
session with valuable selling hints for 
the average producer. 


Speakers at Banquet 


In the afternoon M. Albert Linton, 
vice-president of the Provident Mutual 
Life, will speak on “Income Insurance, 
Options and Life Insurance Trusts.” Dr. 
S. S. Huebner of the University of Penn- 
sylvania will follow Mr. Linton with an 
address on “Creation and Conservation.” 
This will be the first important address 


amseatee 








by Dr. Huebner before an insurance 
gathering since his return from his trip 
around the world. Julian Myrick of Ives 
& Myrick, New York, and president of 
the National Association of Life Under- 
writers, will preside at the banquet on 
Friday evening. The principal speaker 
will be the Hon. James M. Beck, con- 
gressman from Pennsylvania and former 
Solicitor General of the United States. 
Other speakers at the banquet will in- 
clude Sigourney Mellor, Niels M. Olsen, 
president of the Philadelphia Association 
of Life Underwriters, and A. H. Motley, 
of Poughkeepsie, N. Y. 





LEFEBVRE A GENERAL AGENT 

Leon N. Lefebvre, former Pacific Coast 
supervisor for the American Life of De- 
troit, with headquarters at Portland, has 
been appointed general agent in Oregon 
for the California State Life. The ap- 
pointment of Mr, Lefebvre marks the 
resumption of aggressive operations in 
the state. 





INCREASES DIVIDENDS 
The International Life has announced 
its new 1928 dividend schedule. A con- 
siderable increase is shown. This is as 
high as 9% on younger ages and 6% 
on older ages. 








pany and service. 


Any accidental death. . 








Certain accidental deaths. 
Accident Benefits, $50 per WEEK ( Non-cancellable) 
Also Disability Income, Waiver of Premiums, etc. 


ALL IN ONE POLICY 


You can see how worthy such a contract is in the hands of a 
progressive agent and we invite you to give serious considera- 
tion to the United Life “Policy You Can Sell.” 


There may be an opportunity in your town. 
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ROUND OUT YOUR SERVICE 


Here’s a policy that will back up every talking point of com- 
Think it over: 


Any natural death...... ; 


Our Vice-Presi- 


dent, Eugene E. Reed, will tell you all about it. Write him 


direct—and directly. 


UNITED LIFE 


- AND ACCIDENT INSURANCE COMPANY 
INQUIRE: 


Concord, New Hampshire 





Judge W.S. Ayres 
Dies at Des Moine 


HAD BEEN ILL FOUR MONTHS 





Vice-President and Counsel, Banl-ers 
Life of lowa, Followed in His 
Father’s Footsteps 





Judge William S. Ayres, vice-president 
and general counsel of the Bankers Life, 
died at his home in Des Moines on 
March 2, at the age of 56 years. His 
death resulted from a heart affliction 
which had caused his confinement to his 
home for the past four months. 

Death claimed Mr. Ayres at the con- 
clusion of ten years of Bankers’ Life 
service. He joined the legal department 
of the company as assistant gencral 
counsel in March, 1918; became general 


counsel on the death of the late I. M. 
Earle later in the same year, and was 
elected vice-president and general coun- 
sel in January, 1926, 

Mr. Ayres had been a resident of Des 
Moines since 1894, the year of his grad- 
uation from the law school of Drake Uni- 
versity. He attained marked success in 
legal circles. He was appointed assist- 
ant county attorney of Polk County in 
1910, and, upon the completion of his 
term in that office, was elected to the 
bench of the Ninth Iowa Judicial Dis- 
trict. At the last election of the Polk 
County Bar Association, Judge Ayres 
was elected first vice-president of that 
organization of prominent Des Moines 
attorneys. Judge Ayres was born in 
Knoxville, Iowa, on June 3, 1871. He 
was the son of Orlando B. Ayres, one 
of Iowa’s pioneer lawyers. His maternal 
grandfather was W. M. Stone, governor 
of Iowa from 1864 to 1868. 

In both his career and his ideals Mr. 
Ayres followed closely in the footsteps 
of his father, who was in 1886 elected to 
the bench of the Fifth Towa Judicial 
District and who spent the last three 
years of his life as a member of the 
Bankers Life’s board of directors. From 
him and from his early Knoxville neigh- 
bors Judge Ayres acquired the intense 
patriotism, the rugged honesty and the 
sense of fair play that characterized 
those pioneers. Funeral services were 
held last Saturday afternoon and inter- 
ment was made at the Glendale Ceme- 
tery. 





COMMISSIONS ON GROUP 


One of the large life insurance compa- 
nies pays commission on group insurance 
on the following rated schedules, one of 
which applies to business produced by 
general agents and the other to business 
produced by soliciting agents: 


— First Year-—— 
Soliciting General 
Up to— Agent Agent 
$5,000 premiums for 
the year... 174% 20% 
$5,001 to $10,000 ..  121%4% 15% 
$10,001 to $25,000 .. 74% 10% 
$25,000 to $50,000 ..  24%4% 5% 
Over $50,000 ..... 1%% 242% 


The renewal commissions below $50,000 
premium are 1%% for the soliciting 
agents and 214% for the general agents. 
Above $50,000 they are 1% for the so- 
licitor and 114% for the general agent 





GREAT SOUTHERN’S REPORT 


The Great Southern Life of Houston, 
Tex., found 1927 a profitable year. Ten- 
nessee was entered, giving the company 
nine states in which to write business 
Business in force has increased to the 
volume of $173,882,223. Admitted assets, 
invested in the high class securities re 
quired by law, have increased to $23,265, 
446.30, showing a net gain over the en 
tire previous year of $3,274,512.11. The 
legal reserve set aside in cash and gilt 
edge securjties has reached the sum of 
$19,295,206, a gain over 1926 of almost 


$2,000,000 
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COMPANY advertisement 
[ \ which appeared in last week’s 
issue of this publication announced 


an increase in first year commis- 
sions to agents and brokers. 


vicinity. 


This ruling naturally pleases us. 
It means money to our 
/ Xtna-izers hundreds 
of them — the men who 


Increased 
Commissions. 


play such an important role in the 
constant growth of our seven- 


agency group. 


We are enthusiastic about 
the increase in commis- 
because it 


sions, too, 


means money to life in- 


J. P. Graham, Jr. 


16 Court Street 
Brooklyn, N. Y. 


H. C. Hubbell R. E. Goewey 
110 East 42d Street 391 East 149th Street 
New York City Bronx, N. Y. 
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Increased 
Commissions 


. nearby area. 


“etna Life 


Insurance Company 
Hartford Conneéticut 


R. H. Keffer 


100 William Street 
New York City 


ee O->  0 0 OSOSOS 


help 


surance brokers. There is sincerity 
behind our desire to cooperate with 
brokers in the metropolitan and 
We believe they are 
well aware of that attitude. In 


turn, they have a hand in our 


We who comprise the Atna’s progress. They specify Atna poli- 
New —_ organization — “ as sure, sound pe 
emphasize that announce- Ccsiieirciane! “em They mesh their 
ment here for the benefit business smoothly with 
of our business friends in this ours. They are part of us. 


We are glad, then, that the Atna’s 


increase in commissions directly 
benefits the broker. 
feel that because it helps his busi- 


Somehow we 


ness it is a tangible indication of the 


fEtna’s eagerness to serve. 
6 Increased / 


Commissions 
Any of the tna offices 


listed below will give prompt and 
complete information to 
brokers ‘concerning the 
in com- 


new increase 





missions. 


T. M. Searles 


Essex Building 
Newark, N. J. 


E. A. Muller 


225 Broadway 
New York City 


D. R. Mason 


225 West 34th Street 
New York City 
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Equitable 1927 Group 
Dividends $2,200,000 


SIZE OF CERTIFICATE GROWS 





Total Number of Working People Cov- 
ered by' This Society Now 
Exceeds 800,000 





Nearly 150,000 additional employes 
were covered by Equitable Society Group 
Insurance during 1927. This brings the 
total number of employes covered by 
the Society to over 800,000. The indi- 
cations are that when reports of all com- 
panies are known, there will be an ap- 
proximate gain of 1,000,000 in the num- 
ber of workmen covered by Group In- 
surance during the year. 

Equitable Group dividends have also 
shown a substantial increase in the ag- 
gregate. In 1926, the Equitable paid over 
$1,600,000 in Group dividends; in 1927 the 
total Group dividends exceeded $2,200,- 
000. In many instances, the favorable 
refund gave the agent an opportunity of 
placing additional contributory insurance 
since the employer used this refund in 
a large part to take care of the pre- 
mium on the additional insurance, 

More than 40% of the homes reached 
by Group death claims had no other in- 
surance, while another 40% had less than 
$1,000 of other insurance. 

A striking feature of Group life in- 
surance has been the steady increase in 
the size of the individual group certifi- 
cate. The average in the Equitable for 
1918 was $1,013; today it is $1,406. 

William J. Graham, second vice-presi- 
dent, is in charge of the Group division. 

A recent interesting Equitable group 
case is that of R. Wallace Sons & Co., 
Connecticut; $2,000,000, covering 1,000 
employes. The corporation had been so- 
licited for seven years. 


NEW PRUDENTIAL GROUPS 





Coverage Totals $536,250 on 507 Lives; 
Five Contributory and Four Non- 
Contributory Policies 
Executives of business and industrial 
enterprises continue to give recognition 
to the value of group insurance for those 
employed by them, an announcement is- 
sued last week from the home offices of 
The Prudential disclosing nine new cases 
involving a total of $536,250 for 507 lives. 
There are five contributory and four 

non-contribut¢ ry cases. 

_The contributory cases include Orange 
County Telephone Co., Middletown, N. 
Y.; Wabena Cotton Mills, Inc., Lexing- 
ton, N..C.; French Laundry, Evanston, 
Ill.; Macon Grocery Co., Macon, Ga., and 
the Burton Manufacturing Co. Non- 
contributory cases are Insulation Mfg. 
Co., Inc., and General Insulate Co., Inc., 
Brooklyn, N. Y.; Bronx Borough Bank, 
New York City; Peerless Laundry & 
Dry Cleaning Co. Lexington, Ky., and 
the Campbell Chevrolet Co., San Diego, 
Cal. ; 





HAS LARGEST MONTH 


_ The month just ended was the largest 
in the history of the Brooklyn National 
Life. The February written business to- 
taled 360 applications for $1,290,700 of in- 
surance, showing a remarkably high av- 
erage of $3,600 per policy. 

The total for the first two months of 
1928 shows 627 applications for $2,064,000 
of life insurance. This business written 
for January and February, 1928, repre- 
sents an approximate increase of 100% 
over the same business for the first two 
months of 1927. 


FOUR MILLION IN FEBRUARY 

The Ives & Myrick Agency of the Mu- 
tual Life of New York paid for $4,147,- 
000 of business during the month of Feb- 
ruary which is a gain of $824,000 over 
the same period last year. 
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New York Life Agents 
Paid for 
927 Millon Dollars 


of NEW BUSINESS DURING 
THE NEW YEAR 
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@j This is the largest total secured by 
Nylic Agents in any year in the 


Company’s history, exceeding their 








record for 1926 by 
$27,000,000 


ING JNO JACI NOTING): 


@ The Company’s total insurance in force 
on December 31, 1927, was over 
= Six and a Quarter Billions, viz., 


5 $6,285,800,000 


WNC N\E ACO NGG) 


q In their service to the public, Nylic 
Agents continue to prosper and to forge 
ahead to greater achievements. 











“Ts it any wonder that, meas- 
ured by usual standards, 


Nylic agents are indus- 
trious, persistent, satis- 
fied and happy?” 
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s NEW YORK — _ Hien) | 
S| LIFE INSURANCE #igiii tng 
Iz COMPANY —— faggtitanice 
S 346 BROADWAY, NEW YORK SS 4? gage 


DARWIN P. KINGSLEY New Home Office Building now being 


erected on the site of the famous 
old Madison Square Garden 


President 
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Bank Insurance Bill 
Hearing In Bost: n 


UNDERWRITERS PRESENT VIE /s 
Claim Savings Bank Life Insurance £ »s. 
tem Has Outgrown Field Wher: 

It Was Created to Function 





Headed by Merle G. Summers, ch :r- 
man of the legislative committee of he 
Boston Life Underwriters’ Associa‘ on 
local life insurance men appeared in |: 
numbers at the State House on March 
2 before the legislative committee on 
State Administration, in support of G 
ernor Fuller’s recommendation to nike 
state departments self sustaining; {/at 
the cost of supervision by the division of 
Savings Bank Life Insurance be charged 
to the banks served, embodied in Senste 
Bill 1, and House, Bill 808, introduced 
by Mr. Summers, to’ provide that the ex- 
pense of maintaining the division of say- 
ings bank life insurance be assessed up- 
on the several interested banks in pro- 
portion to their premium income or oth- 
erwise. 

The representatives and friends of 
Savings Bank life insurance were also 
out in force, and were headed by Sav- 
ings Bank Life Insurance Commissioner 
George L. Barnes, Deputy Commissioner 
Alice H. Grady and the representatives, 
both officials and employes, of fifteen 
savings banks of the state, as well as 
the officers of several large corporations 
whose employes carry a_ considerable 
amount of this insurance. 

Brown and Summers Chief Speakers 

Edward I. Brown, past president of the 
Boston Life Underwriters’ Association, 
and Merle G. Summers, chairman of its 
legislative committee, were the chief 
speakers for the life insurance people. 

They submitted statistics which they 
claimed proved thaf the Savings Bank 
Life Insurance System had definitely 
abandoned the field fo functioning in 
which was created, ‘and entered upon a 
new enterprise, the*%business of writing 
life insurance on whomsoever and _ for 
such amounts as can be offered and se- 
cured. They pointed out that the gen- 
eral public has natugally come to believe 
that any system which has been main- 
tained and supportefl byjthe state for so 
long a period must be right, but the life 
insurance men claimed that there was 
something wrong with the system, when 
there was applied to it the test of what 
was fair and honest to the people of the 
state. t 

Mr. Summers said his bill would 
change the original‘act so that all the 
expense of the system for which the 
Commonwealth apprdpriated money each 
year would be borne by the Savings 
Banks themselves, in, that they would at 
the end of each year reimburse the state. 
He contended that appropriations for 
state departments were for the purpose 
of supervision of a business and not for 
promoting that business. 

“When you appropriate $163,000 for 
the insurance department of this state,” 
asked Mr. Summers, “do you expect the 
insurance commissioner to establish 
life insurance company, set up a homie 
office, advertise life insurance, use tli 
seal of the Commonwealth, and tell tlic 
people of Massachusetts not to buy lic 
insurance from the agents of the p' 
vate companies? ¢ 

“The reason for this bill now before 
you is to make the banks pay back ‘ 
the state the money with which savin 
bank life insurance is doing exactly th« 
things,” said Mr. Summers. 

“Right here in the State House, 
charged Mr. Summers, “is a life insu: 
ance company functioning for the mo: 
part in the interests of the banks an 
in the interests of a substantial class « 
citizens, on this money which this bi 
asks you to nwke them pay back eac 
year to the Commonwealth. The lif 


insurance men of this state have allowe 

the matter to pass unchallenged as lon: 
as possible. said Mr. Summers, and las 
year was the first time they sought leg 
We have come to a time 


islative relief. 
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in this state, he said, when we must 
have an answer to tHe question of 
whether or not the business of insurance 
car) be conducted without salesmen. The 
state today in the expenditure of this 
mcouey iS assisting to that extent in the 
ati: mpt to demonstrate that he business 
cai be successfully conduced on that ba- 
sis If the success of this experiment is 
to be honestly arrived at, if must be 
through the conduct of an honest, wnsub- 
sid: zed experiment. If this institution is 
ba:ed on an economic fact, the assistance 
of >he state is wholly unnecescary. The 
cn'y way to find out is to withdraw the 
fin ncial support of the Commonwealth, 
an we life insurance men will be per- 
fec ly willing to take our chances with 
an. system that is carrying its own fi- 
nacial load. That is all we ask.” 

‘he bill was opposed by Savings Bank 
Li.» Insurance Commissioner George L. 
Ba-nes, Deputy Commissioner Alice H. 
Grady, a number of members of the leg- 
isk.ture, heads of large manufacturing 
corporations, labor representatives and 
pe’sons who are insured under the sys- 
tell. 





CELEBRATES DIAMOND JUBILEE 





Co-Operative Insurance Society Holds 
Dinner in London in Honor of 
the Occasion 

A jubilee celebration dinner was re- 
cently given in London by the Co-opera- 
tive Insurance Society, Ltd., the chair- 
man of the society, Sir Thomas Allen, 
presiding. 

In his address Sir Thomas said that 
co-operation today was a word on new 
and strange lips. Politicians, industrial- 
ists, Capitalists, who but recently could 
only lisp the word, now give it full- 
throated utterance. Co-operators hailed 
the new spirit, from whatever motive it 
was conceived, and as time went on the 
merit of their principles would become 
more patent. 

J. H. Thomas, M.P., former Colonial 
Secretary in the Labor Government, in 
toasting the society, said there had been 
a tendency to belittle all that insurance 
really meant to those who joined the 
co-operative movement. The purchases 
they made in the store were an insurance 
of a square deal, and the humble divi- 
dend they left in was an insurance of 
something for a rainy day, while there 
were no-happier individuals living than 
the man and woman who by their own 
initiative and sacrifice became owners of 
their-own home. ; -- 

W. R. Blair, of Liverpool, who re- 
sponded, said that. since the English and 
Scottish ‘Co-operative Societies -amalga- 
mated in 1913 in the matiagement of the 
Insurance Society the life premiums had 
increased by over a million, and “now 
stodd at: £1,126,000. The assets in 1913 
amounted to half a. million, but now 
were over £6,000,000, and they had con- 
tributed: to the solution of the housing 
problem by advancing 2% millions on 
housé-purchase policies. 





F. H. SYKES PROPHECY 


F’H.:Sykes, second vice-president of 

the. Fidelity: Mutual, makes this. 1928 
prophecy: ; 
"“Turriing now to the new year, we 
hive every reason -for confidence and 
hizh ambition. There is good tone to 
the business. situation generally. Lead- 
ers in government, in industry, and in 
biz business: are united in their proph- 
ecy of good times in 1928. Life insur- 
ance is constantly claiming a more seri- 
ous place in the general economy of life 
aid business. And ‘of more direct and 
inmediate interest, Fidelity this year 
rcunds out a half century of worth while 
scrvice.” 





COLUMBUS MUTUAL REPORT 


Substantial gains are indicated by the 
annual report of the Columbus Mutual 
L fe of Columbus, Ohio. Under the head 
of insurance gained the company shows 


$11,707,000 in 1927, 


LEADER OF UNION MUTUAL 





Perrin-Durbrow Life Associates, Inc., of 
N. Y. Won Agency Cup Last Year 
With 124% Gain 
Perrin-Durbrow Life Associates, Inc., 
general agents in New York for the 
Union Mutual of Portland, Me., not only 
led the company last year in paid-for 
production but succeeded again in win- 
ning the agency cup offered by the 
Union Mutual for the largest production. 
This makes the second consecutive year 

that the agency has won this cup. 

Last year Perrin-Durbrow Life Asso- 
ciates showed an increase of 124% over 
the business of 1926 which was so pleas- 
ing to the company that this comment 
was made: “This advance is all the more 
remarkable because the volume of the 
issues was large and the aggregate vol- 
ume was more than double that of the 
previous year.” 

Last October and November the agen- 
cy rolled up a volume of $1,703,000 as 
its contribution during the President 
Bates drive. It continues to lead the 
company for the first month of 1928 and 
shows every indication of making new 
records by the close of the year. 

Mr. Durbrow, president of the organi- 
zation, has been in the business for the 





past thirty years and before forming 
Perrin-Durbrow Life Associates, Inc., he 
was the New York manager for the 
Union at 30 Church street, for fifteen 
years. Charles Bellinger is vice-presi- 
dent of the corporation and Sidney T. 
Perrin is its treasurer. 





PAPER COVER EDITION 

Gilbert T. Stephenson, vice-president 
and associate trust officer of the Wa- 
chovia Bank and Trust Company, Ra- 
leigh, N. C., at the Wednesday morn- 
ing session of the Mid-Winter Trust 
Conference at the Hotel Commodore one 
day last week, read a message from the 
F. S. Crofts Co., publishers of business 
books, which had to do with a contem- 
plated new edition of the book “Creating 
and Conserving Estates” by Woods and 
A. C, Robinson. The publishers, in view 
of the unusual demand for this book by 
insurance underwriters, offer a paper cov- 
ered edition priced at one dollar pro- 
vided that they can obtain orders for 
the work in 10,000 lots. No action was 
taken on the matter at that time, but 
is is thought that life underwriters will 
take advantage of this opportunity to 
secure copies of the book at a greatly 
reduced rate. 


J. A. FULTON RECUPERATING 





Home Life’s Agency Head Had Opera- 
tion in Kent Hospital, Dover, Del.; 
Was On Visit 
The many friends of James A. Fulton, 
head of the agency division of the Home 
Life, will be pleased to know that he is 
recuperating from the operation he had 
in Kent Hospital, Dover, Del. Mr. Ful- 
ton was visiting his old home of Wil- 

mington, Del., when he became ill. 


AGENCY MEN FEATURED 


The “Circle,” a monthly publication of 
the Diefendorf Brooklyn-agency of the 
Mutual Life, devoted most of its Janu- 
ary issue to the leading members of the 
organization. Among those featured 
were Warren T. Diefendorf, manager; 
Warren E. Diefendorf, assistant mana- 
ger; Fred Hadler, Jr., agency supervisor ; 
Fred C. Weimann, agency organizer, and 
Victor Duncan, cashier. 





SOMERVILLE AN ASSOCIATE 

The Stanford Wright Agency of the 
Fenn Mutual Life, 1 Federal street, Bos- 
ton, announced recently the appointment 
of A. Neil Somerville as an associate 
member of that organization. 




















BEVERLEY DUER 








AN OVERSOLD 
CONDITION 


HEN oversold policyholders fall into the “lapse 

and surrender” classes, the underwriter’s effort 

in placing the insurance has been wasted. It is impor- 
tant to the underwriter to sell insurance. It is even 
more important to him that it stay sold. 


One of the principal advantages of the insurance 
trust is that it is a safeguard against lapse and sur- 
render. In the funded insurance trust the continued 
payment of premiums is virtually guaranteed. Our 
booklet, “The Insurance Trust and Its Value to the 
Underwriter,” will be sent on request. 


Naiiwinal Bank of Commerce in New York 


TRUST DEPARTMENT 


C. ALISON SCULLY 
Vice-President 


Trust Officers 


MELVILLE W. TERRY 
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J. L. Madden Discusses 
Wills and Estates 


CALLS AGENT THE “KEY” MAN 





Refers to Conflicts Arising Out of Wills 
and Shows Importance of Properly 
Designating Beneficiaries 





James L. Madden, third vice-president 
of the Metropolitan Life, made an il- 
luminating address at the recent meeting 
of the trust of the American 
Bankers Association at the Hotel Com- 
modore, New York City, on the subject 
of “Wills, Trusts and Estates in Rela- 
tion to Life Mr. Madden 
spoke in part as follows: 


division 


Insurance.” 


“Life insurance plays a most impor- 
tant and commendable part in the crea- 
tion of estates, It may be compared to 
a callable bond, the principal of which 
automatically becomes due and payable 
on the death of the insured. The cost 
of this bond is frequently only about 
three per cent., payable annually, of the 
principal. It is interesting to compare 
this easy method of accumulating money 
for the use of the policyholder’s estate 
with the situation that sometimes arises 
when dependents, not receiving an in- 
surance tund, find it necessary to bor- 
row. In this case they pay about six 
per cent. in interest and have to repay 
the principal ultimately. It is not sur- 
prising, therefore, to find the American 
people thorough believers in life insur- 
ance, as is evident from the eighty-seven 
billion dollars in force. 

“The institution of life insurance today 
is in fact paying more money to live 
policyholders than to beneficiaries. Based 
upon an investigation covering life insur- 
ance disbursements from 1920 through 
1925, it was found that fifty-six per cent. 
of the total payments made by insur- 
ance companies went to living policy- 
holders, whereas only forty-tour per 
cent was paid to beneficiaries, It is sig- 
nificant that life insurance companies 
today are life insurance companies in 
fact, and not death insurance compa- 
nies, as they were once regarded. Today 
we find the life insurance companies 
helping the policyholders to be economi- 
cally independent during their productive 
years as well as during old age. 

“A great deal has been said and print- 
ed about life insurance estates being dis- 
sipated during seven years. This state- 
ment is a misleading one. The average 
amount of ordinary life insurance in 
force is in the neighborhood of $2,600 
and it is evident that this sum will not 
as a rule last seven years. Life insur- 
ance in the vast majority of instances 
does accomplish what the policyholder 
intended, namely, to tide the beneficiaries 
over the period of adjustment, so while 
it is no doubt spent, it is not fair to say 
that it is dissipated. Of course, there 
are instances of the dissipation of in- 
surance funds by beneficiaries, but it is 
doubtful if they assume the proportions 
frequently believed. 

Discussion of Wills 

“We all recognize the conflicts arising 
from wills. Often we read about cases 
where these documents are set aside 
by the courts for various legal reasons. 
A testator desirous of having his prop- 
erty go to definite beneficiaries is, there- 
fore usually very careful about the form 
and contents of his will. Policyholders 
who designate a named beneficiary need 
have no fear of the proceeds of their 
policy going to any one other than the 
person desired. Furthermore, he need 
have no concern over the court contests, 
legal fees, in fact insurance estates of 
this nature receive some forms of bene- 
ficial treatment, such as certain tax ex- 
emptions. Frequently the estate is named 
as beneficiary. In these cases the money 
becomes part of the estate which loses 
some of the benefits which otherwise 


would be enjoyed if a named beneficiary 
was designated. 
Agent the “Key” Man 

“The agent is the key to the proper 
adjustment of the life insurance pro- 
gram to the needs of the policyholder 
and beneficiary,” continued Mr. Madden. 
“In the development of any insurance 
program he should consider the circum- 
stances of the policyholder and suggest 
the proper type of contract or contracts 
to meet the policyholder’s needs, as well 
as the amount necessary to accomplish, 
the desired objectives. But he has an- 
other function, and that is to prepare 
a program for the distribution of the 
proceeds of the life insurance contract 
so that they will fully accomplish for 
the beneficiary what the policyholder 
intends, 

Some Misunderstandings 

“Unless an optional settlement plan 
is requested by the policyholder, the face 
value of the life insurance policy will 
be paid in a lump sum. Here again 
there has been some misunderstanding. 
It is true that from time to time lump 
sum payments have been dissipated, but 
it is likewise true that in almost every 
estate some lump sum payment is ab- 
solutely necessary in order to take care 
of the expenses incidental to the death 
of the policyholder, pay his outstanding 
indebtedness and tide the beneficiary and 
dependents over the period of adjust- 
ment. The lump sum payment in the 
main undoubtedly accomplishes these ob- 
jectives. . 

“There is an increasing amount of in- 
terest among policyholders in the proper 
method of distributing their insurance 
estates. In 1920 investigation discloses 
that about 2.85% of all policies issued 
were on an optional settlement basis; 
while in 1925 about 7.37% of the Ordi- 
nary policies issued carried optional set- 
tlement provisions. The instalment 
method seems to be most popular, while 
the interest method ranks second, 

“There can be nothing but praise for 
the system of insurance trusts when 
properly applied. It would be interest- 
ing though if some steps were taken 
toward systematically studying the insur- 
ance trusts actually being made, the pur- 
poses thereof, the cost of procuring them 
and ultimately of administering them.” 

In conclusion, Mr. Madden said he 
believed the growth of both types of 
service will “depend very largely on the 
increasing appreciation by policyholders 
of the importance of studying the op- 
tional settlment plans of their insurance 
contracts and definitely planning to pro- 
gram properly the distribution of their 
insurance estates for the benefit of their 
beneficiaries.” 





BANKERS ADDRESS AGENTS 

Charles F. Pierce, general agent of the 
Phoenix Mutual Insurance Company at 
Buffalo, was the principal speaker at a 
dinner of the Olean, N. Y.-Bradford, Pa., 
Life Underwriters’ Association in the 
former city. Mr. Pierce declared the 
success of any agent or salesman is in- 
creased by affiliation with an enterpris- 
ing life underwriters’ association. C. L. 
BRockmier and Holmes, Olean 
bankers, discussed life insurance from a 
banker’s standpoint. George Markham 
of the Connecticut General Company, 
was toastmaster at the dinner, at which 


more than fifty underwriters were pres- 
ent. 


Shoe Store Millionaire, 
Heavyweight, Dies At 28 


J. M. COWARD HEAVILY INSURED 








Business Written Last July; Had Re- 
duced 20 Pounds; Million of Ordi- 


nary in Seventeen Companies 





The death of J. Mortimer Coward, mil- 
lionaire president and owner of the Cow- 
ard shoe stores, this week at Havana 
of acute indigestion at the age of 28, at- 
tracted the attention of life insurance 
men because it was only last July that 
Mr. Coward was insured for $1,000,000 
of ordinary life and $5,000 of group in- 
surance; and there was considerable dis- 
cussion of the case when going through. 

The insurance was handled by H. M. 
Ten Broeck, representing the T. M. 
Searles Agency of the Aetna Life in 
Newark. Mr. Ten Broeck took about a 
month to place Mr. Coward’s insurance 
in seventeen companies. There was con- 
siderable reinsurance by those compa- 
nies. Mr. Coward passed a fine physical 
examination, although at that time he 
weighed 278 pounds and was six foot 
three in height. Two of the best life 
insurance examiners in New York City 


rated him as a fine physical risk in spite 
of his unusual size. 

Mr. Coward was quite an athlete while 
attending the University of Pennsylva- 
nia, and played football. When he was 
18 years old he weighed 248 pounds. 
At the time of his death he had suc- 
ceeded in reducing his weight twenty 
pounds, 

Mr. Searles said this week that more 
than $100,000 above the million was is- 
sued on Mr. Coward’s life which he did 
not desire to take at the time and if it 
had been necessary he could have ob- 
tained an additional $400,000. 





REACHES $100,000,000 MARK 





Federal Life Shows Phenomenal Growth 
During 1927; Total Yearly Income 
Over $6,000,000 

The Federal Life has closed the year 
1927 with over $100,000,000 of paid-for 
insurance, with accident and health pre- 
miums of over $3,000,000, which would be 
equivalent to the annual premium on an- 
other $100,000,000 of paid-for life insur- 
ance, making the size of the company as 
a whole, considering its accident and 
health premiums in terms of life insur- 
ance, over a $200,000,000 company. 

The company closed 1926 with $81,000,- 
G00 of paid-for life insurance in force, 
an increase during 1926 from $57,000,000 
or a total gain in 1926 of life insurance 
in force of $24,000,000. The income for 
the year just closed will total $6,000,000 
or over. The company now plans to 
— the $200,000,000 patd-for goal by 


During 1927 the company did some 
pioneer work by experimenting with 
newly designed policies and carefully 
prepared advertisements published in 
leading newspapers of the country. Cir- 
cularizing selected names also proved 
highly successful throughout the year. 
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New York Licenses 


The following brokers’ licenses h»\ 
been issued at Albany: : 

Curran & Gremmell, 1182 Putnam Averue 
Brooklyn. 

Heineman Brothers Realty Co., Inc., 11° 24 
Queens Boulevard, Kew Gardens. 

Jay Lionel Childs, 28 Brooklyn Avenue, Free. 


port. 
Coakley & Glaser, 565 Fifth Avenue, »\- 
York City. 


Herman W. Temps, 80 Maiden Lane, 


New 
York City. 

Nathan Heiman, 28 Pinehurst Avenue, > ew 
York City. 

Edward Talbot Peterson, 135 William Street, 


New York City. 
Paul Winter, 75 Maiden Lane, New York 


ity. 
Edward Horowitz, 195 Center Street, ew 
York City. 
Sigismund Harlam, 1309 Avenue O, Brook yn. 
Rudolph George Burkhardt, 116-27) 1é6cth 
Street, Jamaica. 
Max Barandes, 2147 60th Street, Brooklyn. 
‘ Culpeper, Curnin & Frieze, Inc., 563 0th 
Street, Brooklyn. 
Francis L. Hosmer, 72 Main Street, Mass-na. 
Harold E. Elsner, Treasurer, Business as Har- 
old Real Estate, 439 Winslow Avenue, Buffalo. 
William L. S. Olmsted, Inc., 1 Main Street, 
enesee, 
Clark Streeter, 109 Genesee Street, Utica. 
Edmund B. Ralph, 126 Pearl Street, Buffalo. 
John F. Enders, Marine Trust Bldg., Buffalo. 
James A. Wood, 204 Collins Bldg., Buffalo 
Charles B. Wilson, 43 Wilton Terrace, Roch- 
ester. 
Byron Grant, Liberty. 
Harvey J. Dobbs, 245 Woolworth Bldg., Wat- 
ertown, 
William E. Emerson, 238 Main Street, Buffalo. 
Robert Braunlein, 716 Mutual Bldg., Buffalo. 
Goodman & Litvin, 391 East 149th Street, 
New York City. 
David Wesley Rose, 214 Granite Bldg., Roch- 
ester. 
Walter Sondheim, 128 William Street, New 
York City. 
Charles Strum, 1244 Clay Avenue, New York 


oe. 
G orothy Wilson, 1270 Broadway, New York 


ity. 
George H. Hallanan, 9 Barrow Street, New 
York City. 

Mitchell Shaub, 217 West 125th Street, New 
York City. 

William Gilbert Osborne, 792 Macon Street, 
Brooklyn. 

William A. Maxwell, 486 Willis Avenue, New 
York City. 

Leo Feldman, 233 Rutledge Street, Brooklyn. 
Salvatore R. Manganaro, New York Avenue, 
Huntington. 

Robert G. Graham, 62 Market Street, Pough- 
keepsie. 

onheim-Levin Corporation, 570 Seventh Ave- 
nue, New York City. 

H. C. Horton & Son, 445 Jewett Avenue, 
West New Brighton. 

John J. Ryan, 310 City Bank Bldg., Syracuse. 
, Michael J. Murphy, 348 Bridge Street, Brook- 


yn. 

Morris‘ Richter, 316 Wyona Street, Brooklyn. 

Joseph M. McCarrick, 76 Chadwick Avenue, 
Newark, N. J. 

Frederick W. Burgard, 80 Maiden Lane, New 
York Cit 


y. 
Albert L. Rose, 45 John Street, New York 


ity. 
Harry D. Cole, 10 East First Street, Mount 
Vernon. 


Cyril A. Lewis, 35 Main Street, Tuckahoe. 


George "Nay olino, Bldg., Long 
Island Cit P 


y. 

Richard Donald Munroe, 117 Belvedere Drive, 
Yonkers. 

James Vincent Pettit, Jr., 569 78th Street, 
Brooklyn. 

John T. Cox, 2460 Davidson Avenue, New 
York City. 

Dudley D. Rockwell, 401 Robinson Bldg., 
Elmira. 


Ferdinand J. Benischek, West Main Street, 
Bay Shore. 


William J. Feeney, 1173 Nelson Avenue, New 
York City. 


Llewellyn C. Collins, 2313 Seventh Avenue, 
New York City. 


Irving Fischman, 15 Park Row, New York 


Manhattan 


City. 
John Anthony McKew, 9318 74th Place, Wood- 
haven 


Alice Rozalie Sempowich, 369 Lexington Ave- 
nue, New York City. 


William F. Englis, 565 Fifth Avenue, New 
York City. 

_ Harold E, Johnson, 55 Fifth Avenue, New 
York City. 


Ruth Hansen, 350 64th Street, Brooklyn. 

William P. O’Connor & Son, Inc., 43 Cecar 
Street, New York City. 

Hannibal Joseph Landl, 220 Delaware Av: 
nue, Buffalo. , 

Fred H. Merry, Verona. 

William Warren Smith, 106 College Avenur, 
Poughkeepsie. 

Home Investors’ Company, Inc., 551 Fif‘h 
Avenue, New York City. 

Charles G, Parker, 8 West 40th Street, New 
York City. 

Davidson-Warren Co., 420 Lexingt 
Avenue, New York City. 

Frank W. Porcaro, 106 Bleecker Stre:. 
Brooklyn 


John Toseph Mitchell, 1 Pershing Square, Ne~ 
York City. 


Leopold Freidin, 100 Maiden Lane, New Yor< 


Inc., 


ity. 
Reuben Moffman, 516 Eastern Parkway. 
Brooklyn. 


Vincent Milano, 321 East 112th Street, New 
York City. 
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An Outstanding Agent 
In Industrial Field 


Dp. E. DUMONT LED IN 1927 





Metropolitan Life Star Had an Average 
Increase of $5.46 Last Year; Beats 
Mushabac’s 1926 Record 





The leading industrial agent of the 
country last year was Donald E. Dumont, 
Metropolitan Life agent unattached at 
Pasadena, Cal, who finished 1927 with 
an average increase of $5.46 a week for 
the year or a gross increase of $284. 
Dunont has some very positive and in- 
teresting ideas as to how industrial in- 
surance should be sold. For example, he 
does not share the theory that most 
agents have that it is easier to sell in- 
dustrial to a woman than to a man. 
There are many agents who are of the 
opinion that it is much easier to persuade 
a woman to buy than it is to persuade 
her husband to take out a policy for her. 
Dumont sees the husbands instead. 

“The man of the house,” says Dumont, 
“doesn’t meet as many of the canvassers 
and salesmen as his wife. He isn’t so- 
licited so constantly. He hasn’t built up 
as strong a sales defense, because he 
isn’t called on to use it so often. That 
makes him easier to approach and easier 
to sell. A man likes to be considered a 
good provider for his family. Buying in- 
surance for them is one way that he can 
show it. He’ll think twice before refus- 
ing to buy, because he doesn’t want the 
impression to get out that he isn’t a good 
provider. 

“He also likes to be thought of as free 
with his money. That is to say, he doesn’t 
like to be considered close, or thought 
of as a tightwad, He has a certain pride 
in spending that a woman may lack. 
He'll toss a ten dollar bill on the counter 
and make a dollar purchase, when his 
wife’ll stop and count out two dimes and 
four pennies rather than break a quarter. 

“So when it comes to buying insurance 
for his family, he’s likely to buy more 
at one time than his wife would dare 
to buy. He doesn’t like to have his pur- 
chases criticized, so anything he buys 
stays bought. If he doesn’t like what his 
wife buys, he has no hesitation in tell- 
ing her so, and if there’s a possibility 
of undoing the sale, he’s apt to undo it. 

“There’s a lot of other reasons that 
makes the man of the house the best 
insurance prospect, the best prospect for 
the purchase of industrial insurance on 
the members of his family. One that we 
often overlook is the fact that he’s the 
one who’s taking the risk. If any of his 
dependents die without insurance, it’s 
father who must raise the money to pay 
for the funeral. It’s father who must 
go in debt if the money isn’t available 
to pay for the burial.” 

Most of Dumont’s canvassing is done 
in the evening for the reason that it is 
not easy to approach heads of families 
during the day. He calls at the homes of 
many prospects on Saturday afternoons 
and holidays, in addition to the evening 
calls he makes, During the daytime he 
looks up prospects and arranges for ap- 
pointments. He will go to almost any 
length to avoid a lapse, to resell a policy 
or to make collection on a case that’s 
in arrears. He believes that his low 
lapse ratio is because of the fact that he 
has the good will of every one of his 
policyholders. 

Dumont believes devoutly in industrial 


insurance for women and children; he 
also believes in industrial insurance for 
men who are unable to get ordinary. He 
thinks an agent should sell all industrial 
insurance through the head of the family, 
and he canvasses the husbands and 
fathers for insurance on the lives of 
women and children. 


Speaking of Dumont’s career, a writer 
in the current issue of “Tower Talks” 
says: 


“But he can be grim enough when it 
comes to talking business. He doesn’t 
gloss over the fact that the real reason 
for industrial insurance is to provide a 
burial fund. He doesn’t hesitate to tell 
exactly what the undertaker charged the 
neighbor whose wife died last week what 
the cemetery lot cost, and what the doc- 
tor’s bill came to. He makes it his busi- 
ness to know these things. And he also 
tells how much the insurance came to 
and what a Godsend it was to the fam- 
ily. He also tells why there wasn’t more 
life insurance, He tells what happened 
the last time he canvassed there and 
urged that the insurance be increased. 
Everybody that Dumont talks insurance 
to knows, before the canvass has pro- 
gressed very far, that almost any sort of 
a funeral costs between $300 and $400 
these days and knows that that’s a lot 
of money to raise in a pinch. But Du- 
mont doesn’t stop by telling what the 
average cost of funerals is; he drives 
the average cost home by citing the ac- 
tual costs of recent funerals in families 
that the prospect knows, funerals that 
the prospect may have attended, funerals 
from the prospect’s own church and in 
the prospect’s own block. He makes the 
prospect know why insurance is needed 
and why a little insurance isn’t enough. 


“But paying burial costs isn’t the only 
reason for buying insurance. Dumont 
doesn’t confine himself to the selling of 
death benefits. He sells the complete 
coverage that an industrial policy offers. 
He sells the provisions that give imme- 
diate payment of half the face amount 
of the industrial policy for disability due 
to loss of sight or loss of limbs and still 
keep the entire amount of insurance in 
force without further premium pay- 
ments. He reminds his prospects that 
accidents are on the increase. He re- 
minds them of the automobile accidents 
they’ve read about in the newspapers re- 
cently, of the child that was killed last 
week right in this very block. He tells 
them how many disability claims for loss 
of sight and loss of limbs that the com- 
pany paid on its industrial policies in 
1925 and how many more it was called 
on to pay and did pay in 1926, Those 
figures are surprising. They make that 
provision in the policy seem very much 
worth while. The accident that it pro- 
vides against may be waiting just around 
the corner.” 


Honored by Pres. Fiske 


During the Los Angeles Convention 
last November, President Haley Fiske 
called upon Dumont to tell his associates 
in the business the secret of his out- 
standing success as an industrial sales- 
man. [umont said that hard work, tire- 
less industry was responsible for his suc- 
cess. He qualified that statement, how- 
ever, by saying that he also applied com- 
mon sense along with a determination to 
achieve certain definite results. He is 
not the flashy type of agent, and mod- 
estly said he had to make up for his 
deficiencies in cleverness and ability by 
hard work. 


Carnegie Annuities 
Subject to Taxation 


U. S. SUPREME COURT DECISION 





Taxable As Income; Irwin Vs. Gavit 
Used as Authority in Affirming 
Lower Court’s Ruling 





Annuities under the will of Andrew 
Carnegie are taxable as income to the 
annuitant, under a decision by the Su- 
preme Court of the United States today. 
The case was decided per curiam and no 
opinion was set forth. Chief Justice 
Taft, who received an annuity of $10,- 
000 from Mr. Carnegie, took no part in 
the consideration of the case. 

The case decided is that of Cora B. 
Beatty, executrix of John W. Beatty, 
deceased, petitioner, against D. B. Hein- 
er, Collector of Internal Revenue of the 
Twenty-third District. The action was 
brought to recover part of a tax which 
John W. Beatty had paid upon his in- 
come for 1920 which had included an 
item of $5,000 received by Beatty from 
the income of a trust established for his 
benefit under the Carnegie will. The 
suit was based on the claim that the 
item of $5,000 was not taxable. The 
district court for the western district 
of Pennsylvania sustained the claim that 
the tax was not lawfully levied. The 
Circuit Court of Appeals reversed the 
district court. 

Affirms Circuit Court Rule 


The Supreme Court affirmed the find- 
ing of the Circuit Court of Appeals on 
the authority of Irwin vs. Gavit. It was 
the contention of the Department of 
Justice that this decision governed the 
Beatty case and therefore that the an- 
nuity was taxable as income. The Irwin 
vs. Gavit case arose in the construction 
of the will of Anthony N. Brady. 

By the Carnegie will, about fifty per- 
sons got annuities. For the most part, 
they ranged from $5,000 to $10,000. They 
included a number of prominent men 
and women in this country and abroad, 
including David Lloyd George. 





PRUDENTIAL’S LOANS 





Total Sum 1927 Amounted to $206,000,- 
000; Gain of Over 155 Million 
in 1926 

Investments by The Prudential during 
1927 again were directed in large part 
toward real estate mortgage loans, this 
phase of the company’s activity being 
disclosed in a _ recent report issued 
by Archibald M. Woodruff, vice-presi- 
dent of the company. 

The total loans made in this field dur- 
ing the year were 29,396 for the sum of 
$206,917,728.90; $159,112,896.08 of this 
amount was in housing loans in the 
United States and Canada. In addition 
to these, there were 307 loans on city 
property other than that used for resi- 
dential purposes, for a total of $27,115,- 
172.50. There also were 3,800 farm loans 
for a total of $20,689,660.32. The loans 
made on dwellings and apartments dur- 
ing 1926 totalled $155,500,000, thus 1927 
shows a gain in this field of $3,612,896.08. 





Dr. J. E. Sebrell, manager of Pru- 
dential’s ordinary agency at Charlotte, 
N. C.,, has taken his son, J. E. Sebrell, 
Jr., into partnership and will do business 
under the firm name of Dr. J. E. Se- 
brell & Son. 
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PLUGGING LAPSE HOLES 





Questions Which Agents Should Ask 
Policyholders Once a Year, Accord- 
ing to R. P. Withington 
R. P. Withington, agency supervisor 
of the National Life of Vermont, advises 
agents to make contacts with policyhold- 
ers at least once a year and ask them 

these questions: 

1. Has the insured provided for both 
primary and contingent beneficiaries in 
his policies ? 


2. Has the insured arranged a definite 
Financial Plan through life insurance 
providing for a Clean-Up policy, Income 
policy, Mortgage policy, Educational pol- 
icy, instead of all his insurance being 
settled as so much brick and mortar 
(lump sum)? Does his plan require re- 
vision in keeping with life’s changing 
needs ? 

3. Does the policyholder’s life insur- 
ance estate do all that he desires it to do 
for his family ? 

4+. Are the dividends being used to 
the best advantage? 

5. Does the policyholder desire the 
premium payments changed to come at 
more opportune times during the year? 

If there are loans outstanding on 
the policies has the insured made definite 
arrangements to liquidate this indebted- 
ness? Has the policyholder secured an 
Indebtedness Policy to cover his loans 
during the period of liquidation ? 

If the policyholder owns term in- 
surance has he provided a definite pro- 
gram of converting all or part of this 
insurance to a permanent form from year 
to year before the end of the term 
period ? 

8. In the event of greater elasticity 
or discretionary powers, has the insured 
made arrangements to have all or part 
of his insurance payable to a trust com- 
pany? 





R. M. RYAN ON RADIO 





Michigan Manager For Equitable So- 
city Talks In Business Funda- 
mentals Over WJR 
Robert M. Ryan, Michigan manager 
for the Equitable Society and president 
of the Detroit Life Underwriters Asso- 
ciation, was the fourth speaker in the 
life insurance lectures broadcast from 


radio station WJR, Detroit, in the Union 
Trust Co.’s course in Business Funda- 
mentals. 

Mr. Ryan discussed the present status 
of life insurance and the profession of 
life underwriting. After remarking that 
life insurance is typically an American 
institution, as greater amounts in more 
policies are carried here than anywhere 
else, he told the fundamental reasons for 
such protection. 





APPOINTED SUPERINTENDENT 

Peter Reid has been appointed super- 
intendent of the Orange, N. J., office of 
The Prudential, succeeding L. Wilson 
Frisbee who has retired after forty-twe 
years of service. Mr. Reid entered the 
service of the company as an agent: in 
Atlantic City. He was made an assist- 
ancy in 1920. In 1921 he was transferred 
to Orange and made a special assistancy. 
He was the right-hand man of Mr. Fris- 
bee and is well equipped to direct the 
affairs of the Orange district. 





THE LIFE INSURANCE COMPANY OF VIRGINIA 


HMOND, VIRGINIA 
INCORPORATED 1871 


Admitted Assets, Over 51 million 
Insurance in Force, Over 300 million 
Payments to Policyholders in 1926, Over 3'4 million 
Total Payments to Policyholders Since Organization, 
Over 43 million 


JOHN G. WALKER, Chairman eof the Board BRADFORD H. WALKER, President 








George T. Smith, Vice-President 
Chas. F. Nettleship, 2nd Vice-President 








The Colonial Life Insurance Company of America 
Insurance in Force 
ONE HUNDRED MILLION DOLLARS 
1927 Showed Greatest Gains in History of Company 
Wide Variety of Ordinary and Industrial Policies 


Give Agents Unusual Money Making Opportunities. 
OFFICERS 
E. J. Heppenheimer, President 


Home Office—Jersey.City, N. J. 


. C. Wise, Treasurer 
S. R. Brown, Secretary 
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IS THERE 
VALUE 


ANYTHING OF EQUAL 
IN AMERICA AS CHEAP 
AS INSURANCE? 

When fire insurance is’ mentioned in 
public places there is rarely any expres- 
sion given to its cheapness as compared 
with other necessities which people buy. 
Rather the boot is on the other leg be- 
cause there is a lot of daily paper pub- 
licity about rate protests when property 
owners in a section think they are pay- 
ing too much for their coverage. Upon 
those occasions the allegation is both 
that rates are exhorbitant and that they 
are unfair. 

Take Buffalo, for instance, where As- 
semblyman Howard W. Dickey of that 
city declares that property owners of the 
city have been ‘ of exceptionally 
high fire insurance tariffs and he has gone 
to the assembly and to the insurance su- 
perintendent “for relief.” And here is 
what he tells the people of Buffalo: 

“In 1927 Buffalonians paid $15,000,000 
in fire insurance premiums even though 
the total fire loss was but $1,846,816.33.” 

This is a typical example of the man- 
ner in which politicians talk first and in- 
vestigate afterwards. If there had been 
an investigation before newspaper inter- 
view, the 


‘victims” 


Assemblyman would have 
learned that the 1927 Buffalo premium 
income of fire companies was less than 
$5,000,000 ; 
too ‘high. His fire figures may 
have been obtained from the fire depart- 
ment’s records which in all cities are no- 
toriously minimized as the lower the fire 
record the better the light in which the 
department is presented. 


so his guess was very much 


loss 


According to 
the records in the loss departments of 
fire companies, Buffalo has had a fire 
loss averaging 62% over a long period. 
Furthermore, the Buffalo Fire Depart- 
ment is not regarded as one which can 
pin any medals on itself either for brav- 
ery in entering burning buildings or skill 
in fighting fires. In compiling statistics, 
however, it takes a back seat for none. 
3ut that’s another story. 

Reverting to the real low cost of in- 
surance offered by fire companies there 


is an illuminating article in the current 
issue of “The Hartford Agent” about the 
$10,000,000 loss occasioned by the explo- 
sion recently of a Pittsburgh gas tank. 
The price of the explosion insurance is 
almost unbelievably cheap. A compari- 
son between the property damage done 
by such an explosion and the price of 
indemnity is striking. For $5 there is 
protection against a $10,000 loss on dwell- 
ings, for instance, with greater 
tion at correspondingly 
“The Hartford Agent” 
situation in this way: 


The Pittsburgh explosion is said to 
have done $10,000,000 damage and it was 
a costly chapter in the explosion lesson 
book. The Pittsburgh factory illustrated 
in this article was so damaged that it 
had to be torn down. Here is a loss 
piled onto a loss. The expense of demo- 
lition added to the cost of a new build- 
ing is a double burden, which, without 
insurance, could well shake a stout con- 
cern to its foundations. How many of 
your clients could stand such an unin- 
sured loss without serious financial em- 
barrassment? There are countless build- 
ings which are well protected by fire 
insurance—and on which explosion in- 
surance is a logical and very inexpensive 
added protection. The rates are exceed- 
ingly low, only five cents per hundred 
dollars with 50% coinsurance, with spe- 
cial further reductions for higher coin- 
surance. This five-cent rate applies on 
approved dwellings, mercantile and office 
buildings, apartment houses, club houses, 
schools and churches. It is impossible 
of course to depend on this five-cent 
rate as being generally applicable, as the 
explosion hazard varies greatly in na- 
ture and degree. But it is near enough 
an average to make a screen on which 
to throw a picture of the explosion in- 
surance situation. Such a picture reveals 
amazing gaps—great blank spaces which 
should be filled in much more solidly. 
An actual diagram of the territory sur- 
rounding the Pittsburgh gas tank would 
show solid areas not protected by ene 
sion insurance; and through these gaps 
the force of the explosion hurled destruc- 
tion and desolation with not the slightest 
insurance protection to soften the blow. 
Compared with the low cost of explosion 
insurance, the damage done is tragically 
out of proportion. Imagine a total loss 
of $10,000 compared with the $5 neces- 
sary for protection. 


protec- 
increased rate. 
describes the 





CAN’T BE USED FOR EXPENSES 





Massachusetts Attorney General Rules 
About $100,000 Allocated to Expense 
Out of Interest and Dividends Paid 
Knights of Pythias 

The Supreme Lodge of the Knights of 
Pythias, a fraternal society licensed in 
Massachusetts in 1926 allocated to the 
expense fund of the society $100,000 out 
of the interest and dividends paid to the 
society on all of the stocks and bonds 
owned by it. This sum was apparently 
taken from the accretions of the death 
fund of the society. The society con- 
tends that it has a right to use any 
portion of the accretions to its death 
fund in excess of 3%%, which is the 
rate of interest assumption on its re- 
serves, because its by-laws so provide. 

The Massachusetts Attorney General 
denies this. He has ruled that none of 
the accretions which have in fact actu- 
ally enured to the mortuary or disability 
funds shall be used for expenses. 





P. R. WENDT WITH BERKSHIRE 





General Agent Forms Partnership With 
R. A. Van Alst, Jr., in 42nd St.; 
Also to Represent Sun Indemnity 
Paul R. Wendt has resigned from 
Hoey, Ellison & Wendt, general agents 
of the Equitable of Iowa, and has joined 
forces with Robert A. Van Alst, Jr., gen- 
eral agent of the Berkshire. The Van 
Alst agency was established at 100 East 
Forty-second street, New York, about 











| The Human Side of Insurance 











PROFESSOR PAVESE 








Generose Pavese of the Eureka-Mary- 
land Life Insurance Co., Baltimore, is not 
only the world’s champion fencer but 
has been for thirty-five years. Professor 
Pavese has received a number of honors 
from European rulers. He has remained 
at the top by constant planning and reg- 
ular practice in the art and science of 
swordsmanship. When he began to sell 
industrial insurance he planned his work 
with just as much care and concentrates 
on the prospect and his needs, with the 
result that he became the leader of the 
company in writing this insurance. 

ae 


Lawson T. Hargreaves, manager for 
Canada of the Pearl Assurance Co., has 
announced the appointment of Johnson 
Jennings, Inc., as general agents for 
Montreal and district. The Pearl recent- 
ly entered Canada for the transaction of 
fire and allied lines of insurance and is 
a strong British company with assets ex- 
ceeding $215,000,000. 








two years ago and has grown fast. Mr. 
Van Alst was for twenty-six years with 
the Mutual and left the Ives & Myrick 
agency to go with the Berkshire. Mr. 
Wendt joined the Equitable of Iowa ten 
years ago in Philadelphia; became gen- 
eral agent in New Jersey and joined 
Hoey & Ellison in January, 1926, 

Van Alst & Wendt will also act as 
general agents for the Sun Indemnity, 
offering a full line of accident and health 
policies. They will also establish a sep- 
arate unit for placing of sub-standard 
business. Another separate unit will be 
a combination of facilities of several of 
the more successful plans for creation of 
life insurance trusts. 





L. E. THIEMAN’S NEW POST 
Casualty Information Clearing House 
Man Goes With Louisville Board 
of Fire Underwriters 
Leo E. Thieman, of the Casualty In- 
formation Clearing House, Chicago, was 
this week selected by the Louisville 
3oard of Fire Underwriters to fill a new 
post, to be known as executive secretary 

or executive manager. 

Mr. Thieman, a former Louisville man, 
is the son of Henry Thieman, vice-presi- 
dent of the National Bank of Kentucky. 
He has had several years’ experience in 
insurance organization work, and comes 
highly recommended. Mr. Thieman was 
selected by a special committee of the 
board, named some weeks ago for the 
purpose, and headed by E. S. Tachau as 
chairman. 


Harry Edwin McClellan, resident vice - 
president of the Maryland Casualty «i 
San Francisco, was once office boy ts 
the late President John T. Stone of th 
company, and also to J. G. Cloud, then 
superintendent of agents. He became 2n 
assistant auditor; then superintendent «i 
the fidelity bonding section and in 1913 
was made assistant secretary. In 191) 
he reorganized the auditing division «i 
the company and was appointed auditor. 
He went to San Francisco in 1923, 

ae 

Edward D. Duffield, president of The 
Prudential, and Mrs. Duffield, left on 
Tuesday for a three weeks’ vacation at 
Augusta, Ga. 

a ke, Te 

W. R. Ehrmanntraut, manager of the 
Brokers’ Branch of the American Surety 
Co. at 100 William street, has been 
elected president of the New York Jun- 
ior Board of Trade and Transportation. 
Mr. Ehrmanntraut has been active in 
the board’s work recently as chairman 
of its Civic Affairs Committee. Among 
the directors elected at the same meet- 
ings were two insurance men: E. Rollins 
Dunn of Fox & Pier, Inc., and Cort- 
land Otis of Otis, Jones & Co, 

ce ok 

Harry Austin, general manager of the 
American Foreign Insurance Association, 
is being congratulated by his many 
friends on his marriage on February 22 
at Charleston, Mo., to Miss Pauline 
Moore. Several of his insurance asso- 
ciates accompanied him West for the 
wedding but the event came as a com- 
plete surprise to the majority of his 
friends in New York. Mr. and Mrs. 
Austin have returned here and are mak- 
ing their home in this city. 

ee A 

G. Lee Redmon, formerly in the dis- 
tilling and liquor warehousing business 
at Louisville, where he operated a con- 
centration bonded warehouse, has recent- 
ly joined his old friend, E. S. Tachau, 
of E. S. Tachau & Sons, fire and general 
insurance agents, as a solicitor. 

* * * 


Mrs. Clarence J. Daly, wife of the 
president of the Capitol Life of Denver, 
was the star and assistant director of 
the “American Legion Revue,” recently 
presented in a Denver theatre. 

+e = 

S. Carlisle Goodrich of Chas. T. Good- 
rich & Son, local agent at Newburgh, 
N. Y., has just been elected president of 
the Newburgh Chamber of Commerce. 

kx 


Sydney Lewis, B.A., formerly inspector 
for the London & Lancashire Guarantee 
& Accident Company, Montreal, will join 
the General Accident of Canada as in- 
spector for Quebec and the Maritime 
Provinces as from March 15. 

Frederick G. Pook, sub manager of the 
Mercantile & General of London, is vis- 
iting this country. 

* 

R. A. Corroon, president of the Am- 
erican Equitable, has returned from Palm 
Beach. 

* * x 

Charles D. Hilles, New York manager 
of the Employers Liability, called on 
President Coolidge at the White House 
last week. 

at 

Winslow Russell, vice-president of the 
Phoenix Mutual Life; Clarence T. Hub- 
bard, secretary of the Automobile, and 
George L. Hunt, Connecticut general 
agent for the New England Mutual, were 
among the insurance men prominent at 
the annual dinner of the Hartford Cham- 
ber of Commerce. 

+. & 

Irving T. poems formerly with the 

Hartford “Courant,” has joined: the pub- 


lication division of the Aetna Life. 
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A Slight Error 


The arrival of a _ registered parcel 
which should have contained $25,000 
worth of jewels but which was empty, 
and with the appearance of having been 
pried open, recently caused considerable 
alarm in the office of a London insur- 
ance broker. Police and postal authori- 
ties were sent for in an endeavor to 
trace the history of the parcel, which 
had been despatched from Paris. 

A solution to the mystery was not 
found until the principal of the firm 
wired to Paris, and received the follow- 
ing reply: “Sorry, we sent box empty; 
forgot to put in jewels.” 

Further elucidation came in a message 
from the customs authorities: “We have 
to inform you that we opened a box ad- 
dressed to you from Paris and found it 
empty.” 

* * x 
Burkan Didn’t Show Up 

Nathan Burkan, well known New York 
City lawyer, and also active in Tammany 
Hall, for whom the hearing on the 
Greenberg bill relating to cancellation of 
a health and accident policy was put 
over in Albany for one week in order 
that he might appear before the Senate 
Insurance Committee, failed to put in an 
appearance and the bill is undoubtedly 
dead. It has already been killed in the 
Assembly Insurance Committee. 

e &  * 
Reactions Influenced by a Fire 
Insurance Talk 

Probably the addresses delivered in the 
past twelve or thirteen months which at- 
tracted as much attention as any others 
in fire insurance were those of Christo- 
pher Gough, deputy commissioner of 
New Jersey, in charge of insurance, who 
discussed the Beha footnotes relating to 

group ownership of companies; the talks 
at the insurance commissioners’ conven- 
tion here in which one man after an- 
other arose and told how his state would 
retaliate if Ohio insisted upon going 
through with its tax discrimination 
against non-Ohio companies; and the ad- 
dress of Robert P. Barbour, United 
States manager of the Northern Assur- 
ance, who talked on “Earned Premiums” 
before the Northwest Association in 
Chicago. 

I have often wondered whether ad- 
dresses of a constructive nature in fire 
insurance really carry weight and I, 
therefore, looked into the recommenda- 
tions made by Mr. Barbour in an effort 

) find out what the reaction has been. 
lis talk was delivered exactly a year ago 
and carried with it:several definite sug- 
xestions for reforms in the fire insur- 
ence business. While the suggestions 
made by Mr. Barbour were not neces- 
carily original with him—in fact, similar 
suggestions have from time to time been 
put forward—the truth is that no chief 
ire executive has recently offered so 
many suggestions in one address nor 
recommendations of a more positive na- 
ture. 


One suggestion was that rating organi- 





zations should re-inspect and re-rate 
properties periodically without waiting 
for revision of rate. This has been made 
effective in a number of rating organi- 
zations and is producing good results. 

Mr. Barbour is reported to have had 
a number of letters on the subject of loss 
adjustment, about which he had some- 
thing to say. His talk did not stir up 
that subject particularly, but it may have 
had some slight effect in securing the 
co-operation of field men and others with 
the National Board’s program on this 
subject. 

One suggestion he made had to do with 
simplification of the phraseology of rules 
and clauses which are susceptible to uni- 
formity. A committee has been at work 
on this subject and its findings will be 
considered for adoption all over the 
country. 

Mr. Barbour also touched the topic of 
fractional rates. In some organizations 
fractional rates beyond two points are 
no longer promulgated. 

Another point made was that exten- 
sion of the term rule to a larger num- 
ber of classes than formerly had the 
effect of reducing the rate, since two 
and a half times the annual premium for 
three years is not actuarially equivalent 
to three annual premiums despite the 
savings and interest earnings involved. 
There was certainly justification where 
three year policies might be written at 
twice the annual rate and in some cases 
this rule has been changed to two and 
a half times the annual rate instead. 
Nothing has been done regarding the use 
of a larger fraction, but there has been 
considerable discussion over the with- 
drawal of the “term privilege” from cer- 
tain clauses although nothing definite has 
been done so far. 

Another topic discussed by Mr. Bar- 
bour was that of cancelled policies. That 
question has of course become a live one 
and there are rules in effect in many 
jurisdictions at the present time requir- 
ing earned premiums if a policy runs 
longer than for a specified term. 

Mr. Barbour also commented on the 
large number of policies, forms, clauses 
and other printed material which is used 
in fire insurance in the production of 
business or its renewal. It is understood 
that some attention is being given to a 
reduction in the number of kinds of poli- 
cies in use, where they are not a state 
requirement, but none looking towards 
a universal standard policy for use by all 
states. 

i a 


The Old Colony Club 


There is now in progress a complete 
reorganization of the Old Colony Clubs. 
Due to the protracted illness of Albert 
J. Norton, late president of Old Colony 
Clubs, an energetic New York Club pro- 
gram did not succeed. The club in the 
French Building (Fifth Avenue) was not 
established, but thousands of dollars 
were invested in the Old Colony Club at 
84 William street. The new program 
contemplates the prompt closing of the 


Old Colony Club rooms at the Waldorf 
Astoria Hotel, and making the club 
rooms at & William street better and 
of more service to all the members. It 
is intended to establish a service office, 
and later, if conditions permit, up-town 
club rooms in the vicinity of the Forty- 
second street district, for the conven- 
ience of members, and the making of 
the service and clubs of real value, bene- 
fit, and an asset to all members and 
guests. 

There are about 1,500 members in New 
York, and altogether 40,000 names the 
country over. All the clubs are being 
reorganized. A brief outline of the or- 
ganization of the New York clubs is as 
follows: 

A charter is being applied for the 
Greenwich Colony Clubs of New York 
City, Inc., with a capital of 1,000 shares 
of no par common stock, and_ 10,000 
shares of Class A common stock. Every 
member of the New York City Old Col- 
ony Clubs, desiring to participate in this 
reorganization, shall receive in lieu of 
his membership one share of Class A 
stock of the Greenwich Colony Clubs 
of New York City, Inc., and a member- 
ship in the Greenwich Colony Clubs, Inc., 
of Delaware, the national corporation, 
which shall own, control and supervise 
the management and operation of all the 
Greenwich Colony Clubs in the United 
States, and all the Old Colony Clubs 
taken over and acquired by the former. 
The annual dues for all New York mem- 
bers in the Greenwich Colony Clubs, Inc., 
of Delaware, are to be reduced to $50 per 
year, entitling them to all the facilities 
and benefits in New York and elsewhere. 

6) % 
Knowing Where To Put Your Finger 
On Bankers 


Frequently we hear insurance solicitors 
and agents ask how they can meet men 
of affairs who are difficult to approach. 
That is a question which never bothers 
a hustling young newspaper reporter 
who is intelligent. Told to see an East 
Indian rajah or an Arabian prince who 
may be visiting in New York he will 
find him and that goes with newspaper 
reporters throughout the country. Here’s 
an example. 

Covering insurance news mostly, and 
financial news occasionally, for the New 
York “Times” is young Jack De Forrest 
who was born without a sense of rever- 
ence, caste or inequalities of any kind. 
One Saturday night at 10 o'clock he 
was sitting in the office of the “Times” 
when word came that the much dis- 
cussed sale of the Bank of America to 
the Bank of Italy had finally been con- 
sumated. To catch an edition the 
“Times” had to know whether the story 
was true or not inside of an hour. The 
night editor put it up to De Forrest to 
ascertain the fact. There were five men 
who could tell and all of them bankers. 
They were the Giannini brothers, the 
Jonas brothers and Delafield of the Bank 
of America. 

De Forrest called up A. P. Giannini at 
the Ritz-Carlton but could not reach 
him. He called up the two Jonas houses 
and neither of those brothers were at 
home. He tried the Delafield house and 
obtained no information. Then he got 
the wife of Dr. Giannini, New York 
banker, on the wire and was informed 
by her that her husband was attending 
some public dinner, but did not know 
the name. 

De Forrest looked up the schedule on 
the night editor’s desk of the public din- 
ners being held that night and decided 
that the Gianninis might be at the affair 
of the American Institute of Bankers 
at the Astor. The fact that he couldn’t 
at that hour get a ticket for the banquet 
didn’t phase him as he crashed the gate 
by simply pushing the doorman aside 
and walking in. On the dias were the 
two Gianninis and Delafield. Approach- 
ing A. P. Giannini he was referred to 
Delafield who acted peeved when ap- 
proached. 

“This is certainly an inopportune place 
to interview me,” he growled when De 
Forrest introduced himself. 

“Granted,” answered the reporter, “but 


the ‘Times’ wants to know whether the 
bank has actually been sold. All we 
want is a yes or no. 

“The deal has been consummated,” said . 
Delafield gruffly. ; 

De Forrest wasted no time in running 
to the telephone and on his way out saw 
that one of the Jonas brothers was also 
attending the dinner. 

While insurance cannot be sold in the 
manner in which news is collected there 
must be a rapid fire technique in selling 
life insurance just as there is in jour- 
nalism. The late Harry B. Rosen had it 
as he could sell insurance the first min- 
ute of the interview. However, this is 
an approach and not a selling story, and 
is printed merely to illustrate that if you 
use your head ‘and are progressive and 
unafraid you can go farther than if you 
are timid, backward and not intelligent. 

i 


Governor of Massachusetts Changes His 
Registrar of Motor Vehicles 

The resignation of Frank A. Goodwin, 
Massachusetts State Registrar of Motor 
Vehicles, following a clash with Gover- 
nor Fuller, removed one of the most 
prominent figures in the compulsory 
automobile insurance act situation in that 
state. Goodwin is the man who gave 
out many of the statistics about acci- 
dents and about licenses which have 
thrown conflicting light on the way in 
which the act is operating. He was one 
of the three members of the Board of 
Appeals to which the insurance compa- 
nies have gone when they wanted to re- 
fuse carrying risks which they felt had 
bad moral hazard or other objectionable 
features. While Goodwin was stern and 
forceful in his attitude towards the com- 
pany representatives he treated the taxi 
drivers and owners the same way. In 
other words, he was a fair and square 
public official. 

Goodwin’s removal had nothing to do 
directly with the conduct of his office. 
It resulted from his activities in connec- 
tion with the Commonwealth Service As- 
sociation, an organization of State em- 
ployes which he had promoted and in 
behalf’ of which he had waged a long 
campaign for reclassification and higher 
wages. 

A year ago the State employes were 
reclassified, with a readjustment of sala- 
ries, but this did not satisfy Goodwin, 
who asserted that it had failed to pro- 
duce the desired results. 

Appearing before a legislative commit- 
tee a few days ago, he charged that 
Governor Alvan T. Fuller had broken 
faith with the State employes and de- 
clared that the Governor had said to 
him that “no one ever crossed me and 
got away with it.” 

The Governor characterized the Regis- 
trar as “untruthful.” 

Goodwin had clashed with Governor 
Fuller on several previous occasions. He 
had also been involved in controversies 
with judges as a result of his charges 
that they were too lenient with offenders 
against the motor vehicle laws, especial- 
ly those relating to drunken drivers. 

George A. Parker, Federal Prohibition 
director, has been named to succeed 
Goodwin. 

* * * 


One Fire Department Subject to 
Traffic Laws 


A. M. Wilson, city manager of Colo- 
rado Springs, has informed Fire Chief 
P. D. McCartin that fire trucks come 
under the speed laws, just as much as 
any other vehicles; that it is better to 
arrive at a fire a few minutes late than 
not at all. 

There has been some collisions be- 
tween fire wagons and citizens’ vehicles 
with the result that the fire trucks were 
delayed in reaching the fire, hence it is 
that Manager Wilson has issued an order 
that any fire wagon driver who exceeds 
the speed limits, twenty miles an hour in 
the business district, twenty-eight miles 
in the residential district, will be arrest- 
ed and fined under the law. 

Chief McCartin has posted the order 
and will comply. 
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N. Y. State Fire lananante Net 
Premiums and Incurred Losses, 1927 


Fire insurance net premiums received 
and net losses incurred for New York 
State during 1927, taken from the annual 
statements now on file at Albany, are 
given in the following table. The Home 
again leads the field, with a net premium 
income of $3,776,171. The Continental 
still remains in second place with $3,417,- 
050, and others among the leaders include 
the Aetna, U. S. Fire, Fidelity-Phenix, 
Great American and Insurance Company 
of North America. The average loss ra- 
tio did not differ widely with that of 
1926. The figures follow: 


Net Losses 
Companies: Premiums Paid 

re eer 2,362,585 922,291 
es ee en 829,109 359,750 
en EP ree re eee 333,031 112,551 
Amer. & Foreign........ 155,361 65,294 
on, AOR ee ee 109,303 63,519 
errr eer 188,142 110,203 
American, Newark ...... 1,043,503 407,224 
American Alliance ...... 390,056 154,316 
American Central ....... 374,365 255,184 
American National ....... 114,017 51,933 
Automobile .............. 869,832 668,824 
Ce en Sere ree 432,694 185,758 
American Eagle ......... 1,172,111 531,723 
Amer. Equitable ........ 901,373 286,126 
en ee 133,653 68,109 
Bankers & Shippers...... 327,368 116,552 
Baltimore-American ...... 377,642 164,438 
eee 238,831 127,839 
NN ie tba e bats a bic 565,190 252,944 
Dc cawacieise aden was 423,485 159,734 
PE. .clovuskasascaea 79,717 54,976 
PN cnossnnsenscbasen 107,240 52,021 
BS ee ee 152,293 57,037 
CD ncicosvnvecen ne 708,288 229,700 
ee RR ee ee 123,326 90,832 
es 720,292 303,406 
CIES 6 5c nsn cents bse 305,012 118,147 
Commercial Union ....... 939,332 522,772 
Commercial Un. N. Y..... 154,494 63,483 
Ce Deer errr 311,501 131,369 
Christiana General ...... 570,765 212,384 
ee 703,492 256,216 
a 2 ee errr 804,548 349,083 
CE: rind keene scuee ee 226,136 113,165 
Commonwealth .......... 344,619 142,972 
CE costes vedas 3,417,050 1,349,717 
MN ica ocaweawsok es 95,622 31,843 
Re rere ore 161,668 66,629 
DMD avi chienanectosus 268,173 101,865 
Basie Star & B.D. ..<0% 387,978 164,691 
BMP aoc 6s cess anvesc pn 74,881 23,924 
reset 144,848 88,534 
Equitable F. & M. ....... 138,067 51,243 
SRSA ne res 60,053 24,670 
Piset Ameficam ......000- 121,056 58,172 
Fidelity - Phenix......... 2,562,803 1,131,946 
Fireman’s Fund ......... 864,899 349,373 
DEN: eigvan's Ge sch wGe wee 794,947 379,179 
Ee ee 833,586 371,859 
Pe NES kos os S owas 273,803 122,913 
CN ED stccetancn one 1,170,405 501,644 
Globe & Rutgers ....... 1,717,700 1,471,943 
LO ES ee 201,750 97,088 
Csreete State oo cescescces 78,246 45,036 
Great American ......... 2,699,840 1,185,922 
EY De 407,918 264,910 
SQ Peer 154,306 72,191 
ee PTT Tr ee 114,769 43,212 
PRUNE cacccheiccs scans 1,056,962 557,586 
Ee ren 3,776,171 1,678,477 
Independence ........... 52,041 22,150 
ee Pee Ser ee eee 221,097 72,911 
me, Sa OE T. Aiscsscus 2,880,165 968,492 
OSE © Se eee 323,758 196,559 
EMCCTMATOMAL 0500 iccccscs 668,006 399,551 
Law Union & Rock...... 177,984 88,732 
BDOEN 445 5505ass04000084 298,854 121,241 
Eonmon & TAR. 2.5.6600% 543,035 208,189 
London & Scottish ..... 92,222 45,573 
eS SS eee 1,680,269 865,891 
EAMETUREN'S occicccsncccs 133,317 51,057 
ee eo eee 156,218 69,884 
Deerenenta, TF. 2.505050 148,352 67,465 
Mechanics & Traders..... 179,109 76,348 
Massachusetts F. & M..... 113,681 40,891 
oo ee 504,309 157,252 
Merchants, N.Y: 2.050% 458,186 184,316 
Michigan F. & M....... 156,603 68,291 
Milwaukee Mechanics .... 394,129 205,115 
Nat’! Ben Franklin...... 276,231 149,394 
National, Hartford ...... 1,383,682 512,259 
National Reserve ........ 213,783 79,777 
New Brunswick ......... 174,472 71,969 
New Hampshire ......... 474,628 213,195 
De SHEN, (ns se digs aniea mc 253,876 100,985 
N ef eer eer 806,474 658,478 
re ee ree 1,635,913 569,284 
North EE cnn spe wanea 1,619,265 718,916 

I vet eae kere 169,595 51,874 
National — sce ves eee 1,384,609 633,473 
Se See 3 178,303 
a, ee OPO eee 253.453 99.830 
Northwestern Nat'l ...... 567,396 196,262 
North Carolina Home.... 113,661 33,925 
N. Y. Underwriters...... 880,858 434,062 








ee ee ere 184,557 77,465 
IEE. Cc sie secwenn eeenan 235,672 125,716 
ERNE Nags sakaseascess 220,985 131,179 
OE eT OORT 409,812 122,986 
Eo Te 109,732 65,818 
Pennsylvania 5 173,979 
Peoples Nat’l 171,693 
Phoenix Assurance ...... 714,652 329,068 
Phoenix, Hartford ...... 1,142,659 424,587 
ee 2 ee ere 149,310 55,309 
Pre@entia Be. oc cccicces 803,379 316,398 
Prov. - Washington...... 599,829 238,424 
Prudential, England ..... 370,025 142,208 
SE sctveusenecuehasas 981,089 352,861 
Se EEE EE eee 156,154 47,434 
Bepublic, Pitts. ..6ss<ss 105,299 53,751 
NDE os sace aaa 83,284 37,185 
Meee Tend ..ccncs cscs 366,665 190,113 
BOI i chiswiscisais ohare 180,548 63,249 
oe a rer 437,213 184,118 
I. Nis ob ale ca nw ac hore 1,166,539 551,612 
ma. cae RM... cee 636,038 262,254 
So ee er ee 201,572 94,581 
Sprtigitld ...cccscncseses 1,366,016 555,469 
Standard, Conn. «...... 159,749 78,647 
Stemderd, MN. VW. cccccess 225,950 86,169 
Stenterd, WF. sviviccscs 311,576 160,734 
har ee see 314,463 161,554 
EE occ. cee kee 423,320 220,268 
IVER oo ivcccicsesese 197,932 64,821 
Perr er rere 209,728 104,763 
ne, a 451,074 210,790 
peottweh U..8 WN. <.kcccss 448,765 202,689 
INT 6 Sok cswcenecss ne 257,279 120,617 
Travelers Fire ..cccsccss 1,175,038 413,322 
fe Se eee ree eee 233,378 108,794 
U. S. Mer. & Ship....... 247,513 153,169 
Union of Canton ....... 284,921 48,381 
United Firemen’s ....... 136,786 67,952 
RON FAONEE, no. con csce 153,607 121,813 
Des Pe Sa sessauarenae 1,881,231 831,692 
DUNUNE 5 cin naw asawaees 833,498 398,612 
WOE cower nke hee nknwe 82,988 37,185 
Verginia F. RM. ns sissies 194,815 96,753 
Westchester ...........4. 780,669 290,101 
Western Assurance ...... 383,472 201,986 
Wraten ©: OOM... dsssisee 178,060 141,482 
Ln eee es 237,416 90,351 
eer merry oer 246,765 160,610 
Imp. & Exporters........ 508,853 145,560 
Knickerbocker .......... 308,167 99,352 
POT PO ne 361,141 98,929 
NE er oe 75,490 29,551 
“en ees 253,844 67,844 
Transcontinental ........ 70,948 24,704 
ee oe Oe ae ee 169,330 95,411 
EE cibinee ace hweenue 83,362 37,539 
Federal Union .......... 105,003 53,947 
SS  S aererrrs 132,070 56,911 
Dierty: Bell ooo. scccce ccs 142,156 35,514 
eee ee 67,168 39,050 
ee ee eee 93,510 87,473 
SS" Se eer 702,854 214,898 
NES ce ccbans bcc sais 149,313 54,530 
BOGE Shestciv-cnapesnwe 28,104 1,298 
Qo ae rr 118,463 43,49 
ERE a Sp vac aan ends 287,555 139,433 
SSR Ry eee 126,629 66,676 
ee | ae a 402,698 174,511 
ee 157,992 73,437 
Norwich Union .......... 490,235 197,925 
Northern Assur. ......... 619,611 201,264 
ee eer 468,715 112,875 
WRIRIBOIER, oiccsinnes sda oe 556,432 215,729 
eS ee 107,715 70,663 
Union & Phenix ........ 197,516 164,013 





SOUVENIR PHONE PIECES 
Celluloid telephone mouthpieces are 
being distributed by T. C. Moffatt & Co., 
insurance agents, Newark, to clients. 
Printed on the mouthpiece is the name 
of the firm and telephone number, the 
latter being in large letters. 














an insurance 


sity for such protection. 


representation. 


— She 





Hail Figures 
for 1927 








On the whole hail insurance is more of 
a science than it was a few years ago 
when this form of underwriting was new 
and experience insufficient. The pre- 
miums of the larger companies last year 
were on the whole greater than in 1926 
but the net losses paid increased, if any- 
thing, at even a faster rate. Last year 
the Hartford Fire, the Home and the St. 
Paul were again the three leaders, each 
of them writing in excess of $1,000,000. 
Following are the results of some of the 
companies writing the most hail pre- 
miums: 


Net Losses 
Companies: Premiums Paid 
| Se Ce eee Re ee $625.628 $465.070 
American Bathe. 6.6.0 cicc0s 132,981 88,776 








Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





United States Fire Branch: 80 John Street, New York 
GEORGE Z. DAY, Ass’t General Agent 








ASSETS ..... 

PREMIUM RESERVE 

OTHER LIABILITIES a 
NET SURPLUS .....0252 bcc ch05. 
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J. A. KELSEY, General Agent 
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Will Winds Blow 
Away Your Clients? 


The season of windstorms is here, and 
the annual story of windstorm damage will 
be written across the country. To you, as 
representative, 
windstorm loss is a known fact. 
your clients, particularly those outside the 
tornado belt, this damage is too remote 
to consider—until it happens. 
want to know why their insurance repre- 
sentative did not show them the real neces- 


Not only will you gain in premiums by 
talking Windstorm Insurance in The Home- 
stead Fire Insurance Company, but you will 
keep the confidence of your clients by the 
interest you show in their insurance welfare. 


In localities where this Company is not repre- 
sented, reputable agents are invited to apply for 


tore a, A WWMM Company yy 


FIFTY NINE MAIDEN LANE 





$9,771,118.88 
2,238,740.65 
875,414.78 
6,656,963.45 





this yearly 
But to 


Then, they 





mM “wd 


NEW YORK 


COREA ove sinew 445,702 
COMDECHENE ois c kaki es 122,189 
Fidelity-Phenix .......... 356,572 
Globe & Rutgers. 522,034 
Anns: PANG 0. csi sccnes 201,123 
Great American 619,707 
FIMStEOTE: FICE: 5... oieceies arses 2,503,525 
UNNI Seo ie arden os 004 6 a 1,985,051 
ane) CO. GEN. Bescui-cas 557,996 
jn ae eee oe ener 211,327 
yn ae: ae 202,485 
Prov. -Washington 365,407 
BOCHIEY is s-cccvees oe re 376,509 
Ac” IE ren eee ee 992,967 
ROMO, 56053 dn ¥ sc alela re 525,163 
Minted: StAten sick ccwss 84,334 
WiSECOEEE noobs: ca chen 421,523 
Wii Bee as, 66a gees 48,804 











Riot and Explosion 
Figures for 1927 





Net Losses 
Companies: Premiums Paid 

pS PCr ere ere ree $68,414 $11,678 
RIOR. asics esc aees 8,973 984 
American Hagle «0.60660 26,713 4,479 
CORR ios. 205.050: 54,984 9,906 
National, Hartford ....... 64,357 13,431 
We We as oad ewes 33,439 1,840 
Bek Ga osc cscncee 78,559 25,568 
GE ee ka sswsocenares 25,747 1,382 
| a eae pa eee 35,334 6,069 
UR a eee ee ee 39,510 5,573 
Fidelity-Phenix .......... 56,888 14,57¢ 
ee. | ree 40,385 3,188 
Globe & Rutgers ........ 101,476 24,278 
Re ee er re 82,637 5,865 
Phoenix, Beart. .... 000 sce 35,993 3,305 
Wie wc re 42,524 5,041 
PUOCNIE AONUT.  o654.6006 4:0 25,670 707 
bas. “Co.cGr N Anse kiss 191,836 7,652 
SRPCROTAE. Kiedis eo cs naie- das 109,957 9,07( 


Jacob A. Uhr, Inc., New York City, 
insurance business, has been chartered 
at Albany with $1,000 capital. Jacob A. 
Uhr, New York City, Ida G. Uhr, Bronx, 
and Philip E. Uhr, Brooklyn, are direct- 
ors and subscribers. 
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Tornado Figures 


for 1927 











Tornado insurance is growing as a big 
source of income to the fire companies, 
although the loss ratios vary widely. 
Some of the companies fared excellently 
in 1927 while others paid out in losses 
almost the entire premium income. The 
Hartford Fire is still the leader in this 
field, writing over $2,720,000 last year 
with the Home second with $2,427,354. 


Other companies in the $1,000,000 class 
in 1927 were the Aetna, American of 
Newark, Continental, Fidelity-Phenix, 
Springfield Fire & Marine and the Na- 
tfonal of Hartford. The figures of many 
of the leading companies in this field 
follow: 





Net Losses 
Companies: Premiums Paid 

yo | er $261,860 $112,602 
E. eueednns60ss ce vies 1,780,791 712,570 
American Eagle ......... 173,650 57,306 
American, Newark ....... 1,204,441 763,861 
BEE etewetaceseeks eee 233,333 224,595 
ere ree 446,025 275,462 
Continental ........ oes 2,308,325 864,928 
Commercial Union 212,260 265,054 
Commonwealth .......... 151,613 45,296 
CROP, Sis ckbcciccens 116,883 107,774 
aren rrr 950,629 432,578 
Ll ey Serer ss 371,854 265,739 
Fidelity-Phenix .......... 1,145,575 
Fireman’s Fund ......... 497, 235,353 
Great American ......... 7 424,642 
a eee 156,325 
Globe & Rutgers ......... 415,170 
SES erate ccs Cen cae os 5 1,307,260 
Haretoed Fire ones iccs ccs 1,234,294 
pe ae Sea 589,386 
National Liberty ........ 672,212 
North River ....... we 210,087 
Phoenix Assur. ..... e 5 131,423 


Phoenix, Hartford 
Prov.-Washington ati : 
Pennsylvania .......0c00. 200,101 





Ab bb ae bbe cneéen woe 289,566 
Springfield F. & M 615,843 
SRO) saivecccctsenaces 346 569,173 
Le | a ee 295,396 
Oo ge eee 275,747 
Vo ee rrr ¢ 349,632 
BNE Ske stcctcceee 237,449 
Mere 56,594 
Neener, COMM 3.i0600.05 783,847 
pe ere 102. 122,737 
PrAvelets: Five occeccvcce 6,467 
TI SMES 6.64 6s bsiaeia 97,756 
Eagle, S. & B. D 55,512 

“ aay eee 345,983 
North British .....06600% 144,318 
Norwich Union .......... 123,145 
Northern Assur. ......... 178,639 








Earthquake Figures 
for 1927 








Earthquake insurance continued to fall 
off last year as far as net premiums are 
concerned but the loss ratios were in 
several instances much larger than dur- 
ing 1926. In that year several companies 
wrote from $40,000 to over $80,000 while 
the loss figures ranged from $7,000 
downward. Last year the premium in- 
comes were mostly under $40,000 and 
some of the companies, including the 
Home and Globe & Rutgers paid out 
over $50,000 in losses each. Following 
are the figures for some of the leading 
companies, taken from the statements 
filed with the New York State Insurance 
Department in Albany: 





Net Losses 
Companies: Premiums Paid 

Co REO Oa a ere ee ,475 $3,004 
Continental 1,305 
Connecticut 755 145 
Fidelity-Phenix .......... 30,857 899 
Fireman’s Fund ......... 10,782 5,353 
Globe & Rutgers ........ 64,405 53,218 
Great American ......... 27,891 2,168 
WI RG eh cee aie Sack 10S 37,912 57,158 
National, Hartford ....... 53,396 16,494 
Phoenix, Hartford ....... 24,451 241 
Queen ewe wateree tineseewats 35,042 1,176 
Springfield Sere ee 31,273 184 
a4 as4 deere ess 33,026 8,214 

Amer ~~ mares mee re 3,198 
WE ick erete vee 20,071 577 


Inland Marine 
Figures for 1927 








Figures showing the premiums writ- 
ten by the fire and marine companies 
under the head of inland marine and 
transportation gives an indication»of the 
enormous size of this business. It is one 
of the four major lines of fire insurance 
and one which promises to show steady 
growth for a number of years because 
some of the inland marine lines have 
not yet reached their full growth by a 
long ways. Last year the Globe & Rut- 
gers received inland marine premiums of 
$3,787,802 and the Insurance Company of 
North America had an income of $3,552,- 
764. Others among the leaders were the 
Commercial Union, St. Paul Fire & Ma- 


rine, Aetna, Automobile and Hartford 
Fire. 











Net Losses 
Companies: Premiums Paid 

PE a rte, te Ou deae $1,682,065 $1,096,164 
Agricultural P 250,931 146,921 
PUNE cap cecerwone tes 205,537 66,556 
Amer. & Foreign......... 355,896 22,919 
American Eagle .....000; 199,528 106,892 
PO Pree 1,506,114 614,366 
WN 6 a0.oe ad hon nasadews 279,280 128,738 
GIRO Ne Rie uceuescnces 62,502 15,184 
Commercial Union ...... 2,907,725 1,302,781 
COMIINAE co ocisccscawene 1,086,692 641,547 
Commonwealth .......... 100,531 18,581 
COMMMCCIICOL <6 66:8 cccns cece 133,675 74,018 
Baer 6.8 B. Dhscccecus 205,822 178,467 
Fidelity-Phenix .......... 932,305 555,993 
Fireman’s Fund ......... 856,061 508,501 
Fire Ass’n. 220,755 
Franklin ....... me 149,181 
EGE) Sixsitacncoees ‘ 252,082 
L& L. & G 2 96,979 
pS et ore or 715,983 
Worth River oc cccsccses 249,399 177,572 
| RE een 126,789 56,865 
Predmes, Hart ousccecees 221,519 122,659 
RO rer er 143,623 8,713 
SE BOE occas ceaweentvec 2,664,338 949,085 
SNE Sa tiie cg aaa cae sakes 207,404 61,942 
Springfield F. & M....... 176,656 61,672 
CREE SUNOS casececs ens 459,029 248,580 
iv ee 595,524 446,345 
Ge WANs occaceee<cirs 386,528 309,362 
Great Amefican ....5..0. 499,355 154,389 
Globe & Rutgers ........ 3,787,802 3,001,569 
BONNE: Fee ccaeaee geese were 1,593,707 866,500 
U. S. Mer. & Ship...... 687,882 318,465 
American, Newark ...... 631,852 337,252 
Prov.-Washington ........ 404,388 211,962 
| PERSE 151,427 147,222 
Centtey. Ete 6 oc cscwciies 504,811 141,987 
Brie, BEGE. DERE sé csiwcccine 287,723 162,506 
London, & Scot.... ...66..: 310,007 166,753 
Northern Assur. ......... 301,985 109,954 
Ins. Co. of N. A.....+«. HS5B764 1,055,986 





FIREMEN’S STOCK DIVIDEND 





$1,500,000 Transferred From Surplus to 
Capital, Making Latter $9,000,000; 
Surplus Now $11,540,857 

The Firemen’s of Newark, through its 
board of directors, on Monday declared 
a stock dividend of $1,500,000, increasing 
the capital of the company to $9,000,000 
and still leaving a net surplus of over 
$11,500,000. This step will increase the 
capital stock by 20%. In announcing 
this stock dividend President Near Bas- 
sett said in part: 

“It is the practice of the company to 
declare its dividends out of earnings ac- 
cruing to it from investments, and at 
the same time to leave a proper excess 
of accruing earnings over dividend re- 
quirements. 

“Earnings now accruing to the com- 
pany from investment sources are such 
as to fully warrant the action taken in 
increasing its capital through the stock 
dividend declared, and also continuing 
the present dividend rate. 

‘It is most gratifying to the board of 
directors, its finance committee and your 
president and other officers of the com- 
pany to give you the advices contained 
herein, and thus evidence the continued 
prosperity of your company.” 





The Frank R. Kelly Insurance Agency 
of Newark, has been incorporated with 
300 shares, no par value. The incor- 
porators include Frank R. Kelly of New- 
ark; Jennie S. Dura of Rahway, and 
George Norris of New York City. 
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STRENGTH 
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Three Great Companies 
Providing Strong 


and Dependable Insurance 


in Fire and Allied Lines 
and in Casualty and 


Surety Protection 
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E. U. A. Makes Ruling 
On Non-Policy Agents 


5% 1S MINIMUM DIFFERENTIAL 








Excepted Territory Dates Postponed To 
July 1; Will Form New 
Inspection Bureau 





The Eastern Underwriters’ Association 
at its meeting on Wednesday in New 
York ruled that in districts where non- 
policy writing agents are allowed their 
commissions shall be at a rate not ex- 
ceeding 5 points less than the commis- 
sions regular agents receive. The E. U. 
\. also postponed until July 1 the ef- 
fective date for new commission agree- 
ments in several excepted city centers 
and increased contingent commissions 
from 5 to 74%. 

Satisfaction is expressed that the coin- 
panies as a whole have arrived at some 


compromise on the non-policy writing 
agent question. While many agents 
sought a minimum differential greater 


than 5% this limit is better than none. 

Following is the statement issued by 
the E. U. A. after the Wednesday meet- 
ing : 

“The Retailers Fire Insurance Co. of 
Oklahoma was elected to membership. 

“It was voted to organize the Eastern 
Inspection Bureau with executive offices 
in New York City, the bureau to be un- 
der the immediate supervision of the 
subcommittee on service and inspection 
organizations. The bureau is to have 
two major divisions: a New England di- 
vision with offices at Boston (replacing 
the present New England Bureau of 
United Inspection and the Underwriters’ 
3ureau of New England) and the Mid- 
dle States division with offices at New 
York (replacing the Underwriters’ Bu- 
reau of the Middle and Southern States). 
The territory served shall be that under 
the purview of the Eastern Underwriters’ 
Association. 

“The contingent commission applicable 
to excepted territory was increased from 
5% to 74%. This action was taken in 
lieu of the proposal to change the East- 
ern Underwriters’ Association contingent 
commission formula. 

“The effective date of the proposed 
graded commissions for Allegheny Coun- 
ty, Boston (including the Boston metro- 
politan district), Philadelphia (including 
the Philadelphia suburban area) and 

3altimore was postponed until July 1, 
when definite arrangements will be posi- 
tively made effective in those cities or 
territories, 

“In reference to  non-policy-writing 
agents the association voted: 

“*That where non-policy-writing agents 
are permissible their commissions shall 
be at a rate not exceeding 5 points less 
than policy-writing agents’ commis- 
sions.’ ” 

DIFFER ON PITTSBURGH 

A delegation of Pittsburgh fire agents 
were in New York last week conferring 
with the Allegheny County committee of 
the Eastern Underwriters Association on 
the subject of commission rates and rules 
in Pittsburgh. The association’s pro- 
gram was not regarded wholly with favor 
by the agents and no agreement was 


reached when the conference adjourned. , 





N. J. BILL REPORTED OUT 

The New Jersey Legislature House 
Committee on Insurance on Monday 
night of this week reported out favora- 
bly the bill which will amend the Ram- 
say non-discrimination act by making it 
apply to the commissions of fire insur- 
ance agents. This bill has already been 
passed by the New Jersey Senate and 
all indications point to its passage by 
the House. 





CAUCUS ON INSURANCE BILL 

Assembly Republicans at Trenton, N. 
J., have voted to make the amendment 
to the Ramsay Act a special order of 
business on March 17 or 19. The special 
order was deferred to permit printing 
and studying of amendments. 


NEW POSITION CREATED 





J. E. Pearce Made Assistant to Expert 

Leon A. Watson in New Jersey; 

F. P. Stoddard Advanced 

Leon A. Watson, New Jersey rating 
expert, has created a new position in 
New Jersey—assistant to the expert. The 
post is being filled by J. E. Pearce who 
has been assistant superintendent of the 
sprinkler risk department. Mr. Pearce 
is succeeded by F. P. Stoddard, who at 
one time was secretary of the agricul- 
tural of Watertown, N. Y. 





VIRGINIA BILL SIGNED 





Control of Fire Rates Now Placed Under 
State Commission; New Rating 
Bureau Set Up 

Governor Byrd of Virginia signed this 
week the Parker-Hall bills placing con- 
trol and regulation of fire and kindred 
rates under the state corporation com- 
mission and providing for a_ standard 
form of policy to be used in Virginia. 
It is provided that the commission, on its 
own motion or that of any interested 
person, may determine and fix new rates 
at any time. 

Companies are given ninety days in 
which to begin filing schedules of rates 
through a new rating bureau, under su- 
pervision of the commission and free 
from control of any other organization, 
which must be set up. It is provided 
that mutuals shall be admitted to the 
bureau. Companies writing coverage on 
flour mills, grain elevators and lumber 
may file their schedules directly with 
the commission, It is further provided 
that the commission may prescribe forms 
for policies on automatic sprinklers 
whose rates likewise do not have to go 
through the bureau. 

The commission has not yet formulat- 
ed any plans for the setting up of ma- 
chinery for the regulation of rates. It is 
expected that it will employ a rate expert 
to assist it in this work. 





GLENS FALLS CHANGES 


The Glens Falls announces to agents 
in Eastern Pennsylvania, excepting Phil- 
adelphia and suburban territory, the ap- 
pointment of A. E. Duncan, Jr., who will 
have his headquarters at Philadelphia. 
Mr. Duncan has had seven years’ special 
agency experience as representative of 
the general agency of Thompson-Derr & 
Bro, at Wilkes Barre, Pa. He will su- 
pervise the eastern half of the territory 
formerly supervised by Special Agent 
Russell and that part of Eastern Penn- 
sylvania territory formerly supervised by 
Special Agent Roberts. Mr. Roberts 
will still continue to supervise the Phila- 
delphia suburban field. 

Special Agent Roberts has been ap- 
pointed manager of the Philadelphia 
branch office, successor to Mr. Doyle. 
This office will be a joint office of the 
Glens Falls Fire, Commerce Fire, and 
Glens Falls Indemnity. 





AGENTS TO OPPOSE REFUND 


The Missouri Association of Insurance 
Agents will strenuously oppose any at- 
tempt on the part of the fire companies 
operating in the state to compel Mis- 
souril agents to refund any part of their 
commissions paid on business written 
from November 15, 1922, as a result of 
the 10% reduction order of Superin- 
tendent Ben C. Hyde. B. J. Fradenburg 
of Kansas City, president of the state 
association, in making this announcement 
stated that the organization has retained 
Charles M. Howell of Kansas City to 
represent the agents in any situations 
that may develop. 





OPENS BOSTON OFFICE 

The National Liberty has opened an 
adjustment office in Boston to handle 
automobile insurance adjustments in con- 
nection with fire, theft and property 
damage. The work of the new office will 
be handled by a special staff adjuster, 
William E. Crossley. 


Predicts Prosperity 
For Fire Insurance 


RAWLINGS TALKS IN CHICAGO 





Boston Western Manager Also Discusses 
Attacks On Insurance And Public 
Buying Of Stocks 





Ralph Rawlings, of Rawlings & Hew- 
ett, Western managers of the Boston, 
and president of the Fire Underwriters 
Association of the Northwest, is opti- 
mistic about the future of fire insurance 
for the next few years at least. He is 
confident that in spite of attacks upon 
the business that the companies will 
make good steady financial progress, aid- 
ed by careful underwriting and sound 
investments, Speaking in “Chicago last 
week before the Northwest Association, 
he said business is now upon a steady 
basis, the best since the World War, and 
that conditions having a bearing upon 
the future are favorable. 


A large part. of his talk Mr. Rawlings 
devoted to giving an explanation of the 
current legislative attacks on fire insur- 
ance and to telling of the increased pub- 
lic interest in the insurance business 
through the widespread purchase of fire 
company securities. In this connection 
he said in part: 

“Today adverse legislation is far more 
serious than in any one of the years 
mentioned. Our business, being semi- 
public in nature, is prepared to withstand 
reasonable regulation for the benefit of 
the public. We cannot expect to have it 
otherwise. ‘ 


Attacks Must Be Met 


“But some of the attacks seem destin- 
ed to pull from under us the very foun- 
dations of our business, the foundation 
of security upon which ‘the public relies 
for its protection. If we are to serve our 
broad general purxose, we must resist 
such encroachments and the public must 
be made to realize that in the end we 
are actually not only fighting for our 
own existence, but for the existence of 
sound indemnity to the nation’s business. 

“Kansas, Missouri, Kentucky! What 
next? Do they regard fire insurance as 
an outlaw business, one that must be 
driven from the boundaries of their 
commonwealths? Are these attacks ac- 
tually sincere? Are the attackers really 
trying to protect the public, perhaps 
with a mistaken idea that prot ection to 
the public consists in making it impos- 
sible for companies to operate, or have 
they some valid reasons for their on- 
slaughts ? 

“Is it because our system of rating is 
too theoretical in their eyes—too arbi- 
trary, and too technical to be understood 
by the business world today ? Hardly, 
for while they Say to us ‘you must not 
do it this way,’ they never tell us ‘you 
should do it some other way.’ 

“We are only supposed to be tax- 
gatherers in the eyes of many of our 
enemies. But is this true? How many 
people would carry insurance if there 
were no solicitors, no brokers, no agents? 
State funds only succeed in securing a 
volume of business where state laws 
make it imperative for the purchaser to 
carry insurance in order to do business 
in the state. We hardly believe the pub- 
lic wishes laws passed making it com- 
pulsory for them to carry fire insurance 
according to the ideas of their state leg- 
islators. As long as fire insurance must 
be sold, private. initiative must be en- 
couraged, and the returns must be such 
as to interest private capital. 

“Perhaps the actual reason underlying 
many of the attacks today are due to 
the advance in the market price of in- 
surance stocks. The general public can 
easily be influenced by a few radicals 
when millions of dollars are quoted, re- 
gardless of whether such amounts rep- 
resent real or paper profits. Has this 
increase in fire insurance stocks kept 
pace with the increase in other pore 
such as industrials, rails, motors, etc. ? 
The question is hard to answer, and yet 
this is the only real basis of comparison. 
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As far as security in investments is con- 
cerned, the past ten year records indi- 
cate an advantage in favor of insurance 
stocks. A catastrophe or an industrial 
depression would soon tend to wipe out 
this advantage, as you can see from the 
following facts: 

“Insurance stocks in the past have 
been rather closely held. Several years 
ago a prominent stock broker in New 
York asked an insurance executive how 
to figure the value of a certain fire in- 
surance stock. He was told to take the 
capital, surplus and fifty per cent of the 
reserve—these three added together di- 
vided by the number of shares issued 
would give the value per share. 

“Since that time companies have been 
sold upon a basis of 55%, 65%—75% 
and even a larger percentage of the re- 
serve, 

“As long as the security market con- 
tinues to rise, this seems like good busi- 
ness, for the surplus and reserve are 
both dependent upon the general level of 
security prices. Let an industrial de- 
pression come, however, and immediately 
the surplus will show an alarming shrink- 
age, so that your investment might not 
be worth what it cost you for years to 
come. 

“This is but one of the hazards of an 
insurance stock, for a serious catas- 
trophe, such as another San Francisco 
fire, would cause an immediate unload- 
ing of millions of dollars worth of se- 
curities, depressing the general market 
and at the same time perhaps wiping out 
a surplus that it has taken years to ac-, 
cumulate. | 

“We can merely conclude that insur- 
ance stocks in general have shared in 
the rise in prices due to the higher mar- 
ket level of the securities which they 
hold, and that this rise in price has about 
kept pace with the values of other in- 
vestments. The investors, buying at 
present prices, seem to overlook the ca- 
tastrophe hazard ever before us. Neither 
do they seem to appreciate the fact that 
if the price levels of securities drop, 

hardly any company in the country to- 
day is actually making a profit from their 
underwriting operations. 

“The wider distribution of insurance 
stocks means that very many more 
people than formerly are now holding 
shares in insurance companies. This 
should lead to a better understanding on 
the part of the public in general of 
what the insurance companies are doing. 
It should reduce the hostile attitude to- 
ward insurance that has been manifested 
by the public in the past. It seems safe 
to predict that with insurance stocks 
widely held, the insurance companies can 
in time hope to get something of the 
public appreciation that has been shown 
the railroads and the public utilities. 
While many have been constrained to 
feel uneasy over the high prices being 
paid for insurance stocks, my belief. is 
that the high prices need not cause us 
any concern but that instead we may 
take confidence in the fact that more 
and more insurance buyers are now in- 
vestors in insurance securities and hence,, 
very much more unlikely to assume.an 
unfriendly attitude.” 
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Statement 
January, 1928 











Cash Capital $1,000,000.00; 


Cash Assets, 
Jan. 1st 1928-$12,092,791.37 


Liabilities - 7,338,877.45 


(Except Capital) 
Net Surplus - 3,753,913.927 
Surplus as regards 


Policyholders $4,753,913.92 ; 


A Statement that 
speaks for itself 











Again the financial statement of The Franklin Fire Insurance 
Company shows growth. Again Franklin representatives have definite 
proof of the financial integrity of this Company—proof of the ability to 
pay. 


Your clients are interested in statements of this kind. They know 
that strength in the company behind their policies means protection 
assured for them. 


Nor is that all. The strength of your agency is proportionate to 
the financial standing of your companies. 


To Franklin agents this statement is available in folder form upon 
request. Just write to the Advertising Department of The Franklin 
Fire Insurance Company, 59 Maiden Lane, New York City. Send for 
your copies now and pass them along. 


The Franklin Fire offers to agents a wide range of 
insurance covers. Well qualified agents in territories 
where this Company is not already represented, are 
invited to investigate the advantages offered by repre- 
sentation of The Franklin Fire Insurance Company of 
Philadelphia. 








She FRANKLIN FIRE INSURANCE COMPANY 


OF PHILADELPHIA 


ORGANIZED APRIL 1829 CASH CAPITAL $ 1,000,000 
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Automobile Issues 
New Floater Policy 


SCHEDULED PROPERTY COVER 





Intended to Provide Insurance on Speci- 
fied Perils or All Risks on 
Many Movable Articles 





The Automobile of Hartford on Mon- 
day of this week announced through its 
inland marine department what is said to 
be an entirely new form of cover avail- 
able for insurance producers and buyers 
in the shape of a scheduled property 
floater insurance policy. This floater will 
cover articles of a movable nature, 
which have heretofore gone partly unin- 
sured because specific policies did not 
furnish adequate protection. The new 
policy will insure in transit and at loca- 
tions on exhibition or elsewhere many 
types of floating property, for either spe- 
cified perils or all risks. 

The following articles are mentioned 
as suggestions of what may be covered 
by this policy: Guns, trophies, cameras, 
projecting machines, surveyors’ instru- 
inents, doctors’ and = surgeons’ instru- 
ments, lodge paraphernalia, mechanical 
and other exhibits, special machines, 
building cleaning equipment, outboard 
motors, collections of valuable objects, 
college gridiron tarpaulins, school colors, 
saddlery, false teeth, articles sent for re- 
conditioning or repair, articles sent for 
photographic purposes, and street clocks. 
Objects of art and musical instruments 
are. of course, covered under fine arts 
policies. . 

In addition, a special camera rider has 
been provided covering “all risks.” The 
volume of anticipated business on_cam- 
eras and projecting machines is sufficient 
to warrant a special rider. The skeleton 
rider will be used to cover cameras and 
projecting machines against specified per- 
ils where the exposure is such as to pre- 
clude the use of the special rider. Both 
riders exclude wear, tear, gradual depre- 
ciation, infidelity and war risks, 


Rates For New Cover 


In view of the nature of the cover, 
the producer's aid is sought in the proper 
underwriting thereof by the submission 
of all facts on application form with rec- 
commendation thereon. Only risks involv- 
ing assureds of unquestioned character 
and standing can be entertained. The 
nature of the property and protection de- 
sired will affect the rating, no fixed rates 
being announced except the following: 

On cameras and projecting machines: 
Regular form, $2; aircraft cover, addi- 
tional, 50 cents; if waterborne, coast- 
wise, 37% cents; worldwide, no aircraft, 
$3, Full insurance to value must be car- 
ried. The minimum premium will be $10. 
In a circular to agents and brokers, the 
Automobile says: 

“Property must be scheduled. If more 
than one article is to be insured, specific 
amounts must be secured for each; for 
example, if a camera and tripod are to 
be covered, we must have a_ specific 
amount on the camera and a_ specific 
amount on the tripod. Bills of sale, ap- 
praisals, ete., should be voluntarily giv- 
en when possible, and may be necessary 
in certain classes, to be returned on re- 
quest. Full information should be giv- 
en on each risk, including known facts 
in addition to those called for in the ap- 
plication, The more information the un- 
derwriter receives, the better his picture 
of the risk, often with the result of more 
liberal coverage and lower rates. 

“All classes of producers in the New 
York territory will be allowed the same 
commission as applying to other inland 
marine lines, namely, 15%. 

\ copy of the new scheduled property 
floater policy is reproduced herewith in 
part: 

Misrepresentation and Fraud 

This entire policy shall be void if the as- 
sured has concealed or misrepresented in writ- 
ing, or otherwise, any material facts or cir- 
cumstances concerning this insurance or the 
subject thereof; or if the assured shall make 
any attempt to defraud this company either be- 
fore or after the loss. 

In case of loss or injury to any part of a 


machine consisting when complete for sale or 
use of several parts, this company shall only 
be liable for the insured value of the part 
lost or damaged. 


Notice and Proof of Loss 


In the event of loss or damage, except as 
hereinafter provided, the assured shall forth- 
with give notice thereof in writing to this com- 
pany or the authorized agent who issued this 
policy, and shall protect the property from fur- 
ther loss or damage; and within sixty days 
thereafter, unless such time is extended in writ- 
ing by this company, shall render a statement 
to this company, signed and sworn to by the 
assured, stating the knowledge and belief of 
the assured as to the time and cause of the 
loss or damage, the interest of the assured and 
of all others in the property, description of 
each article damaged or destroyed including the 
original cost, date of purchase and deprecia- 
tion; and the assured, as often as required, 
shall exhibit to any person designated by this 
company all that remains of any property here- 
in described, and submit to examinations under 
oath by any person named by this company; 
and, as often as required, shall produce for ex- 
amination all books of accounts. bills, invoices. 
and other vouchers, or certified copies thereof 
if originals be lost, at such reasonable place 
as may be designated by this company or its 
representative, and shall permit extracts and 
copies thereof to be made. 

It is a condition of this policy that failure 
on the part of the assured to render such sworn 
statement of loss to this company within sixty 
days of the date of loss or damage (unless such 
time is extended in writing by this company) 
shall render such claim null and void. 

No loss to be paid hereunder if the assured 
has collected the same from others. 


Valuation; Adjustment; Payment of Loss 


This company shall not be liable beyond the 
actual cash value of the property at the time 
any loss or damage occurs, and in no event 
for an amount in excess of that specified in 
the policy, and the loss or damage shall be 
ascertained or estimated according to such ac- 
tual cash value with proper deduction for de- 
preciation, however caused, and shall in no event 
exceed what it would then cost the assured to 
repair or replace the same with material of 
like kind and quality; said ascertainment or 
estimate shall be made by the assured and this 
company, or, if they differ, then by appraisers. 
as hereinafter provided; and, the amount of 
loss or damage having been thus determined, 
the sum for which this company is liable pur- 
suant to this policy shall be payable sixty days 
after due notice, ascertainment, estimate, and 
satisfactory proof of the loss have been received 
bv this company in accordance with the terms 
of this policy. It shall be optional, however. 
with this company to take all, or any part of 
the articles at such ascertained or appraised 
value and also to repair or replace the prop- 
erty lost or damaged with other of like kind 
and quality within a reasonable time on giving 
notice within thirty days after receipt of the 
proof herein required, of its intention so to 
do; but there can be no abandonment to this 
company of the property described. 

In the event of disagreement as to the amount 
of loss, the same shall, as above provided, be 
ascertained by two competent and disinterested 
appraisers, the assured and this company each 
selecting one, and the two so chosen shall first 


select a competent and disinterested umpire; 
the appraisers together shall then estimate and 
appraise the loss, stating separately the sound 
value and damage, and, failing to agree, shall 
submit their differences to the umpire, and the 
award in writing of any two shall determine 
the amount of such loss; the parties thereto 
shall pay the appraisers respectively selected by 
them, and shall bear equally the expenses of 
the appraisal and umpire. 

In case of loss or damage it shall be lawful 
and necessary for the assured, their factors, 
servants and assigns, to sue, labor and travel 
for, in and about the defense, safeguard and 
recovery of the property insured hereunder, 
or any part thereof, without »rejudice to this 
insurance; nor shall the acts of the assured 
or this company in recovering, saving and pre- 
serving the property insured in case of loss 
or damage, be considered a waiver or an ac- 
ceptance of abandonment; to the chargesg where- 
of, this company will contribute according to 
the rate and quantity of the sum herein in- 
sured. P 

Subrogation 


In all cases of loss or damage when it shall 
be claimed by this company that a carrier or 
any other party is, or may be liable, then the 
assured shall, at the request of this company, 
or its agents, assign and subrogate all their 
rights and claims to this company to an amount 
not exceeding the sum paid by this company, and 
permit suit to be brought in the assured’s name, 
but at this company’s expense, and the assured 
expressly agrees to render all reasonable as- 
sistance in the prosecution of said suit or suits. 





FIRE PREVENTION AWARDS 


Three former east side high school 
girls of Newark, N. J., are proudly ex- 
hibiting medals awarded to them by the 
Newark Safety Council last week for 
their posters on fire prevention. The 
awards were made by William A. Hall, 
chairman of the fire prevention commit- 
tee of the council, and president of the 
Newark Protection Association, who con- 
trol the Salvage Corps. 

First prize, a gold medal, was given to 
Miss Helen Morrison, a clerk with the 
Mutual Benefit Life. Miss Helen Luden, 
a clerk in the employ of the Edison 
Lamp Works, of the General Electric 
Co., received the second award, a silver 
medal, and Miss Sophie Neiworth, East 
Orange, received third prize, a bronze 
medal. 





R. R. CHAPMAN RESIGNS 
R. R. Chapman has resigned as assist- 
ant general agent of the North British 
& Mercantile and associated companies. 
He was in the Western department of 
the home office, after coming from the 
Minnesota field and plans to return to 


that section of the country now for a 
vacation. 


NATIONAL FIRE REPORT 





Conn. Insurance Dept. Shows $926,006 
Gain in Surplus in 1927; Financial 
Condition Sound 
An increase in surplus of $926,377 over 
the figure reported by the company in 
its 1926 annual statement is shown in th: 
report of the regular quadrennial ex- 
amination of the National Fire of Hart- 
ford, made by the Connecticut Insur 

ance Department. 

The value of the bonds and _ stock: 
owned by the company was increased 
$969,985 by the Department examiners 
In valuing the home office real estate of 
the company, the Department has _al- 
lowed the company’s market value of 
$635,000 to stand. It is stated that an 
independent appraisal was secured, how- 
ever, which placed the value at $1,373,- 
456. The department found the com 
pany’s loss reserve to be more than suf- 
ficient by the amount of $139,396. 

The report contains an underwriting 
and investment exhibit covering the pe- 
riod from the date of the last examina- 
tion, December 31, 1922, to December 
31, 1926. During the four-year period 
the company sustained an underwriting 
loss of $2,833,925 and an investment gain 
of $7,501,747.51. 

The report states in conclusion: 

“As a result of this examination, the 
company was found to have a surplus, 
over all liabilities, of $12,600,330, which, 
with a capital of $3,000,000, and a spe~- 
cial reserve fund of $800,000, is assur- 
ance of ample protection to all of its 
policyholders.” 





ELECTED A VICE-PRESIDENT 


John H. Brogran, president and gen- 
eral manager of the Exchange Mutual of 
Buffalo, has been elected a vice-president 
of the Delaware Avenue Association of 
that city, and also a member of its ex- 
ecutive committee. The association is 
composed of business men on this street, 
which is probably Buffalo’s most famous 
thoroughfare, 


GALLAND MADE CHAIRMAN 

A. S. Galland of Wilkes-Barre, Pa., 
has been appointed chairman of the 
membership committee of the Pennsylva- 
nia Association of Insurance Agents. He 


is one of the hardest working members 
of the organization. 
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149 William Street 
Underwriting Service Throughout The United States 


OF PARIS 


An old French company of high standing and financial responsi- 
It is entered in practically all the States of the Union. The 
United States branch was established in 1913. 


FRED S. JAMES & CO. 


United States Managers 


PACIFIC COAST DEPARTMENT 


New York, N. Y. 


URBAINE FIRE 
INSURANCE CO. 








108 Sansome Street 
San Francisco 
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» Beware 
YG the ides of March! 


a 


Around the middle of March the wind- 
storm season is supposed to begin but the 
record of the past year proves that wind- 
storms do not adhere to any schedule of 
season or locality. The value of property 
damaged by windstorms in 1927 was al- 
most double that of any previous year 


recorded. 


You cannot afford to have your clients, 
who place their insurance in your hands, 
suffer from an uninsured windstorm loss. 
So advise them of the wisdom of carrying 
windstorm insurance and do not forget 
that besides windstorm coverage on the 
physical property there is a Windstorm 
Use & Occupancy policy for the business 
man and Windstorm Rent and Rental 
value insurance for the landlord and home 
owner. Just another word—a Continental 
policy will assure prompt and satisfactory 


adjustment in case of loss. 


Ghee CONTINENTAL 


INSURANCE COMPANY 


CASH CAPITAL: FIFTEEN MILLION DOLLARS 


NEW YORK CHICAGO MONTREAL DALLAS SAN FRANCISCO 


“The Continental Commands Confidence” 
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Fire Assurance Corp. 
Latest In New Jersey 


IS TO HAVE $200,000 CAPITAL 


Will Write All Kinds of Insurance, In- 
cluding Aircraft; Home Office 
in Hoboken 

The Fire Assurance Corporation of 
New Jersey is the name of the newest 
fire insurance company for which papers 
of incorporation were filed last week in 
Jersey City. The company will write 
fire, windstorm, tornado, hail, riot, auto- 
mobile, property damage, marine, aircraft, 
inland marine and sprinkler leakage. The 
new organization, the first fire insurance 
company to have its home office in Ho- 
boken, will have a capital of $200,000, 
divided into 20,000 shares, par value of 
$10. 


The incorporators include Charles L. 
Elinger, Edward Johnson and Joseph J. 
Scott, all of Jersey City. Kenneth S. 
Walker, Michael A. Fitzpatrick and 
Chester D. Bogert, of New York City; 
G. Ellsworth Bogert of Westwood, N. J.; 
Jesse E. Pulis, of Haledon, N. J.; Louis 
S. Du Four and Daniel G. Morotta, of 
Hoboken; Edward S. Edwards, Jr., of 
Caldwell, N. J.; John F. Van Cava, of 
Oradell, N. J., and M. Edwards Verdi. 

Mr. Du Four? who is the prime mover 
in the organization of the new company, 
was formerly secretary and general man- 
ager of the Manufacturers Fire. The 
company will have its temporary office at 
office of Mr. Du Four. 

The new organization has been estab- 
lished for the purpose of protecting the 
interests of the business men and large 
industrial plants which are in and around 
Hudson, Union, Bergen and Essex Coun- 
ties. The writing of risks will be con- 
fined to New Jersey for the present but 
will make application to do business in 
other states within the near future. 

Over 40% of the stock has already 
been subscribed for and the company ex- 
pects to start writing risks about the 
middle of April. 





N. Y. EXCHANGE CHANGES 

The New York Fire Insurance Ex- 
change announces the following changes 
in the personnel of its standing commit- 
tees: 

C. A. Hoyt, of the Phoenix of London, 
succeeds J. T. Goeller of the London & 
Lancashire, on the arbitration commit- 
tee. 

C. L. Beardsley, of the Fidelity-Phenix 
Fire, succeeds W. C. Howe, of the Fed- 
eral Union, on the brokerage commit- 
tee. 

C. S. Conklin, of the Northern of New 
York, succeeds C. P. Rausch, of the 
Merchants Fire, on the executive com- 
mittee. 

K. R. Scholtz, of McLean & McLean 
agency, succeeds H. E. Frost, of the 
Hoey & Ellison agency, on- the rate 
committee. 


ON NORTHWESTERN BOARD 

Fred C. Van Dusen of the Van Dusen- 
Harrington Co., and president of the 
Minneapolis Fire & Marine, was elected 
to membership on the board of directors 
of the Northwestern National Life at 
a meeting of the board on Friday, Feb- 
ruary 17th, to fill the vacancy caused 
by the death of B. F. Nelson, according 
to an announcement made by O. J. Ar- 
nold, president of the company. 











J. Campbell Haywood 


ADJUSTER 
for STATE of CONNECTICUT 
Wide Experience Prompt Service 
Moderate Charges 
Tel. 221-4 Washington 
Warren, Conn. Cornwall Bridge P. O. 
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Time-Tested 


Financially a Bulwark of 
Strength, Emphasizing Good 
Faith and Integrity in all 
Relations with Agents and 
Policyholders 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 


75 Maiden Lane, New York 
HART DARLINGTON, Manager 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 
HART DARLINGTON, President 


75 Maiden Lane, New York 
The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 
H. P. JACKSON, President 


In NORWICH UNION there is strength 
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U. S. Supreme Court 
Refuses Kansas Case 


WILL NOT PASS UPON MERITS 





Claims There is No Federal Question 
Involved and no Violation of 
Fourteenth Amendment 
The Supreme Court of the United 
States refused on Monday in Washine- 
ton to review the judgment of the Su- 
preme Court of Kansas, sustaining an or- 
der of the superintendent of insurance «f 
Kansas, revising rates of insurance in the 
state written by stock fire insurance con:- 
panies. The court denied a petition for 
a writ of certiorari in the case of Aetna 
Insurance Company et al. v. Baker, etc., 

No. 731. 

Petitioners, comprising 162 stock fire 
insurance companies doing business in 
Kansas, on February 16, 1922, brought 
suit in the District Court of Shawnce 
County, Kansas, to vacate, annul and set 
aside a rate order of the superintendent 
of insurance of the state of Kansas, pro- 
mulgated January 20, 1922, to become ef- 
fective March 1, 1922. 

The insurance companies contended in 
their brief that unreasonably low rates 
for insurance can. not be justified upon 
the ground that the insurance carrier is 
earning large profits from other sources; 
that the order is void because of unrea- 
sonable and arbitrary classification; that 
the rate order is violative of the Fed- 
eral Constitution because confiscatory 
rates are justified by inclusion in income 
of unearned premiums and other ele- 
ments of supposed income not properly 
included therein; and that there was a 
denial of due process. 

For the respondent it was contended 
that the companies did not make a prima 
facie showing of any losses to them sep- 
arately that would constitute a violation 
of the due process of law clause in the 
first section of the Fourteenth Amend- 
ment. It was alleged, in its brief, that 
their evidence and presentation in the 
state courts were upon the combined fig- 
ures of the experience of all the compa- 
nies and the probabilities, as they 
claimed, of the effect of the operation 
of the rate order upon the companies in 
the aggregate. 

And it was said that on their combined 
figures the companies did not by any 
theory make a prima facie case to in- 
voke the protection of the due process of 
law clause in the Fourteenth Amend- 
ment. 





MADE ASS’T SECRETARY 





G. A. Boyd Takes Over Duties of S. T. 
Pike, Resigned, With America 
Fore Companies 

Ernest Sturm, chairman of the boards 
of directors of the America Fore com- 
panies, announces the appointment of G. 
A. Boyd as an assistant secretary of the 
companies. Mr. Boyd is to assume the 
duties previously handled by Secretary 
Summer T. Pike, recently resigned. 

Mr. Boyd was born on October 4, 
1898, at Middletown, N. Y., and was edu- 
cated in the Middletown schools. During 
the war he was a private in the chemical! 
warfare service. Graduated from Cor 
nell University in 1921, he took a posi 
tion with the Bell Telephone System 
first with the Bell Telephone Securities 
Company, and later in the division oi 
economic statistics, American Telephone 
& Telegraph Co. He left there in June, 
1926, to come with the America Fore 
group as financial investigator. 





COMPANIES. 





INSURANCE 
HARRY C. FRY, Jr., President 
307 FOURTH AVENUE PITTSBURGH 


LOGUE BROS. & CO., Inc. 
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Seventy-Fifth Anniversary 
of - 
THE HOME company NEW YORK 


Statement as of January 1, 1928 


Tee insurance liability of this company 
under its policies is widely distributed throughout the United States and 
its outlying territories, in foreign lands and water-borne, and is written as 
conservative underwriting dictates. To meet claims arising under its 


policies the company has: 


A CASH CAPITAL of 
$18,000,000.00 


A NET SURPLUS (Consisting of funds either 
paid in by stockholders or undistributed 
profits) accumulated in its operations of 74 


yearsof  93.909.990.02 


Making a SURPLUS as respects its policy- 
holders of 
$4.1,909,990.02 


ADDITIONAL FUNDS 


reserved as required by law, being pro rata 
unearned premiums 


$38,758,377.00 
Reserved for miscellaneous ACCOUNTS, Taxes 


and other obligations ascertained or liberally 


estimated . 
$15,436,965.57- 


ASSETS—Total actual and ‘‘admitted”’ assets 
(cash on hand, funds conservatively invested 
or current balances payable when due) 


$96,105,332.59 


THESE FIGURES and The Home’s seventy-four-year record of meeting and paying losses to 


claimants under its policies (aggregating in the seventy-four years $427,383,076.00) justify 
its claim to regard for Strength, Reputation and Service. 


FOF INSURANCE 


Seventy-Fifth Anniversary Year 
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Would Have Gov’t 
Aid American Co’s. 


S. B. PLAN IS AMPLIFIED 





John Nicholson, Shipping Board Counsel, 
Would Provide Cheap Reinsurance 
Facilities Here 





Means of assuring marine insurance by 
American companies should form an im- 
portant phase of any legislation designed 
to assist the development of an Amer- 
ican merchant marine, John Nicholson, 
counsel for the legislative committee of 
the United States Shipping Board, stated 
on March 2 in the course of his testi- 
mony before the House Committee on 
Merchant Marine and _ Fisheries in 
Washington. 

Mr. Nicholson, who appeared before 
the committee which is considering ship- 
ping legislation as proposed in several 
pending bills, said he wanted to amplify 
me statement recently given by the vice- 
a of the Shipping Board, Ed- 
ward Plummer, particularly with refer- 
ence to marine insurance. 

In advocating Government assistance 
in connection with the development of 
marine insurance by American compa- 
nies, Mr. Nicholson advocated legislation 
which would permit American companies 
to reinsure without paying the premium 
required by foreign companies for such 
an operation. 

a cited the case of the steamship 

california” which was built with aid of 
a gy Seannvallies loan from the so-called 
construction loan fund. The Shipping 
Board, Mr. Nicholson said, deemed it 
wise that a reasonable amount of the in- 
surance on the “California” be carried 
by American companies, but it was im- 
possible to obtain $3,300,000 from Amer- 
ican sources. Finally $1,500,000 was ob- 
tained and another $1,000,000 could have 
been obtained by the method of rein- 
surance on the part of the American 
companies. 

He told the committee that reinsur- 
ance should be permitted, with the Gov- 
ernment absorbing the difference in rate. 

Questioned by Representative Gifford 
of Massachusetts, as to the Shipping 
Board’s part in the precipitation of the 
so-called rate war on the handling of 
jute from Calcutta to New York, Mr. 
Nicholson stated that it was the duty of 
the Shipping Board under the Merchant 
Marine Act to see that a fair proportion 
of American trade was carried in Amer- 
ican-flag ships. 

He said it was only when the foreign 
lines in the jute trade had failed to allo- 
cate a proportion of the American busi- 
ness to American vessels that the Board 
entered the route and cut the insurance 
rates. 

Mr. Gifford had suggested that ships of 
Isthmian Line, operated by the United 
States Steel Corporation, had been hin- 
dered by the Shipping Board’s interfer- 
ence and the line would have to put on 
more American-flag ships if the Board 
had not intervened. 


W. Y. YOUNG RESIGNS 





Secretary-Manager of Fire Insurance 
Society of Newark Leaves Organi- 
zation April 1 

William Y. Young, secretary and man- 
ager of the Fire Insurance Society of 
Newark, since December 1, 1924, has re- 
signed that position, effective April 1. 
Mr. Young previous to his position with 
the society was special agent in the east- 
ern field for twenty years. He was spe- 
cial agent for the Fire Association of 
Phiiadelphia, and at one time was presi- 
dent of the Underwriters’ Association of 
the middle department. 

The society succeeded the Newark Fire 
Insurance Exchange in 1909, which was 
organized for the purpose of making 
electrical inspections, checking the daily 
brokerage reports and for the betterment 


of the insurance situation in Essex and 
Hudson Counties. The future plans of 
Mr. Young, who resides at 38 Winans 
street, East Orange, have not as yet been 
decided upon. 


QUEENS AGENTS INCORPORATE 

The Queens County Association of Lo- 
cal Agents, Inc., has just received its 
certificate of incorporation from the Sec- 
retary of State of New York. The offi- 
cers are: George W. Flynn, president; 
Joseph A. Neumann, secretary, and 
George T. Watts, treasurer. by region- 
al vice-pre sidents are: W. B. Dickinson, 


Elmhurst; George Emener, Ridgewood; 
William J. McGahie, Woodhaven; Henry 
anes, Jr., Jamaica, and Robert 
T. Paine, Far Rockaw ay. 





BRYANT SUCCEEDS CHAPMAN 

L. S. Bryant has been appointed as- 
sistant general agent of the Western de- 
partment at the home office of the North 


British & Mercantile group of compa- 


nies to succeed Ralph R. Chapman who 
has resigned. Mr. Bryant has been with 
the company for many years and re- 
cently has been superintendent of agents 
of the Western department. 


Broadway- -Lafayette Corporation, Ney 


York City, insurance adjusters, has been 


chartered at Albany with a capital oi 
150 shares non par value. Elsie Kramer 


Lester H. Marks, New York City, and 


Lillian Kinoy, Bronx, are directors and 


subscribers. 





Abram F. Morrill, Inc. New York 
City, insurance business, has been char- 
tered at Albany with $10,000 capital 
Abram F. Morrill, Greenwich, Conn. 
Herbert L. DeDuc, Cranford, J., and 
Thomas J. Maginnis, New York City arc 
directors and subscribers. 








An insurance agent is just 


one of many. But a Hartford agent holds 


a particular and advantageous place in the 


public’s mind. 
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For More Uniformity 
In Insurance Laws 


IN CHICAGO 





CALDWELL TALKS 





Tennessee Commissioner and Head of 
National Convention Takes Up 
Problems Affecting Agents 





A. S. Caldwell, insurance commissioner 
of Tennessee, and president of the Na- 
tional Convention of Insurance Commis- 
sioners, last week gave his views on 
some of the leading problems facing fire 
insurance in a talk made in Chicago be- 
fore the annual meeting of the Fire 
Underwriters Association of the North- 
west. Mr. Caldwell is well-known to in- 
surance men in the East and presided at 
the commissioners’ meeting at the Hotel 
Astor in December. One of the things 
he advocated at Chicago was greater uni- 
formity of laws affecting insurance regu- 
lation. He told the committee of com- 
missioners now at work on uniform laws, 
including standard provisions for licen- 
sing local agents. AS sn 

Too much legislation and regulation is 
not the aim of Mr. Caldwell. He said 
that if the companies assume more of 
the responsibilities of controlling their 
affairs and of appointing agents these 
problems will not come before the legis- 
latures. . : 

Speaking on agency qualification laws 
and the discretion allowed local agents 1 
underwriting the business they insure 
Commissioner Caldwell said: 

Agency Qualifications 


“There is now quite an agitation in 
the several states in the matter of 
agency qualification laws. Some of these 
I think are rather drastic. I believe that 
a conservative agent’s qualification law 
is beneficial, but not one that is so dras- 
tic as many agents would like to see it 
in order to cut out all agents but a few 
of the “select.” Candidly, gentlemen, | 
think there is entirely too much selfish- 
ness in matters of this kind and we do 
not consider enough “the other fellow 
as we should. We have in Tennessee an 
agent’s qualification law, not all we 
would like to have in it, but I am candid 
to say that it has been very beneficial 
to the profession. We are endeavoring 
as far as we possibly can to eliminate the 
undesirables and to protect the honest 
and conscientious agent. We have had 
a great deal of trouble with this, because 
the question naturally arises what agents 
should be licensed and those that should 
not, and it is astonishing to find when 
you do deny an agent a license, the pres- 
sure that is brought from all sources en- 
deavoring to have the agent licensed or 
relicensed. 

“There are undoubtedly many agents 
in this business that should not be. In 
fact, I am candid to state to you that 
there are entirely too many agents in 
the business, that is, agents who know 
nothing or little of the business, and 
this, to my mind, is accounted for prin- 
cipally from the fact that companies and 
their special representatives do not make 
sufficient investigation before licensing 
them. I-am in sympathy with the hon- 
est and conscientious agent, because they 
are the back-bone of the business, and 
I wish to impress upon you that you 
have a duty to perform and should be 
competent to perform that duty—you not 
only represent the insured, but the com- 
pany and the public as well. : 

“As stated, I think that companies and 


managers are not careful enough in the 
selection of their agents. Too many re- 
quest license for anyone from the “Coun- 
ty Judge to the Corner Loafer,” if they 
think they can produce a little business. 
Agents Not Allowed Enough Discretion 

“In this connection I do not think that 
the agents in many instances are allowed 
enough discretion in local underwriting. 
If they are the kind of agents they 
should be then they have a knowledge of 
the condition in their several communi- 
ties, but in many instances they do not 
have this discretion, but they are simply 
told to produce volume not always look- 
ing for the results. 

“I have been greatly interested in the 
matter of inspection of risks. After a 
careful investigation I am_ thoroughly 
convinced that at least 70% of the losses 
in Tennessee are caused by over-insur- 
ance and non-inspection. Our last legis- 
lature passed an Act compelling inspec- 
tions to be made and also repealed the 
Valued Policy Law, which I am candid 
to state, has proven a menace and en- 
couraged the destruction of property. 

“I wish to call to your attention the 
fact that there are so many companies, 
or agencies representing companies of 
questionable character, who are doing 
what is termed a ‘mail order business’ 
and have flooded the several states with 
circulars soliciting business. In many 
instances neither these companies nor 
agencies are licensed in the states to doan 
insurance business. An instance has just 
come to my attention where an agency 
in the East was soliciting business of this 
kind and the company that they were 
supposed to be placing this in was a 
foreign company and was. not even li- 
censed in the states, so far as I can 
learn. Then when they have a loss they 
simply ignore it or raise a technicality 
as to the validity of the claim, and the 
insureds of course have to suffer thereby. 

“I do not think any honest and effi- 
cient agent would honestly condone such 
actions, but in many instances certain 
classes of agents are misled and they 
are endeavoring to get a few dollars 
commission writing such class of busi- 
ness. 





FIRE PREVENTION FILMS 





Committee on Visual Education Views 
Several Films in N. Y.; Encourage 


Education by This Means 


Thirty-two reels of fire prevention mo- 
tion pictures, embracing practically all 
of the known films covering this subject 
in the country, were critically reviewed 
in the office of the Hays organization in 
New York recently, when the visual edu- 
cation committee of the National Fire 
Prevention Association, in co-operation 
with prominent motion picture and 
psychological authorities, met to secure 
expert opinion on the existing equip- 
ment. These pictures were gone over 
with a fine tooth comb, many suggestions 
for changes were made, and the commit- 
tee will encourage all those who are con- 
templating production of fire prevention 
motion pictures to submit their scena- 
rios for criticism before proceeding with 
production. 

Several prominent psychologists, who 
were present, voiced the opinion that 
more success would be achieved if the 
subject under discussion was presented 
through a human appeal to the instincts 
and emotions rather than through a bald 
statement of financial loss. 

Dr. Carleton Simon, psychiatrist, 
psychologist and criminologist, formerly 
with the New York Police Department, 
emphasized the point that the human fa- 


miliarity with fire is instinctive, and that 
it is through the instincts of self-preser- 
vation and the maternal that carelessness 
with fire can be most successfully com- 
bated. 

Those in attendance at the meeting 
were: Richard E. Vernor, manager of 
the fire prevention department of the 
Western Actuarial Bureau, chairman of 
the committee; Eugene Chrystal, East- 
man Kodak Company; T. Alfred Flem- 
ing, supervisor of the conservation de- 
partment of the National Board of Fire 
Underwriters; Charles E. Meigs, of the 
Fire Equipment Manufacturing Insti- 
tute; C. A. Lindstrom of the United 
States Department of Agriculture; 
George Muldaur, general agent of the 
Underwriters Laboratories, and Carl E. 
Milliken, secretary of the Hays organi- 
zation, 





CAROLINA GENERAL AGENTS 


The Carolina of Wilmington, N. C., a 
member of the Home group of compa- 
nies, has appointed Minner & Yoost, Inc., 
of 80 John street, general agents for the 
New York territory. This agency will 
handle all fire and automobile lines for 
the Carolina in addition to the business 
written for other companies. The Caro- 
lina has assets of more than $2,000,000, 
a capital of $500,000 and a net surplus 
of $653,000. 


SEEKS BLUE GOOSE MEETING 
San Francisco is reported to be seeking 
the 1929 national convention of the Blue 
Goose. This success of that city’s cam- 
paign hinges somewhat on the possible 
election of Grand Supervisor J. Charles 
Harris, of San Francisco, to the head of 
the organization at the 1928 meeting this 
August in Montreal. 








THE AMOUNT SUBJECT 


Analysis of the practical value 
of cut-offs for the fire insur- 
ance underwriter and inspec- 
tor by C. A. Vlachos. 


Price 50c per copy. Substan- 
tial discounts for quantities. 
Published by Vlachos & Co., 
100 William St., New York, 
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ORGANIZING LONG ISLAND 

; The Long Island Fire of New York 
Is now ccmpleting its organization and 
when it starts will have an authorized 
capital and surplus of $400,000. Corbin 
Wheeler is president and George Leiste 
is vice-president in charge of underwrit- 
ing. 

Heeran, Zanes & Co., Inc., insurance 
brokers, have moved from 64 Wall street, 
New York, to 8+ William street. 





Milestones 


The Agricultural has 
crossed another mile- 
stone and now enters 
its seventy-sixth year. 
We are grateful for 
the past assistance of 
our agents. May we 
always hold your con- 


fidence and friendship. 
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LOYAL TO PRINCIPLE—-TO LOYAL AGENTS, LOYAL 


A. H. TASSINGER, ‘View President 





JOHN KAY, Vice-President and Treasurer 
WELLS T. BASSETT, Vice-President 
JANUARY 1ST, 1928, STATEMENTS 





ORGANIZED 1855 
FIREMEN’S INSURANCE COMPANY 





OF NEWARK, NEW JERSEY 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$40,000,136.83 $19,459,279.01 $7,500,000.00 $13,040,857.82 $20,540,857.82 


ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE COMPANY 
OF PHILADELPHIA, PA 
$6,000,966.28 $2,930,594.84 $1,000,000.00 $2,070,371.44 





$3,070,371.44 
ORGANIZED 1854 
MECHANICS INSURANCE CO 
OF PHILADELPHIA, PA 
$4,828,245.29 $2,820,808.68 $600,000.00 $1,407,436.61 





$2,007,436.61 
ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INS. CO 
OF PITTSBURGH, PA. 
$4,907,721.63 $2,557,216.60 $1,000,000.00 $1,350,505.03 





$2,350,505.03 

ORGANIZED 1871 

SUPERIOR FIRE INSURANCE CO 
OF PITTSBURGH, PA 

$4,835,369.35 $2,520,317.56 $1,000,000.00 $1,315,051.79 





$2,315,051.79 
ORGANIZED 1870 


CONCORDIA FIRE INSURANCE CO 
OF MILWAUKEE, WIS. 
$5,250,424.26 $2,567,447.92 











$1,000,000.00 $1,682,976.34 $2,682,976.34 
ORGANIZED 1886 
CAPITAL FIRE INSURANCE CO. 
OF CONCORD, N. H. 
$760,298.04 $375.00 $300,000.00 $459,923.04 $759,923.04 
TOTAL OF ASSETS TOTAL OF LIABILITIES TOTAL NET PREMIUMS 
$66,583,161.68 $32,856,039.61 $25,684,495.78 
WESTERN DEPARTMENT EASTERN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street 10 Park Place 60 Sansome Street 
Chicago, Illinois Newark, New Jersey San Francisco, California 
H. A. CLARK, Manager CANADIAN DEPARTMENT 
Assistant Managers 461-467 Bay Street 
H. R. M. SMITH 
JAMES SMITH JOHN R. COONEY 


W. W. & E. G. POTTER 
Managers 
Toronto, Canada 
MASSIE & RENWICK, Limited 
Managers 
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Move in Legislature 
To Probe Queens Rates 


DISCRIMINATION IS CHARGED 


Joint Legislative Cossniiatee Asked to 
Investigate Fire Insurance Dwelling 
Rates in This State 
Protests against the increasing of fire 
insurance rates in the outlying sections 
of Queens County, N. Y., because of the 
alleged great conflagration hazards aris- 
ing out of the congestion of frame build- 
ings have reached the legislature at Al- 


bany. A resolution has been introduced 
in the Senate by Senator Stephen S. 
Burkard and in the lower house by As- 


semblyman Brunner of Queens which 
would authorize the appointment of a 
joint legislative committee of seven mem- 
bers to probe fire insurance rates in New 
York State generally and especially in 
Queens County. 

The proponents of the 
charge that fire insurance rates in 
Qucens County are discriminatory in 
character in that they are too high for 
the hazards insured against. The appeal 
is made on behalf of Queens County 
residents that fire protection facilities are 
adequate and therefore the stock fire 
companies are not entitled to exact extra 
premiums for conflagration hazards. 

The full text of the resolution intro- 
duced this week at Albany follows: 

“Whereas, discriminatory rates of fire 
insurance ogee dwellings in certain sec- 
tions of the County of Queens have be- 
come an added burden upon taxpayers 
and have reflected in a depreciation of 
the sale value of residential property; 

“Whereas, the conflagration rates ar- 
bitrarily established by the Suburban 
Fire Insurance Exchange are 150% above 
the former non-conflagration rates; 

“Whereas, many millions of dollars are 
invested in homes by home dwellers in 
the County of Queens and the unjust dis- 
crimination by the fire insurance rate 
making body is a matter of deep concern 
to such home owners and taxpayers; 

“Whereas, the County of Queens and 
especially the area in which the confla- 


investigation 


gration rates apply is adequately pro- 
tected by a high pressure water supply 
sysetm, an efficient fire department and 


sufficient fire alarm system and no fires 
of a conflagration consequence have oc- 
curred within its boundaries to warrant 
such confiscatory rates for fire protec- 
tion; 

“Whereas, appeals to the rate making 
authorities and the Superintendent of 
Insurance have brought no relief to the 
home owners of the County of Queens; 


Joint Committee Asked 


“Resolved (if the Assembly concur) 
That a joint legislative committee is 
hereby created to consist of several mem- 
bers, three to be appointed by the tem- 
porary president of the Senate and four 
by the Speaker of the Assembly to in- 
vestigate into the subject of fire insur- 
ance rates in the State of New York on 
dwellings and buildings generally and 
more especially as to the rates enacted 
by companies doing business in the 
County of Queens to determine what leg- 
islation, if any, can be enacted to afford 
just and equitable fire insurance rates 
to home owners and others and to re- 
port to the legislature on or before the 
15th day of February, 1929. 

“Such committee shall choose from its 
number a chairman, may employ a sec- 
retary, counsel, and such stenographers, 
clerks and assistants as may be needed 
and fix their compensation. Such ‘com- 
mittee shall sit within and without the 
County of Albany, shall have power to 
subpoena and compel the attendance of 
witnesses, including the production of 
any book, paper, record or document 
pertaining to the subject of its investi- 
gation, and in general have and possess 
all the powers of a legislative commit- 
tee as provided by the Legislative Law. 

“Resolved Gf the Assembly concur), 
That the expense of each committee not 
exceeding the sum of ten thousand dol- 
lars ($10,000) be payable out of the leg- 


MOHAWK FIRE STARTS 





Has $1,000,000 Capital and Same Surplus; 
Running Mate of Importers & Ex- 
porters; Names N. Y. Agents 
The Mohawk Fire of New York, 
formed as a running mate of the Im- 
porters & Exporters, started business 
last week after receiving its license from 
the New York State Insurance Depart- 
ment. The company has a paid-up capi- 
tal of $1,000,000 and a surplus of the 
same amount. The Importers & Ex- 
porters organization will operate both 

companies. 

The Mohawk Fire has appointed For- 
ster & Acker, Inc. of 110 East 42nd 
street as metropolitan agents for Man- 
hattan and the Bronx. This is a new 
organization composed of two men who 
have been in insurance for more than 
twenty-five years. John C. Forster is 
president of the Eighth Avenue Associa- 
tion as well as being an insurance man, 
and Frederick E. Acker, of Crawford & 
Acker, Inc., has been branch manager of 
two companies for many years. 

The officers of the Mohawk Fire are 
as follows: President, Albert Valensi; 
—— M. L. Heide; secretary, 
Richard Rice, Jr.; treasurer, A. 
Abadie ; vod secretaries, J. W. 
Begg, F. E. Wolfe and H. L. Wilkens. 

The following is its directorate: M. S. 
Amado, of L. F. Rothschild, banker, New 
York; Edward C. Delafield, president of 
the Bank of America, New York; E. P. 
Earle, president of the Nipissing Mines 
Co.; Herbert W. Grindal, of Lehman 
Bros., bankers, New York; J. Fletcher 
Farrel, Sinclair Oil & Refining Co.; M. 
L. Heide, vice-president of the company ; 
G. Hermann Kinnicutt, of Kissel, Kinni- 
cutt & Co., bankers, New York; Freder- 
ick J. Leary, vice- -president of the Cen- 
tral Union Trust Co.; Noah MacDowell, 
Tr., of Kissel, Kinnicutt & Co.; Charles 
W. Nichols; Richard J. Rice, Jr., secre- 
tary of the company; William B. Scar- 
borough, of Hitt, Farwell & Co., bankers, 
New York; Jesse Spier, insurance securi- 
ties, New York; Albert Valensi, presi- 
dent of the company; Jacques Valensi, 
capitalist, New York, and Charles W. 
Weston, vice-president of the Chatham- 
Phenix National Bank & Trust Co. 





BIG FALL IN AUTO VALUES 


The National Association of Finance 
Companies reports that the selling value 
of used cars, in per cent. of the original 
list prices, is now lower than ever be- 
fore. The Association took ten low and 
medium priced cars, the cheapest five 
passenger closed model being chosen in 
each case, and the list prices prevailing 
at the end of 1927 were compared with 
the latest 1928 Blue Book “appraised” 
values. The highest appraised value was 
found to be 44% of the list. the lowest 
26% and the average 39%. The average 
of the appraised values of the same 
makes computed in the same way for 
one year earlier was 54%. 

Earl Brokerage Corporation, New York 
City, insurance brokerage, has been char- 
tered at Albany with $5,000 capital. Anna 
Baron, David Spielman and George Adel- 
men, New York City, are directors and 
subscribers. 








islative contingent fund, on the certifi- 
cate of the chairman of such committee 
in the manner provided.” 


Beha Denies Need For 


Probe Of N. Y. Rates’ 


CITES FACTS ABOUT QUEENS 





Reductions in Rates Have Already Been 
Made in Districts Where Conditions 
Warrant Them 





Insurance Superintendent James A. 
Beha of New York wasted no time in 
denying statements charging unfair dis- 
crimination in fire insurance rates in 
Queens county made in the resolution 
introduced in the legislature at Albany 
asking for a joint legislative investiga- 
tion. The text of that resolution ap- 
pears elsewhere in this issue. Mr. Beha 
has written a letter to Senator Charles 
J. Hewitt, chairman of the Senate fi- 
nance committee, in which he justifies 
the present fire insurance rates charged 
in the congested areas of Queens county, 
and points out the more than normal 
dangers of fire due to concentration of 
frame dwellings. 


In pointing out the lack of a need for 
a public investigation of fire insurance 
rates in this section of New York state 
Superintendent Beha said in part: 

“This congested mass frame construc- 
tion had been going on for a number 
of years before the fire underwriters 
themselves appreciated the growing 
fire hazard which was being developed, 
and it was not until December, 1926, 
that the rates for frame dwellings in 
the congested sections were advanced 
from 20c per $100 to 50c per $100 per 
annum. On the complaint of numerous 
property owners and associations hear- 


ings were held before me in June, 1927,: 


and on investigation it was found that 
there was a serious fire hazard cre- 
ated by reason of this congested mass 
frame construction. When it was found 
that the Fire Department facilities 
were adequate and that the water sup- 
ply and fire hydrant spacing were also 
adequate, a most deplorable situation 
was found in the condition of the streets, 
properly paved streets being found only 
in rarely isolated cases, practically all 
of the streets being dirt roads, with a 
few streets cinder covered through pri- 
vate initiative. 


Rate Cuts Already Made 


“As a result of the hearings held be- 
fore me, the New York Fire Insurance 
Rating Organization was ordered: 

To substantially reduce the area 
subject to the increased rates. 

“2. To divide the remaining area into 
sections, in only one of which (the 
largest in size), the 50c rate estab- 
lished by the Rating Organization was 
permitted to remain, a 45c rate being 
established for all other sections. 

“3. To subject all of such rates, how- 
ever, to a reduction of 5c for houses 
having non-shingle roofs, with a fur- 
ther reduction of 10c for houses in sec- 
tions with properly paved streets so as 
to insure accessability by fire depart- 
ment apparatus in substantially all kinds 
of weather. 


Present Rates Justified 


“Accordingly, in sections where streets 
are properly paved, the rates on the 
frame dwellings with non-shingle roofs 
are 30c per annum per $100 of insur- 
ance, Or, as is most generally written, 











Franklin W. Fort 





Fire Reinsurance Treaties 


Eagle Fire Insurance Company 
| Baltica Insurance Co., Ltd. 


| 18 Washington Place, Newark, N. J. 





(New Jersey) 
(Denmark) 


Thomas B. Donaldson 








75c per $100 for three years, as com- 
pared with a minimum rate on frame 
dwellings in non-congested sections in 
New York city of 50c per $100 for three 
years. For dwellings having shingle roofs, 
located in sections having paved streets 
the rates have been fixed at 35c per 
$100 per annum, or 87¥%c per $100 for 
three years. This is true of the dwell- 
ings in all of the sections in the con- 
gested territory excepting the one sec- 
tion previously referred to, in which the 
corresponding rates are 5c per $100 per 
annum higher than those just stated. 
Where the 10c credit has been with- 
held because of the unpaved condition 
of the streets the rating organization is 
under obligation to allow such credit as 
soon as the streets are properly paved 
in any of the remaining sections. 

“So far as I have been able to ascer- 
tain, there is no other section in the 
state of New York (or even elsewhere 
in the United States) that compares 
with the situation created in Queens, due 
to the enormous area of close frame con- 
struction which has developed there. In 
my opinion, the higher charges due to 
the conflagration hazard and the un- 
paved condition of the streets are not 
unreasonable. I am further of the firm 
conviction that if an attempt to reduce 
the rates below those now fixed on the 
dwellings in the affected territory is suc- 
cessful there will be such a scarcity of 
insurance in.the affected territory as to 
cause widespread distress among the 
property owners, who are mostly people 
of very moderate means.” 





TOKIO AND STANDARD FIGURES 


The Tokio Marine & Fire and the 
Standard of New York both showed ex- 
cellent financial gains during 1927. The 
United States branch of the Tokio, of 
which J. A. Kelsey is general agent, 
now has assets of $9,771,119, a gain of 
$1,640,000 over 1926. The premium re- 
serve is $2,238,740, compared with $1,- 
981,557, and the net surplus is $6,656,963 
as against $5,360,419. 

The Standard, ‘of which Mr. Kelsey is 
president, at the close of 1927 showed 
assets of $4,081,653, compared with $3,- 
435,909 the year before. The premium 
reserve increased $253,000 to $1.098,796 
and the net surplus was $1,786,197, com- 
pared with $1,453,736. In addition the 
company has a capital of $1,000,000. Both 
companies show a remarkable high ratio 
of gross surplusses to total assets. 





GETS PUBLICITY ON FORD 


When the first new Ford car sold in 
Alton, Ill., arrived the Giberson agency 
of that city saw a chance to capitalize 
the publicity which has followed the new 
model. It sold various covers for the 
car and published this advertisement in 
the local newspapers: “First New Ford 
Delivered to J. T. Hawk, 422 Foulds ave- 
nue. Teller, Alton National Bank. We 
sold the insurance on this new phaeton 
car. Fire, theft, tornado, hail, earth- 
quake, explosion, water damage, full col- 
lision (damage to own car from 1 cent 
up), liability and property damage. To- 
tal cost, $47.45. We now insure about 
2,000 automobiles—the kind of insurance 
that really pays | for = losses. Let us 
insure your car.” J, Giberson, well 
known local agent, is trad of this office. 





TAGGART STANDS ACES HIGH 

The “Pennsylvanian,” the monthly 
publication of the Pennsylvania Associa- 
tion of Insurance Agents, is strongly in 
back of Insurance Commissioner Tag- 
eart. It says that there never has been 
“a more thorough, thoughtful public 
servant who is so interested in the good 
of the insurance business. Never before 
has there been a commissioner who has 
accomplished so much for the general 
good of the business as has Commis- 
sioner Taggart.” 





Davidson-Warren & Co., Inc., 
York City, insurance business, has been 
chartered at Albany with $10,000 capital. 
Robert O. Davidson, Charles S. Warren 


and Toseph*J. Nicholson, New York City, 


are directors and subscribers. 
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Agents Hail Revival 
Of Florida Business 


TRADE IS ON THE UPGRADE 





Buying of Farms and Entrance of Mail 
Order House in State Cited as 
Signs of Improvement 


By Hervey W. Laird 


Tampa, Fla, March 3—A number of 
leading insurance agents got together a 
short time ago over on the East Coast 
and talked about business in Florida. 
They were Orlo Hainlin, of Miami; B. D. 
Cole, of West Palm Beach; Earl Free- 
man, of Daytona Beach; G. G. Painter, 
Jr. of St. Petersburg; H. L. Crowder, 
of Tampa; Quinlan Adams, of Orlando; 
George Stembler and Fred Vanderpool, 
of Miami, and a lot of others. 

Ten days later Cole, Hainlin, Freeman 
and Finley Cannon, of Gainesville, who, 
too, was at the East Coast session, were 
at a meeting in Jacksonville, which was 
attended also by S. A. Leonard, of Pen- 
sacola, and Clifford A. Payne, of Jack- 
sonville, 

It was agreed that things were well 
on the upgrade. Mr. Cole, for instance, 
was able to say that notwithstanding 
there had been in the boom days a great 
increase in apartment houses in West 
Palm Beach, they were more than 80% 
occupied at good rentals. 

Mr. Hainlin reported that for the first 
time in two years hotels in the down- 
town sections of Miami were running to 
capacity. On arrival in Jacksonville it 
was found that the George Washington 
Hotel, where the agents met, could not 
give those who wanted rooms accommo- 
dations for perhaps ten to twelve hours, 
if then. 

When this letter is being written a 
regular traveler just back from Miami 
says that with the exception of the big 
resort place Miami hotels, down town and 
on the beach, are full, and that it is esti- 
mated that there are 10% more stay-a- 
while visitors in that city than at any 
time during the boom. This “jibes” with 
what was reported at the meeting of the 
agents. 

S. E. Thomason, former vice-president 
and manager of the Chicago “Tribune,” 
who bought the Tampa “Tribune,” a 
morning paper, about a year ago for bet- 
ter than a million dollars, told a friend 
the other day that even though he had 
come to Florida after the boom had 
broken, he had been “in the red” but 
two months since he assumed control. 
At a meeting of citrus fruit growers last 
week Mr. Thomason said that he had 
come to Florida in the belief that citrus 
fruit had a great future, and that it was 
his purpose to put his paper under the 
industry because it is the promise of 
wealth to the state. 

It is generally understood that where 
Sears & Roebuck, of Chicago, establish 
branch houses there is a certainty of 
the future, based on a very efficient sys- 
tem the managers have. This house has 
just_ announced that a branch will go 
in Tampa. A citizen puts it this way 
“If Chicago trained business men like 
Thomason and the managers of the mer- 
cantile firm see so much in Florida it 
must be there, for those fellows rarely 
make mistakes.” 

There is another thing about Florida, 
national in its influence, and that is the 
movement for a tariff on vegetables. 
Countries and principalities to the south, 
with cheap labor, are able to so far un- 
dersell Florida growers that they can 
not go on with the business. Hence the 
new cry for protection, and the horse- 
laugh of the Republicans at such a hue 
and ery from a Democratic stronghold. 
And then this significant suggestion: 
“The only way Florida fruits will ever 
be protected is to have a Republican 
from the state in Congress!” 








Trowbridge Harris, Inc., Owego, N. Y., 
insurance business, has been chartered 
at Albany with $10,000 capital. 


+ KEE P-A-ROOF- 
OVER-YOUR-HEAD- 
INSURANCE” 





EVERYBODY 


who has Fire Insurance on his home or place of 


business needs Rental Insurance— 


the Siamese-Twin of Fire Insurance. 





let giving full information and 
lists of Prospects. 


©x Agents havea useful book- 











“What an awful mess we would have 
been in, after the fire, if that ‘Penn’ agent 
hadn’t put us on the right track with 
% Keep-a-Roof-Over-Y our-Head 


Insurance. 


“Took at these figures. It took all the 


fire insurance indemnity to restore our home; 
but that Rental Value 
* “Keep-a-Roof-Over- Your-Head” 
cash money about paid for our room at the 
hotel for months, didn’t it?” 





Calkins Raps Bank 
Agencies In Florida 


SAYS THEY WILL BE BEATEN 





Prominent General Agent Believes State 
Will Protect Agents; Excuses Bank 
Employe Producer 





Bank insurance agencies, which have 
for several months created plenty of stir 
and publicity in California, are now at- 
tracting attention in that rival state of 
“perpetual sunshine,” Florida. One of 
the leading agents of Florida, Fred C. 
Calkins of Jacksonville, a member of the 
general agency firm of Calkins & Tucker, 
Inc., representatives of several fire in- 
surance companies, frankly expresses his 
opposition to some of the “big stick” 
methods of a few banks that feel they 
should share in the profits of the insur- 
ance producing business. 

In the latest number of “Florida Chit 
Chat,” the monthly organ of the Calkins 
& Tucker, Inc., agency, Mr. Calkins 
speaks his mind, but says he does not 
condemn the bank employes who sell 
fire insurance outside of their banking 
connections and receive the full commis- 
sions on the. business they produce 
through their own efforts. 

Here is what Mr. Calkins has to say 
on Florida bank agency activities : 


One Bank Creates an Issue 


“For the past several years the Na- 
tional Association of Insurance Agents 
has under consideration the question of 
the propriety of banks who seek to en- 
hance or enlarge their incomes, opening 
up an insurance department. There is 
no denying but that banks with insur- 
ance departments have and will force 
borrowers to take out insurance through 
them, thus cutting off the local insur- 
ance man from revenue in that direc- 
tion. There has been quite a stir on 
this subject in Florida recently owing to 
the out and out throwing down of the 
gauntlet by one of the largest state 
banks in Florida, which demanded of 
local agents depositing with it a division 
of commissions and upon their declina- 
tion to violate the state law against re- 
bating the bank, politely set up an in- 
surance department. 

“We believe this to be absolutely 
wrong and shall view with interest the 
outcome of probing which has been set 
on foot, we understand. Our laws in 
Florida against any form of rebating to 
the ordinary policyholder is very definite 
and our insurance commissioner, alert to 
see that it is upheld.. Again, as we un- 
derstand it, the charters of state banks 
do not permit their doing an insurance 
business, and we think a bank should 
do a banking business and not seek to 
throttle or bottle up or disintegrate the 
army of insurance agents in Florida who 
find themselves necessitated to study 
harder and keep higher on the toes in 
an endeavor to keep up with the mod- 
ern business insurance requirements 
which are not so simple as in the olden 
davs of long ago. 

“We have several fire agents who are 
employed by banks, both state and na- 
tional, but thev carry on their insurance 
business outside the bank and receive 
the full commission on the business they 
write and the bank does not: profit in 
any manner by their insurance writings 
and in cases of this kind we feel reason- 
ably sure no breach of the law is con- 
templated or enacted, so we delete such 
an agent from the picture and do not 
believe the anti-bank agency question is 
leveled at him.” 


J. O. PLATT DINNER CHAIRMAN 


John ©. Platt, vice-president of the 
Insurance Company of North America. 
will be the chairman of the testimonial 
banquet to be given in Philadelphia on 
March 27 to Alfred M. Waldron, general 
agent and political figure. He is a can- 
didate for the State Senate on the Re- 
publican ticket. Many other prominent 
fire and casualty insurance men are serv- 
ing on the dinner committee. 
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Automobile and Marine 
Writings During 1927 


GENERAL MOTORS AGAIN LEADS 





Subsidiary Wrote Nearly $9,000,000 Last 
Year; National Heads Stock Com- 
panies; Marine Losses High 
Automobile and marine writing com- 
panies during 1927 about duplicated their 
experiences for 1926. The former type 
of underwriting was again the more 
profitable, many automobile companies 
showing low loss ratios, and the majority 
of them running from 45 to 55% of the 
net premiums. The General Exchange 
Insurance Corporation, the insurance 
subsidiary of the General Motors Cor- 
poration, again led the field with a pre- 
mium income of almost $9,000,000, a gain 
of $1,900,000 over the year before. The 
company’s losses almost doubled, in- 

creasing from $2,132,973 to $4,087,518. 

Among’ the stock fire automobile writ- 
ing companies, the National of Hartford 
is again the leader with a premium in- 
come of $5,099,487, a reduction of over 
$500,000 from 1926. The Home was sec- 
ond in 1927, with an income of $4,815,981, 
a cut of nearly $200,000 from the previ- 
ous year. The Fireman’s Fund comes 
next with $4,302,723, representing an in- 
cre. -¢ of $160,000, and the Hartford Fire 
follows compared with 
$3,952,725 in 1920. ” Others among the 
leading automobile writers last year were 
the Insurance Company of North Amer- 
ica, the St. Paul Fire & Marine, the 
Aetna (Fire) Continental, Automobile of 
Hartford* and the Royal. 

Marine Losses Still High 

In the marine field the loss ratios con- 
tinue to look unimpressive, being higher 
than they ought to be if the companies 
are going to derive any profits consis- 
tently. Comparatively few of the com- 
panies can show a loss ratio of less than 
60 to 70%, the Atlantic Mutual and the 
Insurance Company of North America 
being notable exceptions among the big 
companics. 

The Nort.. America last year gained 
first place amoug the marine writers in 
premium volume, succeeding the Auto- 
mobile of *Hartford, which for several 
years was the biggest writer. The North 
America’s marine premiums in 1927 were 
$4,550,792, a gain of $530,000 over 1926. 
The Automobile, on the other hand, 
which wrote nearly $4,650,000 in 1926, 
cut its marine writings down to $1,860,- 
288 last year. In spite of this, only the 
North America, Atlantic Mutual and the 
Fireman’s Fund outstripped the Automo- 
bile last year. Others among the big 
writers of 1927 were the Globe & Rut- 
gers, Hom‘ Boston, Standard Marine 
and the St. Paul Fire & Marine. 


Following are tables showing the 1927 
automobile and marine results: 
Automobile ra 
Net Losses 
Companies: Premiums Paid 
ee Pe eer re oer $2,033,231 $978,560 
a 1,174,059 441,867 
American, Newark ....... 1,030,163 524,134 
American Central ........ 112,353 128,956 
American Eagle ..%...... 444,136 209,704 
Alliance Assur. ......... 245,254 114,368 
Atlas of London......... 599,788 223,077 
ee Serer 1,572,121 1,293,540 
Bankers “x Shippers....... 1,169,547 653,169 
IE ree 468,544 225,896 
British & Foreign ........ 160,553 35,478 
ee eT er re 937,541 335,476 
British America ......... 121,126 77,133 
nr 495,518 233,520 
Commercial Union ....... 739,510 355,051 
Commercial Un. N. Y..... 57,045 64,434 
City of New York........ 656,656 352,669 
CUNIINER, 1535 <n ore0'f0i-s' 4’ 769,912 367,514 
Commonwealth .......... 410,722 214,572 
RRR ere 375,320 200,364 
CMRMRIOEE os i cksaces civos 466,126 181,988 
eer eee 1,651,409 904,639 
PUES: 56 bce tceavnsccc 1,045,425 326,577 
e. & @& Bri: Wom........ 399,286 258,687 
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Levison Sees Better 
Days In Marine Field 


FUTURE HOLDS ENCOURAGEMENT 
Large Number of 1927 Major Losses 
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AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $5,335,216.16 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $8,132,324.02 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,293,473.36 








WRITE FOR OUR AGENCY PROPOSITION 








York and London to place on a better 
basis, has shown encouraging signs, 2; 
underwriters both in this country anj 
England appear to have realized the ab- 
solute necessity of cooperation and con- 
structive reforms. Unfortunately, how- 
ever, major casualties on the Atlantic 
during 1927 were more serious both i) 
number and extent than at any time since 
the war and have probably wiped out 
the profits of the ocean marine business 
for most of the companies. Notwith- 
standing this, however, the future ap- 
pears to hold more encouragement for 
marine underwriters than has been the 
case for some years past. 


Automobile Insurance 

“In the automobile business the with- 
drawal of Ford cars from the market 
undoubtedly has had its effect on the in- 
surance situation and the vexed problem 
of the business of finance companies is 
still far from being successfully solved. 
Generally speaking, the experience of 
the companies in 1927 was probably bet- 
ter than for some years. The constant 
growth of collision losses in the large 
cities continues to give underwriters se- 
rious concern and in many quarters it is 
definitely felt that in the end rates for 
this class of coverage must be material- 
ly increased. In certain parts of the 
country the theft hazard has been re- 
duced, due to effective legislation and en- 
forcement of laws relating to certificates 
of ownership. It is to be hoped that 
similar laws will be enacted in the states 
generally. Similarly, the situation in re- 
spect to recovery of cars shows definite 
improvement. At the same time it must 
be admitted that the automobile insur- 
ance business taken as a whole has not 
yet been placed on a permanent satisfac- 
tory basis either as regards Policy con- 
ditions or rates of premium.” 





PILFERAGE LOSSES GROW 


Underwriters and Shippers Abroad 
Checking Up on Reasons for 
Recent Outbreaks 
Pilferage of cargo is again prominent- 
ly before both underwriters and shippers, 
and shipping and insurance papers are 
devoting much space to the subject. The 

“Commercial” (Manchester) says: 

“Tt will be remembered that during the 
years immediately following the war 
merchants, shipowners, and underwriters 
suffered heavy losses owing to pilferage 
of goods, and underwriters ultimately de- 
clined to take more than 75% of the 
risk. The London Chamber of Com- 
merce, in conjunction with other bodies, 
was moved to take certain action which 
led to a considerable reduction in this 
type of loss, and eventually underwrit- 
ers withdrew their restrictions and 
agreed to give full cover. Doubtless 
things are much better than they were 
in the early post-war years, but recent- 
ly there has been a marked revival i 
complaints of pilferage, and in December 
last the London Chamber of Commerce 
circularized its members with a view to 
ascertaining whether in fact and, if so, 
in what direction pilferage is on the in- 
crease. It was felt desirable to adopt 
this procedure before determining what 
further steps should be taken. Members 
of the Chamber were further asked to 
furnish particulars of their experience 
during recent months. 

“T am informed that the general vo!- 
ume of replies was not so considerable 
as might have been anticipated in view 
of the vigorous individual complaints 
which had been coming to hand. It is 
well known that Australian shippers hai‘ 
already been taking special precautions 
in connection with their own  heav 
losses, a large proportion of which wer 
found to occur at particular Australia: 
ports; but so far as our home trade ports 
are concerned it would appear from th 
present facts that losses show a tend 
ency to rise, particularly at one or tw 
wharves, where precautionary steps are 
in consequence, being taken.” 
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c CASUALTY AN SURETY NEWS 








Maryland Casualty 
Now Thirty Years Old 


CELEBRATES AT HOME OFFICE 





President Burns Gets 30-Year Service 
Pin; Progress of Company Under 
His Administration 





Thirty years ago the first of March 
the Maryland Casualty started its aus- 
picious career in a two room office in 
haltimore with six officers and one em- 
ploye—F. Highlands Burns, the present 

president of the company. Today the 
: rsonnel consists of about 2,300 and the 
c omg uny is recognized as one of the big- 

est and most substantial casualty and 
surety companies in the country. Be- 
sides United States it is doing business 
in Canada, the Canal Zone, Cuba, Porto 
kico, Alaska, Hawaii, Virgin Islands, 
Mexico, the Dominican Republic and 
Newfoundland. 

The Maryland’s premium income last 
year was approximately $30,000,000 as 
compared with net premiums of $265,778 
written during its first year. Its assets 
on December 31, 1927, were more than 
$40,000,000 as contrasted with $886,500 in 
1898. 

1,000 At Luncheon 


Last Thursday the entire home office 
staff of 1,000 employes joined together 
to observe the company’s thirtieth anni- 
versary with appropriate exercises. It 
was a gala occasion as befits an event 
of this importance. A luncheon was 
served in the club house cafeteria after 
which the award of service pins was 
made. Then followed an entertainment 
and dance, a feature of which was a con- 
cert by the Maryland Casualty women’s 
chorus under the direction of H. S. Jef- 
ferson. 

President Burns was awarded a thirty- 
year service pin and E, B. Owens, Jr., 
manager of the liability department, and 
Stanley M. Ward, Jr., manager, boiler 
department, received twenty-five year 
pins. In the evening at a dinner given 
by Mr. Burns to the directors, officers 
and department heads, he was presented 
with a Swiss watch and chain by James 
H. Patton, treasurer, on behalf of his 
associates. 

The formal celebration of the anniver- 
sary will be held in May when a number 
of general agents from this country and 
Canada will be entertained in Baltimore. 

A Tribute to Burns 

A tribute at this time should be paid 
to the leadership and ability of President 
Burns. ‘He joined the company the day 
it opened its doors for business. In fact, 
he helped the late John T. Stone, the 
first president of the company, in the 
organization of the Maryland. First a 
clerk, then manager of the claims divi- 
sions and in 1903 superintendent of 
agents, Mr. Burns climbed up to the ex- 
ecutive ranks in 1905 when he was elect- 
ed third vice-president. Five years later 
he was made second vice-president and 
first vice-president in 1915. 

Mr. Burns’ election as president was 
by unanimous action of the board of di- 
rectors. His selection for this position 
upon the death of Mr. Stone in 1920 met 
with universal approval from the agents, 
employes and officers of the company. 
The press acclaimed it. It was a tribute 

(Continued on page 45) 


H. & A. Conference Has 
Prepared Fine Program 


MID-WINTER MEETING MAR. 13-14 





To Feature Round Table Talks Again; 
Also to Hear Important Report on 
Public Relations 





The complete program of the forth- 
coming mid-winter meeting of the Health 
& Accident Underwriters’ Conference 
was released this week, showing that 
stress will be placed on the importance 
of the agent in both the addresses and 
round table conferences. The meeting 
starts next Tuesday at the Stevens Ho- 
tel, Chicago, with an address of wel- 
come by Rk. W. Stevens, president, Illi- 
nois Life. Dr, Allen D. Albert, past 
president, Rotary International, will then 
address the meeting on “The Social As- 
pects of Accident and Sickness Insur- 
ance.” 

This will be followed by the reports 
of the membership committee by John 
Hall Woods, the grievance committee by 
C. W. Ray, ‘the legislative committee by 
Ee J. Faulkner, the treasurer’s report by 
H. R: Gordon, and the statistical com- 
mittee’s report by L. D. Cavanaugh. 


Stress on Round Table Talks 

In the afternoon the general theme will 
be, “The Accident and Health Agent,” 
with an address by Armand Sommer, 
Chicago manager, accident and health 
department, Standard Accident, entitled 
“The Future Accident and Health Sales- 
man.’ 

At the round table discussions the pre- 
siding officer will be F. L. Barnes, of the 
Sentinel Life. The subjects to be pre- 
sented are: 

(A) How is effective supervision of 
the accident and health agent best ac- 
complished? Introduced by E. J. Faulk- 
ner, president, Woodmen Accident Com- 
pany; discussed by company executives 
and agents. 

(B) What should be the relationship 
between the underwriter and the acci- 
dent and health agent? Introduced by 
LL. J. Leahy, general agent, Federal Life; 
discussed by underwriters and agents. 

(C) The accident and health agent 
from a claim adjuster’s viewpoint. In- 
troduced by Edgar Harold, claim repre- 
sentative, Pacific Mutual Life; discussed 
by claim adjusters and agents. 

The executive committee meeting will 
be held in the evening. 

Kemper and Yenter to Talk 

The Wednesday — session opens 
with a talk by James S. Kemper, presi- 
dent, Lumbermens Mutual Casualty, 
called “Organization in Business,” fol- 
lowed by an address by R. A. Yenter, 
commissioner of insurance of Iowa. 

The round table discussions will then 
be resumed with the general theme be- 
ing, “The Accident and Health Policy 
Contract.” The presiding officer will be 
W. W. Powell of the Southern Surety 
and the subjects to be covered are: 

(A) How will uniformity of phrase- 
ology covering the insuring clause, prin- 
cipal sum and loss of time provisions, 
help the agent? The company? Intro- 
duced by E. C. Budlong, vice-president, 
Federal Life. 

(B) What defects are there in the 
phraseology of the special feature pro- 

(Continued on page 45) 
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Reliance Casualty Co. 
Tieup with Lincoln 


EXPANSION PROGRAM JUNE 1 





Holding Company Gets Substantial Block 
of Stock; Provides Casualty Facili- 
ties for Jefferson Fire 


One of the tepics of conversation in 
Newark this week was the step taken 
by the Lincoln Interstate Holding Co., 
in becoming a substantial stockholder in 
the Reliance Casualty of New Jersey, in- 
dicating as it does that the holding com- 
pany under an existing agreement will 
probably have a 50% interest in the Re- 
liance within a few months. 

This tic-up is considered advantageous 
to both companies. It will give casualty 
facilities to the Jefferson Fire, one of 
the companies controlled by the holding 
company, and also enable the Reliance to 
increase its financial position and branch 
out into new territory. 

It is probable that the Lincoln Inter- 
state’s interests in the Reliance will re- 
sult in the addition to its directorate of 
Harry C. Thompson, Joseph C. Brae- 
low, Harry L. Tepper, Mahlon S, Drake, 
Jr., and Edwin D. Livingston, all of 
whom are directors of the Jefferson Fire, 
Lincoln Mortgage & Title Guaranty Co., 
and Lincoln Interstate Holding Co., and, 
with the exception of Mr. Livington, the 
Commercial Funding Corp. 





Preparing for Expansion 

The Reliance Casualty, under the un- 
cderwriting management of Russell B. 
Taylor, first vice-president, is now in the 
midst of plans for expansion. Since its 
organization in the spring of 1926 with 
a capital stock of $100,000 and paid-in 
surplus of $25,000, it has had two in- 
creases in capital bringing this figure up 
to $300,000, the paid-in surplus up to 
$75,000 and the earned surplus in excess 
of $50,000. 

A further increase in the capital stock 
is contemplated about June 1 and it is 
also planned to amend the charter of 
the company so as to write all casualty 
and surety lines. The Reliance also ex- 
pects to be licensed in the following 
states: New York, Pennsylvania, Mary- 
land, Delaware, North Carolina, South 
Carolina, Florida, Michigan, Illinois and 
Connecticut. Its license in Virginia was 
recently granted and the company is 


making 
State. 

Up to the present time the bulk of 
the company’s business has been written 
in New Jersey, its home state, writing 
exclusively automobile business. To date 
about $400,000 in automobile premiums 
have been produced and the company 
showed an unearned premium reserve of 
$77,430 at the close of 1927, as well as 
an underwriting profit of 6% of the 
earned premiums. ‘Vhe surplus also in- 
creased last year by $71,251. 

The Reliance has now 
agents, all of whom are consistent pro- 
ducers. ‘The most active man in the or- 
ganization is Mr. Taylor under whose 
leadership the company has progressed 
to its present position, 

Its present board of directors consists 
of the following: 

Charles F. Lynch, president; Russell B. 
Taylor, nrst vice-president and general manager, 
director Jetferson Fire; Robert O’Gorman, sec- 
ond vice-president, president O’Gorman & ¥ sane. 
Inc., general insurance, director, (3) ae 
Bond & Mortgage Company, 
Fire; Harry M. Biggin, secretary and treasurer, 
assistant vice-president, Fidelity Union Trust 
Co.; Ernest H. Miller, president Yellow Cab, 
Inc., director Alamo Coal Company, New York; 
Charles H. Jones, limited partner Charles H. 
Jones & Co., New York, director, Hale & Kil- 
burn Corp., New York; Ernest H.’ Watson, vice- 
president, Chatham & "Phenix National Bank & 
frust Co., New York; John A. Bernhard, gen- 
eral counsel, director, Fidelity Union Trust Co., 
director, Peoples Rapid Transit Co., Philadel 
phia; Byron Conklin, manager, casualty de- 
partment of O'Gorman & Young, Inc.; Judge 
Walter D. Van Riper, president, West Orange 
Trust Co. 


encouraging progress in_ that 


about 125 


director “Jefferson 


GENERAL REINSURANCE GAINS 
Net Premiums, Assets and Surplus In- 
creased Last Year; Paid Out 
$300,000 in Dividends 


The General Reinsurance Corp., 





in its 
financial statement for 1927, reports sub- 
stantial progress as to income, assets and 
financial position. Net written premiums 
for the year were $5,922,421 as compared 
with $5,168,553 the previous year, an in- 
crease of $753,868. Admitted assets last 
year were $12,133,736 as contrasted with 
$10,584,973 in 1926, a gain of $1,548,763. 
The gain in assets is reflected in the 
oumee of the loss and premiums re- 
serves which increased from $7,308,935 in 
1926 to $8,452,870 last year. The surplus 
also shows an increase of about $60,000. 
The specific provision has been made 
for all known liabilities and in addition, 
a purely voluntary reserve of $400,000 
has been set up. During the past year 
the General Keinsurance paid out ap- 
proximately $300,000 in dividends. 
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Changes in N. Y. Staff 
of Fidelity & Deposit 


M. A. WALSH ‘GETS PROMOTION 





L. E. Johnson and Joseph Donahue Join 
Company; Nathan Mobley Trans- 
ferred From Home Office 


The New York office of the Fidelity & 
Deposit have made a number of promo- 
tions and additions to its underwriting 
made known this aveck 
John A. Griffin. As 
mentioned in The Eastern Underwriter 
Robert J. 


staff which were 
by Vice-President 


last week, 3urns has joined 


the staff as head of its contract bond 
department, 

Assisting Mr. Burns is Leon E. John- 
son who comes from the home office 


surety department of the Hartford Acci- 
dent & Indemnity. Mr. Johnson started 
with that company in 1917 in its casualty 
department and was later transferred to 
the surety end. For the past four years 
he has been assistant to E. G. Arm- 
strong, contract bond superintendent. 


Consolidate Departments 


The fidelity department and bankers’ 
blanket bond department have been con- 
solidated and M. A. Walsh is in charge. 
Mr. Walsh has been with the Fidelity & 
Deposit in its New York office since last 
July as head of its fidelity department 
and is well qualified to manage the ccm- 
bined departments. Previously he was 
located at the home office of the Stand- 
ard Accident as the superintendent of its 
fidelity department. His initial step into 
business was with the National Surety 
where he spent more than fourteen years, 
being manager of its bankers’ blanket 
department and office manager of its fi- 
delity department. 

Joseph Donahue is to assist Mr. 
Walsh, resigning his post as fidelity de- 
partment manager at the home office of 
the New York Indemnity. His experi- 
ence includes two years spent with the 
Detroit Fidelity & Surety in a similar 
capacity while his entry into the surety 


business was with the National Surety 
in the early part of 1922. 
Mobley Gets Transfer 
Production work at the New York 


office will be under the direction of Na- 
than Nobley, who, as western agency 
supervisor of the company, has been ac- 
tively engaged in stimulating the produc- 
tion of business in the middle west for 
the past two and a half years. He joined 
the Fidelity & Deposit in 1923 as assist- 
ant manager of its Charlotte, N. C, 
branch and has displayed an unusual 
amount of ability as a producer of busi- 
ness and a capable underwriter. 








HILL TO SUCCEED BURNS 





To Head Contract Bond Department of 
Standard Accident in N. Y.; Comes 
From Home Office 

Richard J. Hill is to succeed Robert J. 
Burns, resigned, as the contract bond 
manager in the New York bonding office 
of the Standard Accident, starting March 
15. Mr. Hill is coming from the home 
office of the company in Detroit where 
he was assistant to J. P. Hacker, who 
is assistant secretary in charge of the 
bonding department. 

A graduate of the University of Illi- 
nois, his first experience in business was 
with the Dearborn Chemical Co. as man- 
ager of its Baltimore branch office. He 
joined the Standard Accident in May, 
1923, shortly after the organization of 
its bonding department. In 1924 he was 
sent to Indianapolis as manager of the 


bonding department in the company’s 
branch office there, returning to the 
home office in the latter part of 1925 


as assistant superintendent of the bond- 
ing department. 

Mr. Hill has had both field and home 
office experience and is thoroughly ca- 
pable of assuming his new responsibili- 
ties. 


McCooey Promoted in 
F. & D. Brooklyn Office 


NOW RESIDENT VICE-PRESIDENT 





George Brush Made Branch Manager; 
Saintsouci, Lemon, Steuer and 


Fields Promoted 





Herbert J. McCooey, son of John H. 
McCooey, Democratic leader of Brook- 
lyn, was made resident vice-president in 
charge of the Brooklyn and Long Island 
office of the Fidelity & Deposit this 
week. Mr. McCooey has been the lead- 
ing producer in the office and has built 
up many important contacts. His con- 
nection with the F. & D. dates back six 
years and at the same time he has car- 
ried on a gencral brokerage business. 
Mr. McCooey is a graduate of Fordham 
Law School and admitted to the Bar in 
Brooklyn. During the war he attended 
the Naval Academy at Annapolis. 

Coincident with Mr, McCooey’s ap- 
pointment, the Fidelity & Deposit has 
made George H. Brush manager of the 
3rooklyn office. Mr. Brush is regarded 
as a capable executive and has been with 
the company for the past few years. 

Other changes include the promotion 
of William Saintsouci to be office man- 
ager and cashier; Andrew M. Lemon as 
manager of the fidelity department, Har- 
old W. Steuer as head of the burglary 
department, and Louis Fields in charge 
of the judicial department, all connected 
with the Brocklyn branch office for some 
years. 





ARTICLE ON VAN WINKLE 


Winant Van Winkle, vice-president 
and secretary, Commercial Casualty, was 
the subject of a feature human interest 
article in last Sunday’s issue of the New- 
ark “Gall” 


N. Y. Surety Managers 
Form Luncheon Club 


E. B. McCONNELL IS CHAIRMAN 





To Meet Monthly to Discuss Local 
Problems; Oakley Is Vice-Chairman, 
Allen Secretary-Treasurer 





Surety managers in New York City 
have grouped together to form the 
Surety Managers’ Luncheon Club which 
will meet monthly and discuss matters 
of mutual interest. The idea for such 
a club materialized at a luncheon given 
recently by John L. Mee, newly elect- 
ed chairman of the New York Agency 
Committee of the Conference on Field 
Supervision and Acquisition Costs. 

E. B. McConnell, vice-president of the 
Maryland Casualty in New York, is 
chairman of the luncheon club; Alonzo 
G. Oakley, New York manager of the 
United States F. & G., is vice-chairman, 
and Welles Allen, manager of the Stand- 
ard Accident’s bonding department in 
New York, is secretary-treasurer. 

The club will function along lines simi- 
lar to the New York Casualty Managers’ 
Association, discussing and straightening 
out acquisition cost problems and ad- 
justing grievances, all in a friendly, 
around-the-luncheon table feeling of co- 
operation. 





30TH ANNIVERSARY NUMBER 

H. A. Warner, supervisor of publicity 
for the Maryland Casualty, has gone to 
considerable pains to make the current 
issue of the “Budget,” the company 
house organ, attractive as the 30th anni- 
versary number. Not only does it con- 
tain the human interest career of the 
Maryland from its inception in 1898, but 
gives the careers of those who have 
helped it to grow to one of the coun- 
try’s biggest casualty companies. 








Seaboard Surety Company 


announce the opening of their new offices at 


80 JOHN STREET, NEW YORK 


Telephone, Beekman 7345 


and the appointment of 


BOYD & MARTIN, Inc. 


as General Agents 


CoO 


OFFICERS 


Edwin D. Livingston, President 
Frank B. Martin, First Vice President 
Howard M. Frost, Vice President—T reasurer 
Harold W. Rudolph, Secretary—General Counsel 


DIRECTORS 
Floyd R. Du Bois, Chairman 


L. C. Amos 

Malcolm B. Dutcher 
Clarence M. Fincke 
Philip L. Gill 
Henry R. Hayes 


Miran Karagheusian 


Capital, $1,000,000 


Edwin D. Livingston 
Frank B. Martin 
Alfred V.S. Olcott 
Jacques Raffray 
Harold W.§Rudolph 
J. Wood Rutter 


Surplus, $1,001,138.12 


December 31, 1927 


Preferred Surety Bonds at Preferential Rates 





Brokers’ Ass’ns Differ 
on Casualty Blanks 


GEN’L BROKERS | IN OPPOSITION 





Fire, Marine & Liability Association 
Endorses Plan; Co-operation of All 
Urged by John S. Turn 





The long-awaited casualty order 
blanks, which were sent out to brokers 
and agents in New York for use begin- 
ning March 1, have brought forth a 
sharp reaction "from the General Brok:- 
ers’ Association and approval from the 
Fire. Marine & Liability Brokers’ A.- 
sociation. The Brownsville & East New 
York Brokers’ Association also disay- 
proved of certain features of the blank 

On Tuesday night at an executive 
committee meeting of the General Brok- 
ers’ Association it was decided that 1. 
M. Edgerton, the president, would com- 
municate by letter with John S. Turn, 
chairman of the Casualty Managers’ 
Committee which drew up the blank, out- 
lining the objections of his association 
and seeking ways by which the blank 
can meet with the approval of the 
members. 


Quick Understanding Desirable 


It is felt to be most desirable that 
complete understanding be arrived at as 
soon as possible. The Casualty Mana- 
gers’ Committee have worked for months 
on the problem, getting the viewpoint of 
brokers and freely exchanging opinions. 
The General Brokers’ Association, it is 
understood, realizes that the blanks have 
a distinct advantage and will solve the 
old “not taken” and free insurance evil, 
but they object to the manner in which 
they were sent out. 

The feeling among its members is that 
after the Fire, Marine & Liability Brok- 
ers’ Association had approved the blank 
that a final conference should have been 
held with other associations. Mr. Turn 
states that this was done and further- 
more, that the blank was submitted to 
the General Brokers and Brownsville & 
East New York Associations before be- 
ing sent out. 

A protest was filed by the General 
Brokers, he says, against the warranty 
statement asking for “Name of the Com- 
pany last insuring this risk.” The as- 
sociation, however, did not advise the 
Casualty Managers’ Committee that it 
would not co-operate if this statement 
remained in the blank. The Browns- 
ville Association did reply, saying that 
its members would not approve the blank 
with this statement in it. Mr. Turn re- 
plied to that association’s letter, explain- 
ing why the statement would have to 
remain in the order blank, and urging 
their co-operation. 


Turn’s Letter to General Brokers 


Mr. Turn’s letter to the General Brok- 
ers’ Association following its protest of 
the warranty statement is given in agg’ 
“As indicated to you in the meeting, 
is impossible for us to accede to he 
request for the elimination of this ques- 
tion. This appears to be the only differ- 
ence standing between us, and believing 
that your committee does not desire for 
this reason to decline approval of the 
blank, we are proceeding with its print- 
ing. 

“We ask you in the same spirit that 
prevailed at our meeting to co-operate 
with us in getting it into use, and, 
stated to you at our committee meeting, 
if later on anything contained in this 
blank seems to operate against the in- 
terests of the producers, or if it should 
be found that certain phases operate 
against the interests of the companies, 't 
is Our purpose in either case to get to- 
gether with vou to discuss our problems 
and try to find a remedy.” 

Beha’s Approval Necessary 


Referring to the protest of the Ger- 
eral Brokers’ Association against thie 
statement that the blank was sent out 
as “approved by the New York State In- 
surance Department,” Mr. Turn ex- 


plained this week that Superintendent 
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Beha asked to be kept in touch with 
the progress of the committee and to 
examine and approve the order blank 
when it was finally completed. This was 
done but at the time Mr. Turn said he 
did not expect Mr. Beha’s stated ap- 
proval would result in back fire from 
the brokers. 

The Casualty Managers Association 
desires more than anything else that the 
order blank be favorably received by all 
brokers and at the same time be prac- 
ticable for every day use. 

The association believes that the use 
f{ the blank will largely decrease the 
vaste incident to rewriting policies, will 
correct errors and eliminate the conse- 
guent annoyance and delay experienced 
by brokers and agents in obtaining ac- 
ceptable policies for delivery. It should 
also reduce the expense incurred by 
brokers and agents through the exces- 
sive scrutiny and correction of policies. 

Desirable Features in Blank 

The Fire, Marine & Liability Brokers’ 
\ssociation unanimously approve of the 
blank and cite the following as its gcod 
points in a letter this week to members: 
“We believe that the present forms rep- 
resent an advanced step in the liberali- 
zation and clarification of casualty insur- 
ance underwriting. They differ radical- 
ly from the blanks in use under the 
Central Bureau plan while that plan was 
in operation, as will be noted from the 
following : 

“Most of the casualty risks, new lines 
and endorsements may be covered under 
ene blank, or a separate blank may be 
used for each kind of insurance. The 
typographical arrangement has been 
simplified. The order blanks do not re- 
quire the signatures of brokers or agents. 
Brokers or agents are not required to 
assume responsibility for the payment of 
earned premiums. 

“The obtaining of signatures of appli- 
cants (assureds) is not compulsory. <A 
space has been provided for applicants’ 
signatures, if brokers or agents deem it 
desirable to obtain such signatures. 

“The statement ‘No insurance of the 
applicant of the kind ordered herein has 
been canceled or recalled, or renewal 
thereof declined by an insurance com- 
pany during the past year within the 
knowledge of the applicant or the agent 
or broker placing this risk except as fol- 
lows, etc.,’ is an improvement over the 
various statements of like import em- 
ployed heretofore. 

“Declinations of new risks submitted 
do not have to be stated, and the period 
of time when previous insurance has 
been canceled or recalled or renewal de- 
clined is confined to the ‘past year.’ 
Heretofore this period of time was fixed 
variously at two, three or five years. 
In some instances the period of time was 
indefinite. 

Like Binder Agreement 

“The binder on the back of each order 
blank is a fair agreement. It provides 
for reasonable notice of cancellations by 
companies. Heretofore binders were 
canceled automatically ‘upon the issue of 
policies. The present binder provides 
that ‘acceptance by the insured of a pol- 
icy (or policies, as ordered) in place 
hereof shall render this binder null and 
void.’ A typographical error places the 
words ‘as ordered’ in brackets. We com- 
mend this phraseology, apart from the 
typographical error, aS a proper protec- 
tion to the public and to brokers and 
agents. 

“Tt is the understanding of our com- 
mittee that the statements made on the 
order blanks are to be incorporated into 
the policies to replace the variously 
phrased statements now in use.” 





MAKES BUFFALO CHANGES 


W. G. Curtis, executive representative 
of the Columbia Casualty, returned this 
week from Buffalo where he had been 
since the first week in January, engaged 
in_ reorganizing the company’s branch 
office in that city and establishing the 
general agency of Slacer & Co., with the 
Columbia for all lines. 


Seaboard Surety Gets 
Started in New York 


ALSO APPOINTS BOSTON AGENT 





U. S. Treasury Department Gives It 
Temporary Limit of $200,000; 
Livingston Explains Slogan 





The Seaboard Surety started in active 
business on Monday at 80 John street, 
New York, having appointed Boyd & 
Martin, Inc., of the same address, as its 
general agents in charge of the produc- 
tion of business in New York City. On 
the same day the company received its 
certificate of authority from the U. S. 
Treasury Department to issue bonds in 
favor of the United States Government. 
A temporary limit of $200,000 for such 
bonds has been fixed. 

Later in the week the company made 
known the appointment of Moore, Bet- 
tencourt & Co., of Bostcn, as its agents 
there. As this firm also represents the 
Yorkshire as Boston agents, it can be 
taken as the first evidence of the close 
co-operation between the Frank & Du 
Bois’ fire companies and the Seaboard 
Surety through the Boyd & Martin gen- 
eral agency. 

Personnel of the Agency 

The general agency of Boyd & Martin, 
Inc., is owned by Frank & Du Bois, who 
ere the backers of the Seaboard Surety. 
The agency gets its name from the two 
underwriting partners of the firm. Henry 
EK. Scanlan, formerly manager of the 
surety department in Johnson & Higgins, 
is the production manager in the office 
and associated with him is Ray Smith, 
formerly with the local department of 
the Royal Indemnity, as the local un- 
derwriter. J. R. Logie is in charge of 
accounts and will assist at the counter. 


Not a Cut Rate Company 


Considerable interest has been aroused 
by the company’s slogan which is, “Pre- 
ferred Surety Bonds at Preferential 
Rates.” During the period last fall when 
it was being organized, executive officers 
of other companies and subscribers to the 
Towner Rating Bureau expressed the 
hope that the Seaboard would not prove 
a disruptive element. 

On this subject Edwin D. Livingston, 
president of the company, said this 
week: “The longer established compa- 
nies have less cause to fear any ill effect 
on the stability of the surety situation 
due to the entrance of Seaboard into the 
field than would be the case with most 
other new companies. There are many 
classifications of fidelity and surety busi- 
ness for which we will not compete, and 
the volume of premium which will sat- 
isfy us will be only a small percentage 
of the total. 

“We are not a ‘cut rate’ company, and 
we will not be competing unfairly with 
older companies at rates not justified by 
the safeguards surrounding the risks. 
But we will, by offering preferential 
rates for preferred risks, ease the whole 
situation, 

“There has been a danger, recognized 
by the broader minded company execu- 
tives, that a feeling of resentment on the 
part of persons entitled to better rates 
than the average and unable to find such 
rates, might cry stallize into an attack on 
the rating plan in general use. The 
Seaboard and one other company already 
operating on somewhat similar lines, 
should provide the necessary safety 
valve to relieve such pressure, without 
draining the boiler. 

“Any new company entering the field 
would make a drive for business. We 
will seek a few preferred lines from each 
producer, broker or local agent, instead 
of trying to annex all of his surety of- 
ferings. We, therefore, should be of 
real service to the producers and, to 
such of the public as are entitled to bet- 
ter than average rates, and, although 
there will be some who cannot agree 
with this argument, we should also be 


of service to the rating bureau compa- 
nies.” 


First Financial Statement 


The company’s first financial statement 
as of December 31, 1927, shows: Assets: 
bonds, $549,990; cash in banks and office, 
$1,446,434: accrued interest, $7,213. To- 
tal assets, $2,003,638. Liabilities: reserve 
for bills payable, $2,500; capital, $1,000,- 
000; surplus over all liabilities, $1,001,138. 

The large proportion of cash in the 
bank on December 31 is due to the late 
date in 1927 when the proceeds of the 
sale of stock became available, as well 
as the determination of the finance com- 
mittee to proceed cautiously and wisely 
with the investment of the funds. 

Organization expenses were paid by 
Rutter & Co., New York bankers, who 
bought the company’s stock for cash 
and resold it to the public. 





HOLD COMPENSATION HEARING 
Legislative Committee at Trenton Dis- 
cuss Bills Aimed to Improve 
Benefits to Workers 
A proposal to hold a thorough inves- 
tigation of insurance before recommend- 
ing an amendment to the employers’ lia- 
bility act to increase the maximum com- 
pensation was before a joint legislative 

committee at Trenton this week. 

Officials of the State Federation of La- 
bor spoke for the bill which would in- 
crease the maximum compensation to 
workers from $17 to $20, and the mini- 
mum from $8 to $10 a week for disabili- 
ties and also indorsed Senator Yates’ bill 
requiring employers to furnish artificial 
limbs or other appliances to employes 
who have been permanently injured. 

Arthur F. Quinn, president of the State 
Federation, in urging favorable action on 
humanitarian grounds, declared a man of 
ordinary circumstances could not get 
along on $20 a week. He pointed out 
the necessity of the worker paying doc- 
tor’s bills and compared the increase in 
wages and decrease in purchase power of 
the dollar with the present compensation 
which has not changed. “Industry should 
bear the burden of its own accidents,” 
he said. 

Cherles C. Pilgrim, who appeared for 
the Manufacturers’ Association of New 
Jersey, urged the committee look on the 
question from an economic point of view 
rather than from the sentimental side. 
Citing figures to prove the state’s lead- 
ership in compensation, he claimed the 


bill would increase insurance premiums 
$1,365,000. 


DEASY GETS PROMOTED 





Now Manager of Metropolitan Casualty’s 
Southern California Branch, Suc- 
ceeding C. E. Bennett 
The Metropolitan Casualty has ap- 
pointed Pierce J. Deasy as manager of 
its southern California branch, succeed- 

ing Charles E. Bennett, resigned. 

Mr. Deasy’s managerial responsibili- 
ties come as a well-deserved promotion 
from a position as assistant manager in 
the same office. He joined the company 
in 1926. Previous to that he was asso- 
ciated with both the American Surety 
and the Maryland Casualty in California 
territory. Later he became manager of 
the Pacific Coast surety department of 
the Standard Accident. 


COMPENSATION RATE CHANGES 
Three Manual Revisions Made; Board 
Making Study of Safety Organi- 
zation Rules 
The Compensation Inspection Rating 
Board has already made a revision of 
three rules in its manual dealing with 
the application of rates, approval of the 
insurance department having been grant- 
ed. These changes will be followed by 
a general revision of the compensation 

manual to become effective May 1. 

It has also developed that the present 
tule which disqualifies risks developing 
payrolls of less than $50,000 is not en- 
tirely satisfactory to the insurance de- 
partment. Asa result of conference with 
the department and with the safety en- 
gineering committee of the board, it has 
been deemed advisable to renew the 
study of the subject and to develop a 
rule that will create a distinction be- 
tween genuine effective safety organiza- 
tions and ineffective pro-forma organiza- 
tions, the line of demarcation to be free 
from criticism on the possible ground of 
unfair discrimination. 

Pending the result of this study, the 
present rule limiting safety organization 
credits ot plants with payrolls of $50,000 
or more will remain in force only until 
June 30. 


WON’T RAISE P. L. RATES 





Oklahoma Insurance Board Strengthens 
Its Case by Opinion From Attorney 
General of State 
The state insurance board in Oklahoma 
has refused to grant an increase of be- 
tween 12% and 15% in public liability 
rates on private passenger automobile 
insurance asked by the National Bureau 
of Casualty & Surety Underwriters, fol- 
lowing receipt of an opinion from the 
attorney general of the state that it does 

have authority over such rates. 

The board contends that the increase 
in rates was not justified by the experi- 
ence shown by its records which indi- 
cate an apparent net profit of 294% for 
the companies on this business during 
the past four years. The companies con- 
tended that these figures were not cor- 
rect, claiming that claims originating on 
policies during this period would not be 
paid until some future years on account 
of some cases being held up by court 
litigation. 





SUPPORT LICENSE BILL 

A committee of five of the General 
Brokers’ Association, headed by B. M. 
Edgerton, president, was in Albany this 
week in support of the brokers’ license 
bill recently introduced in the Legisla- 
ture. This bill, sponsored by Superin- 
tendent of Insurance James A. Beha, has 
as its purpose to require every applicant 
for a broker’s license to pass a written 
examination to be conducted by the su- 
perintendent. 

LOTT TO TALK AT - MEMPHIS 

Edson S. Lott, president, U. S. Cas- 
ualty, and a member of the Committee 
of Nine on Financial Responsibility for 
Automobile Accidents, will address the 
mid-year meeting of the National Asso- 
ciation of Insurance Agents next Thurs- 
day on the subject of “A Proper Policy 
Regarding Compulsory Automobile Lia- 
bility Insurance.” 








Georgia Casualty Company 
Atlanta, Georgia 
HARRY C. MITCHELL, President 


COMPLETE CASUALTY INSURANCE SERVICE 
APPLICATIONS FOR AGENCIES SOLICITED 
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Goodwin Would Limit 
Policy Cancellations 
UNDER MASS. COMPULSORY LAW 


Motor Vehicle Sestionete Runs Into Op- 
position When His Bill on This 
Subject Is Discussed 
That thousands of motorists are re- 
taining their number plates and driving 
uninsured cars on the highway of Mas- 
sachusetts was admitted by Registrar of 
Motor Vehicles Frank A. Goodwin be- 
fore the joint legislative insurance com- 
mittee at a recent hearing at the State 
House. This was brought out in the 
hearing on Mr. Goodwin’s bill, House 
No. 2608, to provide that no cancellation 
of policy issued under the compulsory 
automobile law shall be made by any 
insurance company because of non-pay- 
ment of a premium, after September 1, 

in any year. 

Mr. Goodwin declared that under the 
present system of cancellation for non- 
payment the insurance companies were 
using his office as a collection agency; 
that the practice resulted in throwing a 
tremendous amount of work on his clerks 
at a time when they were carrying a 
peak load in their own work; that it was 
unfair to his department, and should be 
remedied. 

Laxity in Paying 

In response to questions by members 
of the committee it was brought out that 
last year about 2,000 registrations were 
revoked where it was impossible to get 
back the plates, which means that most 
of these cars were on the road, unin- 
sured, so that in case of accidents the 
injured party could not collect a cent of 
insurance. Mr. Goodwin said there were 
people who took out insurance the first 
of the year who never paid, and con- 
tinued to drive in spite of all efforts to 
vet back the plates. 

The question was raised as to whether 
it would be better to demand full pay- 
ment for the insurance before the policy 
was registered, to which Mr. Goodwin 
said that of course that would be the 
ideal way. But, he continued, it would 
place a hardship on the small man who 
could not pay his registration and in- 
surance on a cash basis. He thought the 
entire amount of the premium should be 
paid not later than September 1. 

He said under the present system of 
cancellation for non- payment of premium 
it required the services of about thirty 
clerks the last of the year to handle 
these cancellations. It was necessary to 
draft help from other departments of his 
office, and the clerks were obliged, in or- 
der to co-operate, to cut short the lunch 
time, and make many sacrifices. He 
said that it was a matter of having the 
additional help if this was to be con- 
tinued. 

Under the present law he estimated 
that at least 8,000 cars are re-registered 
during the year, which brings the state 
this added revenue. 

Identification Impossible 

On being questioned with reference to 
the number of people on the road who 
are operating without insurance he said 
it was impossible to make a man identi- 
fy himself at the time the registration 
is issued. The applicant makes his state- 
ment under oath, is endorsed by an in- 
surance carrier, and there is nothing to 
do but issue the registration. He may 
be a bootlegger, give a fake address, or 
misrepresent in many ways, that the de- 
partment has no way of checking up at 
the time. He receives his registration 
and goes out on the road. If the com- 
pany cancels his insurance, notices are 
sent out, and the insurance is void. The 
car is still on the road, and the injured 
person cannot collect a nickel, said Mr. 
Goodwin. 

As regards the right of the insured to 
appeal in case of cancellation Mr. 
Goodwin said very few people knew that 
they had this right. Chairman Muran 
asked if notice that the insured had this 
right could not be placed on the cancel- 
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laticn notice, which was agreed to by QUICK CLAIM SETTLEMENTS 


Mr. Goodwin. Out of 8,000 or 9,000 revo- 
cations for non-payment last year, about 
100 cases were appealed. The total revo- 
cations for various causes amount to up- 
wards of 21,000. 

One member of the committee said the 
beard of appeal should visit various sec- 
tions of the state at intervals. 


Monk Against Bill 


Commissioner Monk said 
that the whole thing as regards 
using Mr. Goodwin's department as a 
collection agency would be cleared up if 
Mr. Goodwin had the money to provide 
sufficient help to take care of the can- 
cellations that come in the last of the 
year. He said the successful operation 
of the compulsory automobile law de- 
pended upon the proper co-operation of 
the insurance companies, Mr. Goodwin’s 
department, and the insurance depart- 
ment. 

The matter of cancellation as now car- 
ried out was a cog in the machine. It 
was a question of Mr. Goodwin having 
the help. The commissioner believed 
that the legislature which enacted the 
original law, should see to it that the 
money to have it properly operated be 
furnished. He said that the enactment 

f Mr. Goodwin’s bill would not cure the 
situation, By fixing an arbitrary date 
for final cancellation, it would mean that 
the companies would cancel by wholesale 
on this date, and Mr. Goodwin's office 
would be swamped on that date. It 
would be far simpler, he said, to make 
a law that would automatically termi- 
nate the policy on a given date for non- 
payment of premium, wtih a proviso that 
the insurance companies notify the reg- 
istrar’s office of all such terminations for 
non-payment. It would save work and 
trouble. 

John W. Downs representing the in- 
surance agents of the state said that the 
law could not be made effective this 
year, as it would be unconstitutional as 
it interfered with existing contracts. 


Insurance 





ELLSWORTH SUCCEEDS WADDY 

Benjamin G. Ellsworth is the new su- 
perintendent of accounts in the home of- 
fice of the Metropolitan Casualty, suc- 
ceeding R. W. Waddy, resigned. Mr. 
Ellsworth has specialized in insurance 
accountancy for many years and for 
some time has had supervision of the 
company’s field accounting. 


Royal Indemnity Loses No Time in 
Adjusting Compensation Cases Fol- 
lowing Beacon Oil Disaster 
The prompt service rendered by the 
Royal Indemnity to victims of a recent 
Beacon Oil Co. disaster at Everett, 
Mass., is featured in the forthcoming is- 
sue of the Royal “Adviser.” This is the 
first issue to be prepared under the di- 
rection of H. N. Gildea, the new editor 

of this house organ. 

The article describes how the com- 
pany’s Boston office swung into action 
immediately after the disaster, making 
its plans fcr settlement. These were 
progressing at a rapid rate when the 
office received a telegram from Frank 
J. O'Neill, president of the company, 
who was on a field trip to Birmingham, 
Ala. Mr. O’Neill instructed the com- 
pany’s representatives on the scene to 
disregard precedent and proceed with all 
expedition with the settlement of claims 
in order that the bereaved and needy 
might obtain some alleviation of their 
sufferings. 

Within twenty-four hours after the oc- 
currence, the Royal Indemnity had start- 
ed its payments on what the Boston 
newspapers described as the largest sum 
in workmen’s compensation insurance 
ever paid in Massachusetts in one dis- 
aster. Mr. O’Neill has received a letter 
of congratulation from the president of 
the Beacon Oil Co. 





DROP COMPENSATION CHARGES 

The Gary house bill providing for 
changes in the Virginia workmen’s com- 
pensation act was killed by an over- 
whelming vote in the lower branch of 
the legislature last week when it came 
up for advancement to its third reading. 
Sponsored by the Virginia federation of 
labor, it provided originally for ten ma- 
terial changes in the act liberalizing its 
provisions. 





WRITES BROOKLYN SUB. BOND 
The National Surety, through its New 
Jersey state manager, P. E. Wiles, has 
written the bond guaranteeing the com- 
pletion of the Brooklyn crosstown sub- 
way. 

The contract price is $6,946,895. 
original premium for _ this 
amounted to $52,101. 


The 
contract 











UNION INDEMNITY 


FIDELITY and SURETY BONDS 


Automobile, 
Workmen’s Compensation Insurance 


Executive Offices: Eastern Department: 
CASH CAPITAL Union Indemnity Bldg. 100 Maiden Lane 
$2,500,000.00 New Orleans New York 


COMPANY 


Accident, Health, Burglary 
Liability, Plate Glass 








TO START SOON ON COAST 
Century Indemnity Names R. E. Fay T- 
Head Its Department There; 

His Many Activities 
The Century Indemnity is about t. 
start operations on the Pacific Coas! 
Rollo E. Fay has been appointed mana 
ger of the Pacific Department and wil! 

take up his new duties on April Ist. 
Mr. Fay has for the past twelve years 
been associated with the western branc! 














ROLLO E. 


FAY 


office of the Aetna Life & Affiliated 
Companies, the last two years acting as 
associate manager, He is a man of wide 
experience in all branches of the casualty 
business and is popular among the agents 
and brokers on the Pacific Coast, as well 
as being well known to many Eastern 
executives. He is a native of California 
and a graduate of the University of 
California. 

Mr. Fay has been on the executive 
committee of the Pacific Coast Automo- 
bile Conference for the last eight years 
and was a former treasurer of the con- 
ference. He has been a member of the 
governing committee of the California 
Compensation Rating Bureau and of the 
Pacific Coast branch of the National 
Bureau of Casualty & Surety Underwrit- 
ers, and was also president of the former 
Casualty Underwriters Board of Cali- 
fornia and a director of the National 
Automobile Club. He also represented 
his company at meetings of the Board 
of Fire Underwriters of the Pacific. 





HE PROVED HIS POINT 





Toronto Broker Spoke on “Unexpected 
Accidents,” Then Died From 
Laughing at a Too Funny Film 

William F. Sangster, an insurance 
broker of Toronto, Canada, last week 
spoke before the annual convention of 
the Canadian Accident Assurance Co. 
there. The title of his lecture was “Un- 
expected Accidents.” He discussed the 
unseen hazards that lie in many an un- 
suspected place. 

That night he went to a theatre to see 
the Charlie Chaplin moving picture, “The 
Circus.” Mr, Sangster found the picture 
excruciatingly funny. So funny did it 
seem to him that his laughter over- 
strained his heart. He died in his seat. 





N. Y. CASUALTY PROMOTIONS 

The New York Casualty at its annual 
meeting this week proomted H. L. Kelly 
from assistant secretary to treasurer and 
W. V. Fehr was made assistant secre- 
tary. To the board of directors was 
added C. C. Auchincloss, New York 
member of the Boston banking firm of 
F. S. Moseley & Co. 

President J. Carroll French has de- 
parted on a Southern tour of the com- 
pany’s agencies and will be away for the 
next month, 
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Maryland’s Birthday 


(Continued from page 41) 


to his character and ability that before 
the election he was the only person men- 
tioned as the natural and logical suc- 
cessor to Mr. Stone. 

25-Year Men 


As an indication of the faithfulness of 
the company’s home office and field men, 
the following besides Mr. Burns have 
heen with the organization for more than 
wenty-five years: James H. Patton, 
reasurer; John A, Hartman, secretary; 





F. HIGHLANDS BURNS 


Howard Edwin McClellan, resident vice- 
president, San Francisco; John W. 
Donahue, resident vice-president, Phila- 
delphia; J. Ives Barton, resident vice- 
president, New York; Charles W. Mayd- 
well, resident vice-president, Cleveland; 
Percy A. Bateman, superintendent, sup- 
ply division; J. W. Rausch, manager, in- 
spection and boiler department; F. L. 
Templeman, manager, accident and 
health department; G. Murray Seal, au- 
ditor; E. B. Owens, Jr., manager, lia- 
bility department, and Stanley M. Ward, 
Jr., manager, boiler department. 

The following general agencies have 
also served the company for the same 
length of time: Haas & Howell, Atlanta; 
Black Rogers & Company, Ltd., New 
Orleans; the H. H. Thornton Company, 
Pensacola; T. T. Tongue & Company, 
Baltimore; R. R. Rosborough, Jackson- 
ville ; and Wofford Brothers, Johnson 
City. 


Three Organization Directors 

It is also interesting that three of the 
organization directors of the company 
are still serving. They are Alexander 
Brown, William J. Donnelly and J. Wil- 
liam Middendorf. Also Leon E. Green- 
baum, Abel A. Rosenburg and Douglas 
Gorman, who are on the present board, 
are sons. respectively of Emmanuel 
Greenbaum, Simon Rosenburg and Wil- 
liam H. Gorman who served on the origi- 
nal board. 

The first woman employe was Miss 
Jessie Wetherill (now Mrs. Jessie Weth- 
erill Carroll) who was President Stone’s 
secretary. As the story goes, Mr. Stone 
asked Miss Wetherill who assisted him 
when he was secretary-treasurer of the 
\merican Bonding, if she would go with 
him to help organize the Maryland Cas- 
ualty. Woman-like she hated to leave 
the fine office of the American Bonding 
to go into a very small office in an un- 
pretentious building. But as Mr. Stone 
usually got what he went after, Miss 
Wetherill accepted. Today Mrs. Carroll’s 
two sons are with the company. 

Outgrew Home Office Buildings 

The first policy of the company was 
issued to the Baltimore and Ohio Rail- 
oad, covering the passenger elevators of 
hat company’s building then located at 
the northwest corner of Baltimore and 
Calvert streets. This building was de- 


e 


stroyed in the Baltimore fire and the 
policy itself was lost in the same con- 
flagration. \ 

The Maryland also was driven out of 
its home offices at the time of the Balti- 
more fire and re-located in an old resi- 
dence temporarily. Then in 1905 it erect- 
ed a home office building with about 
25,000 square feet of space. In 1905 it 
became necessary to enlarge the build- 
ing and two stories were added. Fur- 
ther expansion was imperative in 1912 
and an adjoining property was pur- 
chased. At that time the company felt 
that it had enough room to meet its 
needs for many years to come but this 
proved just the opposite for in 1921 the 
company moved its headquarters to Ro- 
land Park in the heart of Baltimore’s 
suburban section where it has the last 
word in ideal working conditions. 





C. V. WHITEHOUSE PROMOTED 





Heads Des Moines Branch Office of the 
Travelers; Comes From Pacific 
Coast; His Career 

Carl V. Whitehouse has been named 
manager, casualty lines, in the Des 
Moines branch office of the Travelers. 
In assuming this post, Mr. Whitehouse 
returns to the territory in which he first 
served the company as a field assistant, 
having been assigned there February 16, 
1925, after his graduation from the Trav- 
elers training school. After serving in 
Des Moines from February 16 to Sep- 
tember 28, 1925, Mr. Whitehouse was 
transferred to San Francisco where he 
remained until his headquarters were 
changed to Palo Alto, Cal., December 
24, last year. 

During the war Mr. Whitehouse 
served in the United States Army air 
service. Prior to his connection with 
the Travelers he had worked for a num- 
ber of companies at Waterburg, Conn. 





N. Y. STATE FUND DIVIDEND 


To Pay 15% on General Group Policies 
Terminating in 1928; Annual Pre- 
mium Writings Now $7,000,000 
The New York State Insurance Fund 
has declared a 15% dividend on all gen- 
eral group policies terminating in 1928. 

“This means,” said Industrial Commis- 
sioner James A. Hamilton, “that employ- 
ers insured in the state fund, through an 
initial reduction of 15% in rates and sub- 
sequent dividend distribution, have saved 
more than $14,000,000 in insurance costs 
in the last thirteen and a half years. The 
savings thus made in 1927 amounted to 
more than $2,000,000.” 

The fund’s annual premium writings 
are now in excess of $7,000,000 having 
almost doubled in the last two vears. The 
assets are more than $14,000,000 and the 
lost reserves are nearly $9,000,000. There 
are now 21,400 employers insured in the 
fund. 





LINVILLE IN MIDDLE WEST 

E. M. Linville, superintendent of agen- 
cies, Eagle Indemnity, is now on a trip 
to the middle west, visiting agencies of 
the company. 


N. Y. Licenses 


The following brokers’ licenses have 
been issued at Albany: 

Irving F. Mitchell, 58 East Main Street, 
Patchogue. 

John N. Williams, 2153 Fifth Avenue, New 
York City. 

Sam V. Boykin, 342 Madison Avenue, New 
York City. 

Benjamin Hirshfield Brown, 21 Maiden Lane, 
New York City. 

Maurice Weisberg, 871 Fox Street, New York 


ity. 

Edward Adolph Lichtblau, 225 West Thirty- 
fourth Street, New York City. 

Charles A. F. Bick, 34 Nassau Street, New 
York City. 

James A. Monaghan, 3 South William Street, 
New York City. 

Henry August Schumacher, 522 Fifth Ave- 
nue, New York City. 

Howard M. Simonson, 80 Maiden Lane, New 
York City. 

Edward William Snell, 887 Flatbush Avenue, 
Brooklyn. 

William I. B. Thompson, 80 Maiden Lane, 
New York City. 

Horace A. Tufts, 96 Main Street, White 
Plains. 

Louis J. Capozzoli, 261 Broadway, New York 
ity. 

Earl G. Spoor, 300 Bleecker Street, Utica. 
Regina Frishwasser, 1092 Winthrop Street, 
Brooklyn. 
a Farber, 150 Nassau Street, New York 
ity. 

Peter Danzilo, 1601 Sheepshead Bay Road, 
Brooklyn. 

James M. Neville, 29 Broadway, New York 


ity. 

Nicholas Lo Buglio,, 5741 Penrod Street, Co- 
rona. 

Cook & Olsen, 1 Liberty Street, New York 
ity. 

John Riefenstahl, 2 Wall Street, New York 


ity. 

Andrew D. Baird, 134 Broadway, Brooklyn. 
James Elwood Kyle, 75 Maiden Lane, New 
York City. 

Norman Nottingham Prieur, 75 Fulton Street, 
New York City. 

Charles W. Ward, 275 Bonner Place, New 
York City. 

Christian Dickson, 24 Dow Avenue, Mineola. 
Mortimer E. Hirschfield, 149 Broadway, New 
York City. 

Tellier & Fikes, Inc., North Rose. 

Clifford L. Zecher, 456 Garson Avenue, Roch- 
ester. 

Clifford H. Treble, 308 White Bldg., Buffalo. 

Williamsbridge Investing Corporation, 3550 
White Plains Avenue, New York City. 

Antal D. Berko, Inc., 972 Manhattan Avenue, 
Brooklyn. 

Clifford Carlyle Faulkner, 606 Exchange Bank 
Bldg., Olean. 

William J. Nunan, 381 Fourth Avenue, New 
York City. 

J. Fred Boss & Co., 147 Fourth Avenue, New 
York City. 


H. & A. Meeting 


(Continued from page 41) 
visions—hospital indemnity and surgical 
benefits? Are amendments to the stand- 
ard provisions necessary? Introduced 
by C. O. Pauley, secretary, Great North- 
ern Life. 

An important report will also be sub- 
mitted on the matter of public relations 
which, it will be remembered, was one 
of the big topics at the conference’s 
meeting last fall. The public relations 
committee of the Insurance Advertising 
Conference will make this report. 

The final item on the program is an 
informal discussion, led by James F. 
Ramey, on “The Licensing of Accident 
and Health Agents.” Then will follow 
reports of the various committees. 
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if | were seeking anew 
Surety connection 


By A. A. Lawson, Vice President, 
John C. Paige & Co., 
Boston and New York 

* a x 


“Why we would select the Na- 
tional? Because it is the biggest 
company, with its $15,000,000 capi- 
tal and most ample surplus; be- 
cause its policy is broad, liberal 
and fair; its officers are wide 
awake business men, of wide expe- 
rience and good judgment; the 
service which the company renders 
to us is first class,—nothing could 
be better,—and this is the senti- 
ment which we always hear at the 
conventions of the Company’s rep- 
resentatives. 


“We have been Resident Man- 
agers of the National Surety Com- 
pany for Boston and_ eastern 
Massachusetts for over thirty 
years and, while there have been 
clouds in the sky at times,—which 
happens in any _ business,—the 
weather has always cleared and 
every thing has come out in a sat- 
isfactory manner. This is due 
principally to the unusual per- 
sonnel of the company. If anyone 
has any doubt on the subject it can 
be dispelled by a personal contact 
with the men who have made the 
Company famous, and who are con- 
tinuing to make it prosperous and 
deserving of the continued confi- 
dence of the field at large. 


“We are very glad to have the 
opportunity of saying our word of 
commendation at this time.” 


a’ @ * 

If you’d like to know more about 
National Surety Company service 
and would like to find out if we 
have an opening in your town, clip 
this ad, attach it to your letterhead 
and send to 


NATIONAL SURETY 
COMPANY 


World’s Largest Surety 
Company 
115 Broadway 
New York 
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Planning A Campaign 
For Group Disability 


AS OUTLINED BY J. P. COLLINS 





National Casualty Executive Emphasizes 
the Necessity of a Careful Analysis 
Before Starting Drive 

The analysis and planning of a group 
disability campaign is discussed in the 
February number of the “National 
Agents’ Record” by J. P, Collins, man- 
ager of the group department of the Na- 
tional Casualty. The writer, emphasiz- 
ing that analysis and planning are es- 
sentially related parts of a thoroughly 
planned campaign, shows that an intelli- 
gent analysis of a situation will help to 
dissolve any obstacles in the way. He 
writes in part as follows: 

“You are convinced, for example, that 
in your territory there are many good 
prospects for group disability insurance 
who have never been shown the advisa- 
bility of providing this form of coverage 
for their employes. Analysis will enable 
you to dissolve any obstacle that stands 
in the way of getting an opportunity to 
present a group disability plan to these 
prospects, and to use the kind of sales- 
manship which gets the business. 

Who Are Prospects? 

“Who are your prospects for group 
disability insurance? Every employer 
employing more than twenty-five em- 
ployes. Every compensation policyhold- 
er is an especially good prospect, be- 
cause the primary purpose of group in- 
surance is to protect the worker against 
the loss of income occasioned by sick- 
ness and those accidents not covered un- 
der the workmen’s compensation laws. 

“In short, group disability insurance in 
connection with compensation insurance 
affords the worker twenty-four hours 
coverage against that ever present en- 
emy of prosperity and happiness—disa- 
bility.” 

The Self-Protection Appeal 

Mr. Collins asks the question: Why 
should the employer make group disa- 
bility insurance available for his em- 
ployes? Because he wishes to protect 
them against the uncertainties of sick- 
ness and accidents. Then, too, the think- 
ing employe wishes to protect himself 
and his family against such hazards, 

“Personal accident and health insur- 
ance offers this protection,” says the 
writer, “but very few workers are able 
to carry adequate amounts of protection 
under this form, owing to their inability 
to budget their incomes properly and 
makes allowances for the cost and at the 
same time maintain a normal standard of 
living for themselves and their families.” 

Discussing the beneficial results of dis- 
ability group insurance, Mr. Collins re- 
marks: “What benefits does the em- 
ployer receive by making this insurance 
available for his employes? It increases 
the efficiency of the worker by eliminat- 
ing worry and anxiety as to how he will 
meet any emergency that may arise, 
thereby making him more valuable to 
himself, his family and his employer. By 
co-operating with his employes he in- 
creases their co-operation, which is of 
undoubted value to the interests of his 
business. Each claim paid enhances the 
spirit of good will and appreciation and 
reacts to the employer’s benefit. Each 
employe is given an individual certifi- 
cate, which he takes home.” 





NEW BUFFALO COURSE 


A large enrollment has been received 
for the evening course in casualty insur- 
ance being given in the University of 
Buffalo. Men prominent in this field of 
insurance there are giving the lectures to 
those enrolled in the course. Alan F. 
Scattergood and James J. O’Connor dis- 
cussed various phases of automobile in- 
surance at the first two sessions of the 
course. Other topics will be covered by 
Albert Dodge, A, P. Newton, Thomas 
Plunkett, Chester MacNeil, John Tier- 
non, Jr., James K. Arnott, Herbert L. 
Hart and Ralph W. Archdeacon. 


N. Y. COMPENSATION BILLS 


Several Amendments Are Now Before 
Legislature, Making Changes in 
Details of Operation 
One bill amends section 118, by pro- 
viding statements of a deceased employe 
if made to attending physician and re- 
duced to writing by such physician and 
reported to employer or commissioner 
within twenty days after accident, may 
be received in evidence as corroboration 

of such declaration. 

Another bill adds new section 24a pro- 
viding no person, firm or corporation 
shall represent a claimant before indus- 
trial board unless he is a citizen and li- 
censed by the commissioner, fee not to 
exceed $100 a year; attorneys are ex- 
cepted. 

A bill amending section 54, requiring 
foreign insurance companies issuing poli- 
cies of workmen’s compensation insur- 
ance to file bond with insurance super- 
intendent in amount as may reasonably 
represent total liability of such corpora- 
tion for compensation, in no case to be 
less than $200,000. 

A bill amends section 126 by providing 
itemized statement of expenses of ad- 
ministering compensation law shall be 
open to public inspection in office of state 
commissioner for thirty days after no- 
tice to carrier and employers before 
commissioner makes assessment upon 
them. 

A bill amends section 19, Labor Law, 
by providing presiding justice of appel- 
late division, supreme court, third de- 
partment, shall appoint all referees for 
workmen’s compensation instead of in- 
dustrial commissioner, such referees to 
be attorneys of at least five years’ prac- 
tice and shall be appointed for ten year 
terms. 





BALTIMORE GENERAL AGENTS 
The Metropolitan Casualty has ap- 
pointed McComas, Kroh, Insley Co., 
Inc., as its general agents for Baltimore 
and vicinity. 


BELLINGER-BRUCKMANN OPEN 
New Uptown Office, Allied With Perrin- 
Bruckmann Agency, Will Specialize 
in Casualty Lines 

Bellinger-Bruckmann, Inc, a new 
Manhattan agency writing general lines, 
particularly casualty, opened its doors 
this week on the ninth floor of 30 East 
Forty-second street. 

George P. Deming, who will be the 
active manager of the office, has been 
identified with the Perrin and Bruck- 
mann interests in their downtown office 
for seven years and prior to that was 
in the liability department of the Trav- 
elers Insurance Company. 

The officers of the new agency are: 
Sydney T. Perrin, president; George W. 
Bruckmann, vice-president; Edwin J. 
Bruckman, secretary, and Charles Bel- 
linger, treasurer. While  Bellinger- 
Bruckmann Agency will operate entirely 
independently of any other office, offi- 
cials are identified with the . Perrin- 
Bruckmann Agency at 75 Maiden Lane. 

The Bellinger-Bruckmann Agency will 
not confine itself to casualty lines but 
from the beginning will be able to ar- 
range immediate coverages in all depart- 
ments. They have full-service agencies 
for the Great American Indemnity in 
surety and casualty, the New Brunswick 
Fire and the Milwaukee Mechanics for 
automobile fire and theft, for the Con- 
tinental Casualty, for accident and health 
lines, and will develop full representation 
in every line of insurance. 





WM. NUNLIST RESIGNS 
William Nunlist has resigned as gen- 
eral solicitor of the National Surety in 
order to resume the private practice of 
law. He has been for several years man- 
ager of the surety claim department of 
the company and has had a wide expe- 
rience in handling surety claims. 
Mr. Nunlist will specialize in legal 
cases involving insurance, building and 
engineering matters. 
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BUFFALO AETNA AGENTS MEET 





Conference of Agents of Affiliated Com- 
panies Held This Week; Addressed 
by Officials 

A gathering of considerable impor- 
tance in Buffalo insurance circles, met 
on Wednesday and Thursday of this 
week at the Hotel Lafayette, Buffalo, 
when 200 agents of the local branch o 
the Aetria Affiliated Companies met fo: 
a two-day conference. Agents from a! 
parts of Erie, Niagara, Chautauqua, Wy- 
oming, Alleghany and Genesee Countic 
attended, and there were addresses by 
officials of the company and by other: 
prominent in the insurance world. 

he purpose of the conference, ac- 
cording to W. T. Gouert, manager oi 
the Buffalo branch, was to stimulate bet- 
ter feeling among the various groups and 
to map out a program for the coming 
year. Advertising by the local agencies 
to supplement the national advertising 
of the company was discussed, and 
agents were urged to do some newspa- 
per —— 

W. Gouert, the local manager, act- 
ed as Pain chairman of the confer- 
ence. He appointed the following sub- 
chairmen: A. F. Scattergood, program; 
R. B. Hughes, arrangements; C-. : 
Booth, registration; P. R. Rehac, recep- 
tion, and C. N. Pickard, advertising and 
publicity. 





MAJESTIC INDEMNITY TO FORM 

The Majestic Indemnity is the latest 
casualty company to be formed in New 
Jersey with a capital of $250,000 and a 
surplus of $250,000, all of which has been 
subscribed. Its authorized capital is 
$1,000,000. The offices will be in Newark 
and at 75 Maiden Lane, New York. 

The president of the company has not 
yet been named but its vice-presidents 
will be W. Howard Demarest, a Newark 
lawyer, and William J. Lansey. Its 
treasurer is Frederick W. Parker. Be- 
sides these men, the board of directors 
will have Clark T. Brown, Wilmot E. 
Fanning, Stephen Guardino, Jean V. 
Lutz, Joseph V. O’Leary and George K. 
Hunter, all of whom are in the insurance 
business in New York. 





VIRGINIA AGENTS TO MEET 

More than fifty agents from various 
parts of Virginia and eastern North 
Carolina are expected to attend the an- 
nual agency meeting of the Richmond 
branch office of the Aetna Life and Af- 
fiiliated Companies to be held at the 
Jefferson Hotel in Richmond March 12 
and 13. Sales methods, problems of com- 
petition, agency efficiency and claim serv- 
ice are some of the subjects to be dis- 
cussed. Manager Fred Clintsman an- 
nounces that the following officials from 
the home office will be in attendance: 
Rk. W. Myers, vice-president; C. G. Hal- 
lowell, secretary; R. I. Catlin, assistant 
secretary; C. T. Spaulding and G. R. 
Holmes, field supervisors; Stanley 
Wythe, assistant director of publicity. 


JULIUS WOLF DIES 

Sympathy is being expressed in brok- 
erage circles to the family and asso- 
ciates of Julius Wolf, secretary of the 
General Brokers’ Association, who died 
this week of pneumonia. Mr. Wolf con- 
ducted a general brokerage business in 
Brooklyn and was favorably known in 
that borough and New York City. <A 
resolution of sympathy was passed at the 
executive committee meeting of the 
General Brokers’ Association on Tues- 
day. 








LICENSED IN NEW YORK 
The Merchant Indemnity, newly or- 
ganized running mate of the Merchant’s 
Fire, has been licensed to transact busi- 
ness by the New York Insurance De- 
partment. 





The National Insuring Agency, Inc., 
New York City, has been chartered at 
Albany with $5,000 capital. James F 


O'Beill, Beatrice Spiro and Jesse Fried 
man, New York City, are directors and 
subscribers. 
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GENERAL REINSURANCE CORPORATION 


E. H. BOLES, President 
80 JOHN STREET, NEW YORK 





STATEMENT OF CONDITION 
December 31, 1927 








ASSETS LIABILITIES 
Investments: Reserves for Losses and Loss 
U. S. Government Bonds.......... $ 1,061,399.00 Lae ee $ 5,637,443.10 
State, County and Municipal Unearned Premium Reserve.... 2,815,427.49 
a nny Yee nenee 796,285.00 Reserve for Commissions, 
Railroad Bonds and Stocks...... 2,808,475.00 Taxes, other Liabilities........ 632;044.14 
Public Utility Bonds and Stocks 3,642,350.00 Voluntary Reserve .................... 400,000.00 
Miscellaneous Bonds and Stocks 1,030,160.00 Capital Stock __... $1,500,000.00 
Guaranteed Real Estate Mort- Surplus __............ 1,148,821.51 
TLE TIE OP, 1,003,700.00 Surplus to Treatyholders.......... $ 2,648,821.51 
$10,342,369.00 


Cash in Banks and Office.......... $ 615,765.23 
Premiums in Course of Collec- 








OL SL Sen eee ae 902,391.61 
Interest Due and Accrued........ 116,276.01 
Other Admitted Assets -........... 156,934.39 
TOTAL ADMITTED ASSETS..$12,133,736.24 TOTAL LIABILITIES.............. $12,133,736.24 
Dec. 31, 1926 Dec. 31, 1927 Increase 
Admitted Assets ................... $10,584,973.01 $12, 133, 736.24 $1,548,763.23 
Net Written Premiums.......... 5,168,553.06 5,922,421.16 753,868.10 


‘= Loss and Premium Reserves 7,308,935.20 8,452,870.59  1,143,935.39 


CASUALTY 
FIDELITY and SURETY 
TREATY REINSURANCE 
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